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they Sell 


from your Counter! 





4 POPULAR SIZES 


“AMERICAN BRAND” 
PURE MANILA ROPE 


100 Foot Connected Coils 
Approx. 15 Lbs. of Rope in Each Box i 








Write for Complete Information and , 
Name of Nearest Distributor 


AMERICAN MANUFACTURING COMPANY, BROOKLYN 22, N. Y. 


ROPE - TWINE - OAKUM - PACKING - ELECTRICAL AND CARPET YARNS 
BRANCH FACTORY: ST. LOUIS CORDAGE MILLS, ST. LOUIS 4, MO. 
SALES OFFICES: BOSTON + CHICAGO +» HOUSTON + NEW ORLEANS + PHILADELPHIA +» SAN FRANCISCO 








this spring there’ll be 


THE FINEST ALUMINUM 


BAKING WARE 


@ February to July, influential national women’s, home 
and farm magazines will carry powerful MIRRO 


advertising, emphasizing these two facts: 


Every piece of MIRRO Standard 
Size Baking Ware has the size 
stamped on the bottom. .. assur- 
ance of standard size for any 


recipe, home-made or ready-mix. 


Every piece of MIRRO Stand- 
ard Size Baking Ware has the 
ideal finish for its purpose... 


shiny and heat-spreading for 





cakes and muffins, fast, 
heat-absorbing Alumilite for 


crisp crusts or flaky pie shells. 


Start NOW to display and sell nationally advertised MIRRO Standard 
Size Baking Ware, with proper finishes... for best baking results... 


for greater customer satisfaction... for more repeat business. 
Buy from your MIRRO Sober 


ALUMINUM GOODS MANUFACTURING COMPANY e MANITOWOC, WISCONSIN 


FIFTH AVENUE BLDG ., NEW YORK 10 MERCHANDISE MART, CHICAGO 54 
WORLD'S re ce MANUFACTURER OF ALUMINUM ome mom Gi. ic] VTENSILS 
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Designed for the 
Modern Kitchen! 


It has no clamp! 


Y The Revolutionary UNIVERSAL 
TAELTOP Food Chopper 


They said a food chopper couldn’t be improved—but Universal 
went right ahead and did it! 


This new TAB-L-TOP has NO CLAMP! Hand pressure holds 
it firmly against table’s edge. Rubber pads prevent scratching 
or marring table surface. It has an extra-long handle a baby 
There is no clamp. TAB-L-TOP can turn. A special trough to divert excess juices into con- 
rests snugly against table's edge. tainer below. Plus the Swing-a-Part feature—long a Universal 
exclusive—to make cleaning easy and sanitary. 


E> 
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Housewives will be asking you for the new TAB-L-TOP. 
Be sure that you are stocked to sell them. Write Dept. HA, 
Landers, Frary & Clark, New Britain, Conn. 


TAB-L-TOP’S getting Big Billing, too 
... in all these National magazines 


UNIVERSAL 


LANDERS, FRARY & CLARK, NEW BRITAIN, CONN. 


te The barrel swings open... 
_.. makes cleaning easy, sanitary. 
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| A COMPLETE ae 
SELECTION OF 

| CABINET LOCKS i<¢ 
| FOR YOUR CUSTOMERS | 
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“THE EAGLE LOCK COMPANY Subsidiary of Bowser, Inc, TERRYVILLE, CONNECTICUT pete 
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How to Pull Trade to an Outlying Area 
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PENNSYLVA 


“(951 


Pennsylvania dealers are getting ready 
for the biggest year in all Pennsylvania 
history. And no wonder! 


Look at the NAME! 





One of the oldest—certainly one of the 
greatest—names in lawn mowers. 
Quality leaders since 1877. 


Look at the PRODUCT! 





Grass-cutting by PENNSYLVANIA—power by BRIGGS & 


STRATTON. An unbeatable combination in the power 


mower field. Quality you can demonstrate—and sell. 


Look at the LINE! 





In addition to the power mower, four hand mowers and 
the popular PENNSYLVANIA TRIMMER AND EDGER. GREAT 
AMERICAN—choice of the professional gardener; PENN- 
SYLVANIA, JR.—heavier duty, for use where the grass is 
tough and the season long; METEOR (5 blade) where 
steep terraces are a problem and (7 blade) for cutting 
creeping type bent grasses; PENNA-LAWN—moderately 
priced for the small-home owner. 


Look at the ADVERTISING! 





A full page in color in THE SATURDAY EVENING POST-« 
other well-timed color and black-and-white advertise- 
ments in THE SATURDAY EVENING POST, BETTER HOMES 
& GARDENS, AMERICAN HOME, PATHFINDER, SUNSET, 
FLOWER GROWER, AMERICAN CEMETERY—telling, retell- 
ing the‘‘PennsylvaniaStory’’ tonearly12,000,000 readers. 


Look at the SALES HELPS! 





Consumer pieces ‘‘How to Grow a Beautiful Lawn” and 
*‘Advice to a Man About to Buy a Lawn Mower’’—de- 
scriptive folders on each model in the line—window 
streamers—posters—newspaper mats—everything you 
need to put on your own seasonal lawn mower promotion. 


Order EARLY! 








Last year, many dealers could have sold more PENNSYL- 
VANIAS if they’d had them. Get your 1951 orders in early. 


PENNSYLVANIA LAWN MOWER DIVISION 


American Chain & Cable Company, Inc; 
Bridgeport, Conn. ¢ Camden, N. J. 


















POWERED 
WITH 
BRIGGS & STRATTON ENGINES 
T-15—21 inch cut—1% HP Engine 


with rewind starter and tool box 


R-15—18 inch cut—1 HP Engine 













Great American 
—the all ‘round favorite 


Pennsylvania, Jr. 
—for extreme service 
and wire grasses 


Meteor 
—light weight, 
aluminum alloy 
construction 








Penna-lawn 
—moderate priced leader 









Trimmer and Edger 
—a fast-selling item 
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It's Time to Sit Down 
And Study the Future 


The past few months have seen some very im- 
portant changes in the retail merchandising pic- 
ture. The nation has moved from a free price 
economy into a controlled economy. Artificial con- 
trols on credit and civilian production have been 
applied, and many more are in prospect. We have 
entered an unexplored twilight zone in which we 
have the types of controls associated with war, 
but lack the sense of urgency of a total war. 
Where does this leave the hardware retailer? 

That’s a question that every dealer should ask 
himself. Now, in the lull between Christmas and 
the spring push, is an especially good time to take 
a few moments and review your position; to see 
whether or not you’re in step with actual condi- 
tions, or with imagined conditions. 

There are many aspects of the present retail 
picture that deserve careful study. Inventories 
are probably No. 1 on such a list. Fears of mer- 
chandise shortages, abetted in some cases by un- 
thinking manufacturers and wholesalers, has led 
to some very heavy stocking by dealers. These 
inventories are not being worked off. Consumer 
buying, while still at very good levels, is substan- 
tially below the rate of inventory build-up. 

How far can this go? Are dealers forgetting 
that their profits come from turnover, not from 
storage of merchandise? 

Many authorities are already showing concern 
over the inventory condition and have expressed 
the belief that many retailers have taken on in- 
ventory loads out of proportion to their ability 
to carry. They point out that banks are becoming 
very critical of inventories that aren’t being 
worked off; that collections are slowing up here 
and there; that credit investigations are becoming 
stricter. 

Consumers are not being rushed into scare buy- 
ing; they have not yet seen any evidence of mer- 
chandise shortages. Regulation W has unques- 
tionably dampened the buying of appliances and 
radios. The threat of higher taxes is forcing 
many consumers to reconsider their buying plans. 
In the television market, for example, outlets in 
several large cities report that sets are not being 
sold as quickly as they are being received from 
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) agit Among Ourselves 


Informal Editorial Comments 


By W. A. Phair 


manufacturers. Appliance dealers in a large east- 
ern city are reported concerned over the slow buy- 
ing of refrigerators, despite continued promotion 
efforts. 

While these are isolated conditions, they do 
point to the necessity of constantly reviewing your 
position. 

The entire picture could change overnight, 
should the Korean situation expand to other areas. 
But there is no certainty that this will happen; 
we all devoutly pray it doesn’t. And if it doesn’t, 
we still feel that merchandise shortages will not 
be really apparent at the consumer level until mid- 
year. And even though some lines do show cuts 
in output, there will still remain a tremendous 
production of civilian goods. 

These uncertainties all point up the fact that 
it is unwise to go too heavily into inventory build- 
up. Lopsided balance sheets usually mean unbal- 
anced credit structure and this in turn can cut 
into your margin. The simple elimination of your 
ability to discount bills is a serious matter in these 
days of rising overhead. 

So take a few minutes to sit down and review 
your position. It will pay dividends. 


Scare Selling Is What 
We Don't Need 


A great deal of valuable, constructive work in 
developing better merchandising techniques is be- 
ing done by many of our institutions of higher 
education. But there are still some so-called “‘ex- 
perts” in retail selling who have succeeded remark- 
ably well in shielding themselves from the facts 
of life. 

Our staff was startled recently by receiving 
from a college merchandising “expert” a manu- 
script which was, in effect, a short course in scare 
selling . . . how to move merchandise by using 
the “this will be the last of these we'll get’ 
technique. 

What kind of misguided thinking encouraged 
the writing of such a manuscript, we'll never 
know. Nor can we understand what type of fac- 
ulty management would tolerate this type of 
activity. 

Happily, we know from experience that this 
type of mentality. is the exception, not the rule. 
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For obvious reasons we are reluctant to identify 
the college involved, but it very definitely is not 
one of the schools that has been identified with 
hardware retailing courses. 

The scare technique is the lowest form of sell- 
ing that exists. When you use this method you’re 
not selling a customer, you’re blackmailing him; 
you’re not building up customer good will, you’re 
destroying it. 

There’s no room for scare selling in retail hard- 
ware stores today. Stay away from it and you'll 
gain in the long run. 





DE Program May Be 
Worth Looking Into 


Two words that hardware dealers are going 
to hear a lot more about in coming months, as 
manpower shortage begins to pinch, are “Distribu- 
tive Education.” 

Stated simply, Distributive Education (DE as 
it is often called) is a practical plan for giving 
high school students training for the distributive. 
or retail trades. Usually a DE program involves 
a half day of classwork and a half day spent 
working in a retail store that is co-operating in 
the program. The student is paid a fair wage for 
the time spent in the store and the store owner 
grades the student’s store work periodically. This 
practical experience, combined with class room 
work specifically slanted to retailing problems, 
usually develops some very worth while retail 
salespeople. 

A number of hardware stores have had expe- 
rience with this program and report it very suc- 
cessful. In coming issues of HARDWARE AGE we 
will publish several reports on DE, including some 
actual hardware store experience with the pro- 
gram. In the meantime, you can probably learn 
about the status of the DE program locally by 
calling your Board of Education. 





Sporting Goods Is a 
Good Profit Source 


Election of genial Ed VanDervoort, of Van- 
Dervoort Hardware Co., Lansing, Mich., as presi- 
dent of the National Sporting Goods Assn. em- 
phasizes the important role played by hardware 
outlets in merchandising sporting goods. 

Sporting goods is a good, profitable line for 
hardware dealers. The many reports we have pub- 
lished in Hardware Age citing the practical expe- 
rience of dealers in all corners of the country 
proves beyond a doubt that sporting goods, prop- 
erly handled, can build up to an important volume. 

Some dealers hesitate to handle sporting goods 
for fear that it takes too much specialization. It 
does take specialization, but it’s specialization that 
pays off, not only in specific sales of sporting 
goods, but also in additional sales of other hard- 
ware merchandise. 

Take an average fishing fan. While his primary 
interest would be in tackle, lures and bait boxes, 
just weigh in your mind the other related mer- 
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chandise you carry that would also interest him— 
outdoor clothing, boots, thermos jugs, outdoor 
cooking gear, lanterns, knives, etc., etc. And once 
you have developed the confidence of a fisherman, 
you have acquired a real loyal] customer who is 
going to make many repeat purchases. 

With spring coming on, sporting goods salés 
are going to rise sharply. Will you get your share 
of this hardware market? Thousands of other 
dealers will, why not you? Check your merchan- 
dise, keep it clean. Don’t bury it, put it up front 
for the season, and build up a good display that 
includes related items. Promote it in your ads 
and indirect mail. Appoint a member of your 
staff to specialize in this merchandise so he can 
sell it intelligently. 

It's a good hardware line; don’t miss out on 
your share of the profits it can bring. 





George Can't Do 
Everything Himself 


Recent remarks of various members of the Con- 
gressional Ways and Means Committee, which is 
considering the new tax bill, indicate that letters 
from businessmen and taxpayers demanding that 
co-ops carry a full share of the tax load are im- 
pressing the committee. 

As hearings are held on this vital matter, it is 
doubly important that you make your voice heard 
by writing or wiring your congressman. A flood 
of letters from voters back home is the surest 
way of counteracting the powerful lobbies of the 
farm co-ops. 

Most dealers we meet tell us they intend to 
write such letters but keep forgetting it. We 
have suggested here several times that a quick 
and simple way of getting your view to your con- 
gressman is to clip these editorials, note your own 
comments, sign your name and drop them in an 
envelope. 

It appears that a number of dealers are doing 
just that. A dealer in Oregon has been good 
enough to send us a copy of a letter he received 
from Senator Wayne Morse acknowledging receipt 
of a marked copy of an editorial from these pages. 
And the senator went on record in the letter as 
being in favor of equalizing the tax burden. That’s 
all to the good. But imagine how impressive it 
would have been if several hundred Oregon deal- 
ers had written. 

An Ohio dealer writes in and wants four copies 
of an editorial. He and his staff want to send 
copies to their congressmen. An Indiana dealer 
post cards us that he sends a copy of each such 
editorial to Washington. 

But what about you? Are you going to let 
“George” do all the work? Or are you going to 
help yourself by striking a blow for tax equality? 
Keep in mind that there is close to a billion dol- 
lars in tax money available from the untaxed 
co-ops and mutual groups. If they are not required 
to pay this tax, you and your children will, in the 
end, have to assume this added burden. 

So again let us suggest that you be sure to let 
your congressmen know how you feel on tax 
equalization. 
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Lockwood now adds this 
secure, smooth working,  #$§@ (| @i__7-- 
easily installed cylinder No. 8596 A new. neat and compact screen and storm door 
screen and storm door lock lock in polished or dull brass, with cylinder operation outside 
t it di li and slide button inside. Each locks both knob and lever. 
m- o its outstan ing iine of Easily installed in bored mortises. Reasonably priced for 
a screen door hardware. With volume sales. 
ers fly-time just around the 
“4 corner, Lockwood dealers are hurrying in their orders for their seasonal 
requirements. In spite of many uncertainties in the days ahead, a few things 
is we can be sure of .. . warm weather. insects .. . and a profitable de- 
d = . A 
a > mand by the public for these essential seasonal items. 
est 
the 
to 
We 
ick 
on- 
wn 
an 
No. 5597 Tubular screen door No. 4115 Rim type screen door No. 5599 Mortise type screen 
, latch set, in wrought steel, dull latch set, with wrought steel trim, door latch set, with wrought steel 
Ing brass finish. Latch bolt is oper- dull brass finish. Latch case is trim, dull brass finish, Latch bolt 
ood ated by knob or lever; slide stop cast iron, dull brass finish. Latch is operated by knob or lever; 
ved inside deadlocks knob. For use bolt is operated by knob or lever; slide stop inside deadlocks knob. 
int on right or left hand doors. slide stop inside deadlocks knob. For use on right or left hand 
1p Backset 13/,”. For use on right or left hand doors. Backset 11/4”. 
yes. doors. Backset 114”. 
as 
at’s 
3 it | 
pa}- | 
vies 
ond No. 3001 Senior, medium grade No. 3002 DeLuxe, extra heavy | 
| closer offering excellent value at moderate enclosed spring. Extra cushion spring prevents | 
uer cost. Slightly smaller than DeLuxe model. damage when door accidentally opens too if 
uch Has protective cushion spring. Pearl gray far. Attractive design, finished in durable H\ 
finish. Reversible. pearl gray. Reversible. | 
“ Both closers are packed with complete instructions for installation. | 
{ oO F 
ty? 
dol- BE SURE TO PLACE YOUR ORDERS NOW FOR THIS HIGHLY "DE 
xed SALEABLE, SEASONAL HARDWARE. NNIVERSARY } 
oer oe oe 
the The merchandise offered in this advertisement is subject to any Government restrictions or limitations imposed. 5 Founpatio™s\ 
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NEWS and VIEWS 


By Washington Bureau of 
HARDWARE AGE 








Margin Freeze Order Omits Hardware Items 








Feb. 24 Base Set; Hardware 
Margin Ceilings To Come 


The OPS on February 27 issued its first margin 
type of price freeze which has long been awaited by 
the hardware and other retailing trades. However, 
this order pertains largely to apparel and housefur- 
nishings retailers, leaving hardware dealers without 
relief from the confusion and inadvertent non-com- 
pliance forced upon them under the General Ceiling 
Price Regulation. ; 

While the new order, Ceiling Price Regulation 7, 
now applies only to the apparel and housefurnishings 
trades, some merchandise categories in the Regula- 
tion are sold by hardware stores and become subject 
to mark-up control. However, the next few weeks are 
expected to bring an amendment which will cover 
basic hardware merchandise, including appliances. 

CPR 7, as issued, is the basic regulation. It is not 
known now whether the forthcoming hardware amend- 
ment will simply list categories of merchandise for 
which mark-ups are frozen or will carry with it some 
changes in the basic formule set up in the present 
order, in recognition of pricing differences that may 
exist within different types of retail trades. 

The items affected by CPR 7 include all of the items 
commonly sold in men’s and women’s apparel and shoe 
stores, most of the items carried in furniture and 
floor covering stores, and 75 pct of the volume handled 
by department stores. Retailers, whose annual sales 
of items covered by this Regulation are less than 
$20,000, have the option of remaining under the gen- 
eral freeze order. 


Products Frozen 


Among the categories listed in the order are sev- 
eral which are sold by hardware stores. These include: 

Men’s work clothes; hunting and fishing apparel for 
men, women, and children; men’s raincoats and 
water repellent garments; infants’ metal and wooden 
wheel goods; infants’ novelties, including baby scales, 
bottle warmers, etc.; athletic clothing and accessories; 
electric blankets; staple table and household linens;. 
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shower curtains; drapery hardware; window shades 
and venetian blinds; outdoor shades and awnings; 
household furniture; kitchen and utility cabinets, 
kitchen tables, chairs and stools; furniture for out- 
door use and bridge tables; juvenile furniture; un- 
finished furniture; pictures and mirrors; soft surface 
rugs; hard surface floor coverings; lamps and lamp 
shades. For the full list of categories and items refer 
to the original order. 

Not all of the products listed in CPR 7 are priced 
with reference to the retailers’ pricing chart. Branded 
products for which manufacturers have established 
uniform resale prices (Fair Trade) are exempted. The 
Regulation provides machinery with which OPS can 
fix these resale prices to make sure that margins are 
kept in line with the level of prices set by the Regu- 
lation. 

Price Charts 


As CPR 7 stands now, each retailer affected must 
make up a chart showing what he sold goods for on 
Feb. 24, what he paid for those goods, and therefore, 
what his margin was between cost and selling price. 
Thus margins are frozen on Feb. 24 levels. 

This pricing chart method is presumed to allow 
each retailer to use margins based on his own previous 

(Continued on page 159) 


Retailers, Wholesalers Get DO's 
For Maintenance, Repair Supplies 


Hardware retailers and wholesalers may now find 
it easier to obtain construction and other materials 
needed for maintenance, repair, or operation of their 
establishments with the issuance of Reg. 4. 

This Regulation permits broad use of a newly estab- 
lished priority rating—DO 97—to obtain such sup- 
plies. It became effective Feb. 27. 

How to use the rating is simple. No approval by 
NPA is necessary so long as it is used in accordance 
with Regulation 4. Wholesalers or retailers simply 
write on their order or on a sheet of paper attached 
to the order the following phrase: 

“DO-97, Certified under NPA Reg. 4” along with 

(Continued on page 205) 
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Year after year the leading seller in its 
price class — an exceptional padlock 
bargain that combines matchless quality 
with superior security! Offering all the 
advantages of powerful laminated steel 
protection at a moderate price, Master 
No. 500 is an outstanding example of 
the values achieved through exclusive 


jobber-dealer distribution. 


Make sales faster with Ba |: 


Master Padlocks 


EVERY- ONE AN OBFETANOING VALUE 


Master Jock Company, Milwaukee 45, Wis. ® 2024.0 Leadina 
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Special Hardware Week 
Promotions Are Listed 


Despite problems of material 
shortages, many manufacturers and 
wholesalers are again offering to 
the hardware trade special deals 
and special promotions for use 
during National Hardware Week. 

These special merchandise and 
promotion plans for this year’s 
hardware week are described and 
illustrated on these and other pages 
of this issue of HARDWARE AGE. 

Sponsored by the National Retail 
Hardware Assn., this year’s pro- 
motion is designated officially as 
irha Hardware Week to distinguish 
it from hardware promotions spon- 
sored by chain stores around the 
same time. 

Hardware Week had been  ob- 
served from 1937 to 1942, after 
which merchandise shortages of 
wartime and the post-war period 
caused it to be suspended. This is 
the second year the week has been 
reinstated since the war. 

In connection with this week, the 
association is offering an official kit 
of store decorative materials which 
is available to hardware stores 
through hardware wholesalers as 
well as association offices. All hard- 
ware wholesalers have been invited 
to cooperate with irha Hardware 
Week by offering merchandise fea- 
tures and promotional aids. 

Hardware manufacturers have 
been invited to cooperate by offer- 
ing merchandise features, displays 
and other helps. 
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Garden Tool Parade 


Garden tool merchandise deal, 
PHG20, includes 20 of the fastest 





moving Seymour Smith tools in one 
package. The colored counter dis- 
play takes up 1 sq. ft. of counter 
space. Spring hit parade of garden 
tools includes hedge shears, grass 
shears and pruners. Dealers’ cost, 


$33; retail price, $49.95. Seymour 


Smith & Son, Inc., 11501 Main St., 
Oakville, Conn. 





Fountain Brush 


Fountain brush is a new light- 
weight model for home washing of 





car, house windows, walls. Inter- 
changeable brushes have bristles of 
horsehair, or of Lacon plastic for 








scrubbing. Brushes have a 4% in. 
flare and snap on or off with ease. 
Five water jets direct the flow of 
water through the brush. A 10 in. 
aluminum handle attaches to 


standard garden hose. Retail. 
$3.95. Laitner Brush Co., 2000 
Brooklyn, Detroit, Mich. 





Garden Hose Package 


Swan garden hose hardware week 
self display package consists of 50 
ft. of % in. inside diameter single 





braid green garden hose equipped 
with sold brass Maxivolume coupl- 
ing and an all metal hose holder. 
Retail: $7.85 (Regular, $8.95). 
Swan Rubber Co., Bucyrus, Ohio. 





Nebulizer Package 


A colorful counter displav is of- 
fered without cost with the follow- 
ing assortment of Hudson Nebu- 
lizers, 24, 4% pt. Super-Cloud spray- 
ers; 12 one pt. Super-Fog sprayers; 
12 one qt. Super-Misty sprayers; 
and six, 2 qt. Super-Rapid spray- 
ers. The entire unit is packaged 
in two shipping cartons identified 
as the No. 4 Hudson Nebulizer 
package. Also available are two 
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Check these pages carefully 
for latest information on , 
Hardware Week Specials 
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4¥ in. three color window signs, circulars Jak-Nife scraper, No. 21-2 box tri- counter merchandiser, with a dis- 
th ease. and a display suggestion sheet. angle points and driving tool, No. play card and window plaster. A 
flow of Promotion theme is fight disease,  P23- 1148 putty knife, No. P103 
, 10 in. wall scraper, No. LSI lucite scraper, nesses y 
hes to DISEASE - No. PH1 paint can hook, No. 7 util- Genyine Kader . 
fIGHT t ° « is sass } 
Retail. Ah / ity box. Point of sale helps include eer = 
., 2000 a display card, and newspaper mats ete ee res 
and electros. Retail: $3.35 (Regu- noe ra 
lar $4.25). Red Devil Tools, Irving- (ecciat nen vammuoat 39° S| Hii 
e ton 11, N. J. | vARWE | 
™ Wg Vegetable Cutter 
r single New to the Rapid line of slaw and 








in hardware merchandise... 





kill pests, banish disease-carrying 
flies. H. D. Hudson Mfg. Co., 589 
E. Illinois St., Chicago 11, IIl. 


Painter Kit 


Red Devil No. Al painter kit is a 
sampler of the Red Devil glass paint 
and scraping tools packaged in an 











vegetable cutters is the Rapid No. 5, 
a two piece junior rapid salad set. 












band across the display card gives 
the 39 cent price. Driver is a pocket 
size tool with a shifter that can be 
adjusted for either right or left 
ratchet. North Bros. Mfg. Co., 
Philadelphia, Pa. 


Sidewalk, Shoe Skates 
Suggested advertising displays 








‘ all-steel utility box with clasp lock and free display materials are avail- 
quipped able for sidewalk skates and shoe 
e coupl- : 
holder. 
$8.95). ” 
3, Ohio. It can be used for slicing, shred- 

ding, cutting grating. The cutter 

is packaged in a special Hardware 

. Week carton, also counter merchan- 

v is of- disers and other dealer helps. Cut- 
follow- ters are guaranteed to remain sharp 
Nebu- for 10 years. Bluffton Slaw Cutter 
i spray- Co., Bluffton, Ohio. 
prayers; 
yrayers ; ° skates. Illustrated are the dealer 
| spray- and sturdy handle. Kit includes: Ratchet Screw Driver aids for shoe skates—(1) card- 
ackaged No. 024 glass cutter, No. 0 cabinet Yankee No. 2-H ratchet screw board display, (2) secrets booklet, 
lentified scraper, No. 40 wood scraper, No. driver is available for 39 cents dur- (3) window ecards, (4) suggestion 
ebulizer 9 sandpaper holder, No. 24 handy ing Hardware Week. Two dozen messages, six per frame and (5) 
are two pack sandpaper, four grits, No. 13 drivers are packed in No. 2-HW (Continued on page 138) 
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Retail Sales 


HARDWARE 
and 


BUILDINGS 
MATERIALS 


(millions 


of dollars) 


Source: Dept. of Commerce 











Dealers Buying Runs 
Higher Than Heavy Sales; 
Wholesale Collections High 


From all indications hardware 
stocks in the hands of dealers are 
presently just about as high as the 
individual store’s financial position 
will allow. 

“There’s no need for me to ad- 
vise you about whether or not to 
build inventory at this time,” a 
business observer told a dealers’ 
convention, “for, the record shows 
just what you have been doing in 
that respect.” 

Dealers in all sections have re- 
ported their sales _ unseasonally 
high, and this has encouraged 
heavy ordering. 

Typical of what has been hap- 
pening is the report of one large 
store that it took in $12,000 in 
sales in January, but in the same 
month ordered new stock worth 
$19,000—at cost. 

An unbalance such as this can- 
not be continued for long, even 
with unlimited financial means, for 
it contravenes sound business prac- 
tice. 

Hardware wholesalers were 
pleased with collections during re- 
cent weeks, indicating that dealers 
are trying to improve their stand- 
ing with their sources of supply, 
remembering clearly their experi- 
ence during World War II. 

Merchandise, with some notable 
exceptions, is generally available 
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Dealer stocks high in anticipation of future 


needs ... Wholesalers’ collections higher 


. . . Less metal for consumer durables in 


next quarter .. . January sales were high 


for early delivery, and in all likeli- 
hood this condition will prevail 
without too much change in the 
next few months. 

Dealers have been on the horns 
of a dilemma with regard to pricing 
of goods. They have been torn 
between a moral obligation to con- 
form to the letter of the OPS 
order on price ceilings or to follow 
practical considerations and mark 
up new goods on the basis of in- 
creased cost. A new ruling allow- 
ing traditional margins, expected 
to be announced momentarily, 
should clear up this situation. 





January Better Sales 
Month in All Lines 
The hardware and building 


materials group showed a 
sales increase of 17 pct in 
January over the previous 
month, after adjustment for 
seasonal factors and trading 
day differences, the Office of 
Business Economics reports. 

This group, as shown by 
the bar chart above, also had 
a 44° pct increase over the 
same month of last year. 

All lines of trade reported 
increases in dollar volume, 
after seasonal adjustment. 
The January increase over 
December was 8.8 pct. 











1951 May Have Greatest 
Dollar Volume But Unit Sales 
May Fall to 1948-49 Level 


A record dollar volume in 1951 
for distributors and retailers, un- 
less there is a full-scale war, was 
predicted by Paul L. Sample, presi- 
dent of G. C. Murphy Co., McKees- 
port, Pa., in addressing a regional 
marketing conference in Pitts- 
burgh, Pa., sponsored by the U. S. 
Chamber of Commerce. However, 
he saw the possibility of a decline 
in unit volume of sales of 1948 and 
1949 totals. 

It is probable, said Mr. Sample, 
that there will be available about 
$220 billion for spending and sav- 
ing this year. This would be $20 
billion above the value of available 
goods and services. In 1943 and 
1944, he pointed out, people saved 
almost 25 pct of their spendable in- 
comes. The scarce buying after 
Korea, he added, brought about 
savings of less than 3 pct. 

He said that defense spending 
and foreign aid should represent 
about 16 pet of the national prod- 
uct this year, as compared with 40 
pet in 1944. He concluded that if 
the economic system is to remain 
efficient during the emergency pe- 
riod, there must be as little tam- 
pering as possible with the price 
system. 

H. P. Campbell, president of 
Guthrie-Morris-Campbell Co., Char- 


(Continued on page 192) 
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S PROofits 
A TOo! 


PROTO Y TOOLS 


ol PREFERRED BY PROFESSIONAL 
‘FOOL sens FOR OVER 42 YEARS 


PROTO pipe wrenches are de- 
signed to eliminate fatiguing 
excess weight and yet withstand 
hard use. Actually, their strength 
far exceeds Government spec- 
ifications in every size. Major 
steel parts are forged and heat 
treated, and points of greatest 
strain are strengthened to pre- 
vent breakage. Deep-milled teeth 
insure a positive grip. 


LOS A} ce a MADE 
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IN PLASTER 


PLASTER- FIL 


for bigger fills 


Here’s the quick, 
easy way to fill gaps 
around tubs and 
sinks, or large cracks 
and holes in walls or 
woodwork. PLAS- 
TER-FIL comes 
ready to use. No 
mixing, no waste. —_ 
Just fill, then smooth-off. — 
PLASTER-FIL is waterproof and water- 
repellent. Use indoors or out. Takes paint 
readily. And it’s economical, 14- 

lb. can retails at 35c. Dozen in 35C 
display carton, $2.52 — a full 

40% profit for you. retail 
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for tight places 


25¢ 


retail 





Here’s the efficient tool for 
painting hard - to - reach 
check-rails, around door 
and window frames, other 
narrow surfaces. Brush- 
face riveted to aluminum 
handle. Packed by the 
dozen in display carton 
— dealer cost $1.80 — full 
40% profit at 25c retail. 
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PLASTER-STIK 


the original fast-selling 
stick-type crack-filler 


Here’s the product that brought new con- 
venience to millions of home-owners — and 
added profit to thousands of dealers. Superior 
performance — and superior packaging — have 
kept PLASTER-STIK sales increasing year 
after year — and every sale means a full 40% 
profit. PLASTER-STIK offers so many ad- 
vantages: 

COMPACT PACKAGE... fully displays stick, 
yet takes minimum counter-space. 
VISIBLE-WRAPPED . . . see stick through 
plastic cap — feel stick without breaking seal. 
EASIER TO USE... makes perfect repairs the 
first time. Cardboard label-tube keeps stick 
usable to very end, protects stick in pocket. 
May be painted over immediately. Use with 
any type paint. 

NATIONALLY ADVERTISED . . . PLASTER- 
STIK is nationally known. Customers ask for 
it by name. So give prominent display to the 
dramatic package, sell PLASTER-STIK with 
every paint sale. It’s a BIG VALUE, at 25c. 


PIPE-SEAL 


for perfect joints 






Plumbers and home handymen are keen 
about PIPE-SEAL, one of Papa Fixit’s 
fine products. Comes in handy pocket- 
size. Quickly applied — no muss, no 
brush. Simply draw stick across threads 
three or four times until they are partly 
filled. Then PIPE-SEAL evens out as the 
pipe is turned, insuring a leak-proof joint 
that can be re-opened without galling. 
Display-packed one dozen to 

box. Retails at 15c, with 40% 5 
dealer-profit, retail 





TO JOBBERS: PLASTER-STIK and 
all items in Papa Fixit’s profit-line 
of home necessities, are sold ONLY 
through recognized jobbers. See that 
your stocks are complete. Freight 
prepaid on 5 gross orders, any com- 
bination of items. 
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Here’s the newest member of Papa y 
Fix-It’s Family — a money-saver Vy 
for your customers — a money- 

maker for you. PASTE-BAK is the 

stitch-in-time that saves loose wall paper — and keeps the 
home looking ship-shape. Thin, flexible plastic tip on the 
PASTE-BAK tube slips under loosened edge without tearing 
paper. Special-formula paste sets firm — does not spot the 
paper. Packed by the dozen in sales-making carton. 


Retails at 39c, with 40% dealer profit. Order from 3OL 


your jobber, or send coupon below for free sample. 





retail 


TRIM-GCUARD 


a proven seller, newly improved 


A proven seller. This feather-light steel ruled straight-edge 
makes painting quicker, simpler. Keeps paint where it belongs. 
Protects wall or glass when washing or painting woodwork or 
moldings. Large handle prevents hand cramping. 


Packed two dozen in sales- making carton. $1.80 per 25¢ 
dozen. Retails 25c—-full 40% profit. Order from 


your jobber. Send for FREE sample. Use coupon. retail = 
FOR DEALERS ONLY &> A supply of TRIM-GUARD and 
PASTE-BAK samples has been LY 


set aside for the trade. While 
y U, the supply lasts, a sample of 
either or both is yours FREE. 
Judge for yourself how well they 
work—and sell. Send coupon now. / 








THE LEONARD COMPANY Dept. 

506 Third Street, Des Moines, lowa 

Without obligation, send free-inspection sample of item 
checked. [|] PASTE-BAK [] TRIM-GUARD. 
dt LC 
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E refer of course to the new Louisville Grand Slams 
for ’51— more beautiful and finer than ever! 
We think you'll agree when you’ve examined them yourself 


that this year’s models top them all. 


Our national advertising campaign to spark spring sales will 
be launched shortly. We urge you to be prepared to meet 


the demand that is sure to result from this well planned 


G RAN WD SLAM sales effort. If your jobber does not carry Louisville 


GOLF CLUBS Grand Slam Clubs, write us for complete information on 


how to get them, and send your jobber’s name — our 


policy has always been wholehearted jobber-dealer co-operation. 


t 5 * (aL sk A —__— -—— 


The beautiful new Grand Slam Golf Club catalog is 


available in two editions—one with margin for binding in 


Important your own catalog, the other without binder margin for 


vise in circularizing your prospective customers. 
Memo We will be glad to supply your requirements. 

When ordering Catalog sheets for binding in your own catalog, 

specify your catalog size. Address Department HR-3, 

Hillerich & Bradsby Co.., Louisville, Kentucky. 
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Model 48R Wood same as Model 48 
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Medel 148 Iron 
Stainless Steel Head LENGTHS. Men’s woods 


Heads of brand new compact de- are 42!/." and 43” in 
sign with slight offset and powerful jength. (No. 125 is 43” 
blades — flange sole backs.” True ents) Ladies’ wees 
Temper “Dynamic” chrome shatit. Ye ~~ baa : perl 
al grooved and perforated 41/2” long. Men's irons 


iy 


PO // 
> GRAND SLAM 


GOLF CLUBS 





LOUISVILLE GRAND SLAMS 


GOLF PRIDE GRIP 


Composition of rubber 
and cork vulcanized to 
shaft. On 48R, 14R and 
30WR woods, 148R, 151R 
and 116R irons, and op- 
tional on Super Cleek 

(No. 5 

wood). 





OLIN DUTRA GRAND SLAM 


Genuine Persimmon head; large with deep face. Chrome 
plated True Temper “Mercury” shaft. Black leather 
CN aeitnccaseilatchgrise ea kia $13.50 each 
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New, compact. slightly offset 
heads — chrome plated—with “Bar 


Beck Tus TonpeSo Dow nde GRAND SLAM CLUBS 


eho, 
, ¥ 


_$15.00 each 


ay ~ 
MN Nir tittigaig rs ee CARD 


HILLERICH BRADSBY COMPANY, INC., LOUISVILLE, KENTUCKY 








Contains 1 wood club (bras- 
sie), 3 irons (No. 2, No. 5, and 
putter) and bag. Wood club 
(brassie) 391/,", No.2 iron 
361/.”, No. 5 iron 95”,- putter 
321/.". Right hand only. These 
clubs are not toys. They are 
of fine quality and con- 
structed to meet the require- 
ments of boy and girl golfers. 


S—Shallow steel head: wide to 
edge. For right and left hand. 
Chrome-plated True Temper shaft. 
Brown leather spiral grip......$10.00 


D—Large. wide. aluminum head; 
extreme gooseneck. Chrome-plated 
True Temper shaft: brown leather 
spiral grip. Right hand only..$10.00 


B—Shaliow bronze head: wide 
top edge: wide sole. Chrome-plated 
True Temper shaft. Brown calf 
spiral grip. Right hand only..$10.00 


C—Bronze head, shallow: wide 
top edge: plain back. True Temper 
chrome shaft. Brown calf flat top 
spiral grip. Right hand only..$10.00 





DWAR) 


The FAUIS Cl-ZerZezetedy Line Offers 


these 2 the right kind 
OUTSTANDING } of PROMOTION 


SIZZLERS - OF - TO KEEP 
THE-SEASON! THEM SIZZLING! 


SPORT. 
witie 


The Falls City Air Breather Minnow 
Bucket and the new “My Buddy Alli- 
gator in Royalite” Tackle Box are the 
two outstanding, sure-fire profit makers 
of the coming season. Both of these 
items have been... and will continue to 
be . . . nationally advertised in impor- 
tant consumer magazines. Both are illus- 
trated and described in our latest edition 
of “Angles For Anglers” (already in the 


i ll hands of more than 20,000 fishermen) 


vo gree : ~' ALL r and, we're offering you a free copy of 
nly..$10.00 e\**4 our new catalog (shows the products 
oy Macnee es ? in their actual colors) and attractive 2- 
i flat top e. color display cards for your windows or 


eeu inside displays. Better rush your orders 


for these two items NOW! .. . and use 
the handy coupon for free sales material. 


Falls City Air-Breather 
Minnow Bucket 


STRATTON & TERSTEGGE 

Metalware Division, Box No. 1859 Dept. HA-3 
Louisville, Kentucky 

Gentlemen: 

Please send the following at once 

—_—__——. copies of your latest catalog. 


—________ counter display cards. 
a Ce ee ee 


Se a ee 

“My Buddy Alligator in Royalite” ; 
I  acsraiaiaiatcenienrecierieninrighamnenanencninn aN 

Tackle Box 
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STEVENS / maori mmm > STEVENS 

MODEL 1% Tm MODEL 
410 Ga., 6-shot, . y * is a fe 2 20 Ga., 3-shot 
Tubular Magazine ; ; Clip Magazine 

Repeater r cut RO ; Repeater 





First in the Field 


ES CALENDAR 


1951 APRIL 1951 


Arms value means arms volume. That means more profit for you when 
you stock and push these Stevens “‘first in the field’’ repeating shotgun 
values. Modern — perfectly balanced — designed and built for all- 
around utility and sport shooting — pest control on the farm. Nation- 
ally advertised in April, they're profit builders every month. 


MODEL 124 

Invite your customers to compare its looks, balance and performance 
with repeaters and auto-loaders costing up to ¢wice as much. Checker- 
ing, paneling and fluting on durable plastic stock offer eye appeal 
found only in the costliest of guns. Fast cross bolt action. Barrel and 
receiver interlocked into rigid unit. 


MODEL 59 

Point out that here’s a repeating .410 gauge shotgun that’s as fast 
handling as a “22.” Self-cocking bolt action . . . convenient thumb 
operated safety. Shoots 3” or 214” shells without adjustment. Attrac- 
tive, black tipped stock with broad fore-end for firm grip. Large, 
strong bolt. Takedown. Model 58 — same specifications, but fitted 
with detachable 3-shot clip magazine. 


MODEL 258 

A low priced repeater in popular 20 gauge. Clip type magazine for 
fast loading. Removable bolt. Quick takedown. Thumb control safety. 
It's perfect for pest control and all-around sports shooting. Point out 
that this model (and Model 124) double as deer guns, when loaded 
with rifled slugs or buckshot. 


SAVAGE ARMS CORPORATION 
Firearms Division Chicopee Falls, Mass. 





gavace “s WORCESTER Power and Hand Lown Mowers 
































STEVENS 
MODEL 


124 


12 Ga., 3-shot 
Repeater 
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ACME INDUSTRIES INC. 
Jackson, Michigan 
ACME OL BURNER COMPANY, INC. 
Ceder Rapids, lowe 
THE AIR EQUIPMENT CO., INC. 
Chicage 12, Illinois 
AIRGARD MANUFACTURING CO. 
Chicago 10, Ilinois 
ALDRICH COMPANY 
Wyoming, Illinois 
ALLEN VENTILATOR DIVISION 
Production Planning Co., Rochester, Michigan 
ANCHOR Div. 
Stratton & Terstegge Co., Inc., New Albany, ind. 
ANCHOR POST PRODUCTS, INC. 
Fivid Heat Division, Boltimore 24, Maryland 
ARMSTRONG FURNACE COMPANY 
Columbus, Ohio 


ATLAS TOOL & MFG. CO. 
St. Lovis, Missouri 


BALDOR ELECTRIC COMPANY 
St. Lovis 10, Missouri 
BALTIMORE PORCELAIN STEEL CORP. 
Boltimore 3, Maryland 
‘R. W. BECKETT CORPORATION 
Elyria, Obie 
BETHLEHEM FOUNDRY & MACHINE 
COMPANY Bethlehem, Pennsylvania 
THE G. C. BREIDERT CO. 
los Angeles 65, California 


BROAN MFG. CO., INC. 
Milwaukee 2, Wisconsin 


BRUNDAGE COMPANY 
Kalemazce |1, Michigen 





CENTURY ENGINEERING CORP. 
Cedar Rapids, lowe 
COLE HOT BLAST MFG. CO. 
Chicago 9, Illinois 


COMFORT PRODUCTS CORP. , 
bed Dellas 2, Texas 


W. B. CONNOR ENGINEERING 
CORPORATION _ Danbury, Connecticut 


DALY, MERRITT & SULLIVAN, INC. 
Falls Church, Virginio 


J. R. DRY & SONS 


DUO-THERM DIVISION 
Motor Wheel Corp., lensing 3, Michigan 


Winters, Texes 





es America’s Guide to Comfort in Cooling 





DUPLEX PRODUCTS COMPANY 
East Detroit, Michigan 
EATON MANUFACTURING 
COMPANY Cleveland 10, Ohio 
ELECTROL BURNER MFG. CO., INC. 
Rutherford, New Jersey 
ELECTROMODE CORPORATION 
Rochester 3, New York 
EVANS PRODUCTS COMPANY 
Heating & Appliance Div., Plymouth, Michigan 
THE FIREWEL CO., INC. 
Buffalo 21, New York 
FRASER & JOHNSTON CO. 
San Francisco, California 
FRIGIKAR CORPORATION 
Dolias, Texas 
GENERAL METALS 
Springdale, Connecticut 
GENERAL AUTOMATIC PRODUCTS 
CORPORATION Baltimore 13, Maryland 
GENERAL Oil HEATING CORP. 
West New York, New Jersey 
GOULD Oil BURNER COMPANY 
Boston 20, Massachusetts 
HARVEY-WHIPPLE, INC. 
Springfield 4, Massachusetts 


HEINZE ELECTRIC COMPANY 
Lowell 2, Massachusetts 





INTERNATIONAL MFG. CO. 
Otlehome City, Oklahoma 
INTERNATIONAL METAL 
PRODUCTS COMPANY 


INTERNATIONAL Ofl BURNER CO./ 
St. Levis 10, Missouri 

S$. T. JOHNSON COMPANY 
Ockland 8, Califernia 
KISCO COMPANY, INC. 
St. Louis 4, Missouri 


KLEER-KLEEN MFG. CO. 


KOOLVENT OF CALIFORNIA, INC. 
Los Angeles 45, California 


KRESKY MFG. CO., INC. 
Petaluma, 


LE JOHN MFG. CO. 
Huntington, West Virginia 
H. C. LITTLE BURNER CO. 
San Refael, California 
MALLEABLE IRON FITTINGS CO. 
Ol Burner Division, Brantford, 
MARLO COIL COMPANY 
St. Levis 10, Missouri 
MARVIN MANUFACTURING CO. 
Les Angeles 23, California 
MAY OIL BURNER DIVISION 


_ REZNOR MFG. CO. 


McCORD CORPORATION 
Detroit 11, Michigan 


McLARTY SYSTEMS 
Battle Creek, Michigan 
McLEAN ENGINEERING 
LABORATORIES Princeton, New Jersey 


McQUAY INCORPORATED 
Minneapolis 13, Minnesota 


MERCURY ELECTRIC CORP. 
Kansas City 6, Missouri 
THE MURRAY CO. OF TEXAS, INC. 
Atlanta 1, Georgia 
NASH MOTORS 
Div. of Nash Kelvinator Corp., Detroit 32, Mich. 
NATIONAL ENGINEERING & 
MFG. CO. Kansas City 6, Missouri 
NOVI EQUIPMENT COMPANY 
Novi, Michigan 
NUTONE, INCORPORATED 
Cincinnati 27, Ohio 
THE NU-WAY CORPORATION 
Rock Island, Illinois 


OAKLAND FOUNDRY CO. 
Belleville, Illinois 





THE OHIO FOUNDRY & MFG. CO. 
Steubenville, Ohio 


OWENS METAL COMPANY 
Kansas City, Missouri 


PAYNE FURNACE DIVISION 
Monrovia, California 
PENN BOILER & BURNER MFG. CORP. 
Loncaster, Pennsylvania 
PERFECT-LINE MFG. CORP. 
Hicksville, New York 
PERNOT CORPORATION ~ 
Nerwalk, California 
QUIET AUTOMATIC BURNER CORP. 
Newark 4, New Jersey 
RADIANT UTILITIES CORP. 
Brooklyn 14, New York 
REDMOND COMPANY, INC. 
Owosso, Michigan 


REIF-REXOIL, INCORPORATED 
Buffalo, New York 


Mercer, Pennsylvania 
PHIL RICH FAN MFG. CO., INC. 
Houston 4, Texes 
ROBERTS MFG. CO. 
, Texas 
THE S-K COMPANY, INC. 
Camden 11, New Jersey 
SCOGIN TURBULATOR MFG. CO. 
Kansas City 6, Missouri 
SECO-LITE MFG. CO. 
St. Lovis 13, Missouri 


SHEPLER MFG. CO. 
Pittsburgh 33, Pennsylvania 











SIEGLER ENAMEL RANGE CO. 
Centralia, Illinois 
THE SILENT GLOW Oil BURNER 
CORPORATION Hartford 5, Connecticut 
SIMPSON SCREEN COMPANY 
Oakland 6, California 
SIN-JIN PRODUCTS CO. 
Baltimore 15, Maryland 
THE H. B. SMITH COMPANY 
Westfield, Massachusetts 
THE SONNER BURNER COMPANY 
Winfield, Kansas 


THE STANTHONY CORPORATION 
Glendale, California 

















THE STRATFIELD COMPANY 
Bridgeport, Connecticut 

THE STUDEBAKER CORPORATION 
South Bend, Indiane 


SUNDSTRAND ENGINEERING CO. 
Rockford, Illinois 


MFG. CORP. 
Jamaica 2, New York 









SUN-RAY BURNER 























SYNCO COMPANY 





























Detroit 26, Michigen 
THE TAYLOR CORPORATION * Attic | 
THE A. F. THOMPSON MFG. CO condit 
Huntington, West Virginia $7 mil 
TRADE-WIND MOTORFANS, INC. 
Los Angeles 37, Califo~sie F; 
UNITED ELECTRIC SERVICE CO. 
Ventilating Division, Wichita Falls, Texes a new, 
UNIVERSAL ELECTRIC COMPANY know ; 
U. $. AIR CONDITIONING CORP. 
idtancapelts 14, Manectel oo 
VALLEY FAN MFG. CO. 
Fort Valley, Georgie Air deodor 
E. VAN NOORDEN COMPANY Attic fans 
Boston 19, Massachusett Auto air c 
THE VENT-A-HOOD CO. Auto heati 
Dallas 9, Texe 
ALBERT H. VOIGT, INC. 
Philodelphie 32, Pennsytvenis To helg 
WARD MANUFACTURING COMPANY ers have 
Plyeseth, Michigns fan bla 
WAYNE HOME EQUIPMENT CO., INC. 
Fort Wayne 4, ind GOLD 
WEATHERALL ENGINEERS, INC. 
Providence 4, Rhode | In 
W. W. WELCH COMPANY “ gives yo 
EDWIN L. WIEGAND COMPANY of equip 
ws oLonane Boon? 
WILL Ol ., Dept. js 
iliens Gatpecien, @ foes the fine 
WORTHINGTON PUMP & MACHINE® edition i 
CORPORATION Harrison, New facts, to 
WRIGHT MANUFACTURING CO. 
Phoenix, Senc 
JOHN ZINK COMPANY 
Tulsa 1,0 
THE Ti 
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the GOLD BOOK shows you how! 


Attic fan sales up 28% . . . Ventilating fan sales up 37% . . . Room air 
conditioner sales up 65% . . . Floor and hassock fan sales running over 
$7 millions . . . That’s the record reported by Electrical Merchandising. 


Fans— in fact the whole field of air-moving equipment — offer you 
a new, broad and growing sales-and-profits opportunity — as soon as you 
know and tell your customers the why-when-where-how-what about: 


Awning fans 
Bathroom ventilators 
Booster fans 
Central heating systems 
Auto air conditioners Clothes dryers 
Auto heating systems Elevator ventilators 


To help you boost your sales of air-moving equipment, 113 manufactur- 
ets have cooperated with Torrington, America’s leading manufacturer of 
fan blades and blower wheels, in publishing the 1951 edition of the 
GOLD BOOK, “How to have Comfort from Moving Air”. 


In 180 profusely illustrated, easy-to-read pages the GOLD BOOK 
gives you the general facts you need in 23 chapters (one for each type 
of equipment listed above) and the specific facts about the products of 
thé 113 manufacturers listed at left. Hailed by retailers a year ago as 
“the finest cooperative contribution ever made in the field”, this year’s 
edition is bigger, better, more complete — gives you many more selling 
facts, to help you increase sales in air-moving equipment. 


Send for your FREE copy of the 1951 GOLD BOOK today! 


THE TORRINGTON MANUFACTURING COMPANY 
TORRINGTON, CONNECTICUT 


PERCENT GAIN IM DOLLAR SALES 
(1949 = 100%) dalal 


Attic fan Ventilating fane 
sales (te 16") 


RECORD OF SALES GROWTH 
1949 1950 

Attic fan sales $ 9,562,000 $12,302,000 
—— fans 

(to 16”) 9,817,000 13,500,000 
Room air 

conditioners 39,155,000 64,750,000 
Hassock and (not reported 

floor fans separately) 7,110,000 


TOTAL $58,534,000 $97,662,000 
Source: Electrical Merchandising, January 1951 issue. 





D Worth thousands to you as a 
buying and sales guide! 


D Free to all readers of Electrical 
Merchandising magazine! 


® Send for your copy Today! 


BOX 808C, TORRINGTON, CONNECTICUT 


Please send me my FREE copy of the 1951 GOLD BOOK 
** How to have Comfort trom Moving Air." 














Name 
Position 
Firm 
Address 
City 
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Heating and Ventilating Equipment 








COLORTREAD 


_ RUBBER-BASE 
_*, CONCRETE PAINT 


an FOR 
ASEMENT 
FLOORS 


ecg ea! 
- wins 


PL egg oe 
> cin Sn Gen Made with rubber to withstand moisture, dampness and alkaline in concrete basement floors. 


(0 ORTREA) Transforms cellars into beautiful playrooms 





%& THREE coLors—— [GRAY] (EH 


%e TWO SIZES—GALLONS AND QUARTS 
ye THINS WITH TURPENTINE 


te EASY TO USE 
ye SOLVES THE PROBLEM OF PAINTING CONCRETE BELOW GRADE 


ss - _ 
eae — 





Sold by hardware and paint 


. REnHico jobbers. If your jobber cannot 
{ supply you—write us, : 


-— a, 











-_ 


THE TREINCO INANUFACTURING CO. 6701 Kinsman Rd. « Cleveland 4, Ohio 


MAKERS OF STRIP-SEAL, MASTIC-GLAZE, TREM-CLAD, COLORTREAD, TREMCAULK CT 1334A 
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VIRGIL PARTCH oe cartoonist “---and don't tell ME 


EVERYTHING HINGES ON HAGER /“ 


inno SS e —a 
f C. Hager & Sons Hinge Mfg. Co. + St. Louis, Mo. 
*@ 
Ee Founded 1849—Every Hager Hinge Swings on 100 Years of Experience 
0 
CT I334A 4 
Ln 
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@ THRIFTY @ EASY @ THRIFTY @ EASY @ THRIFTY @ EAS 






APRIL uy thru 2) 


us AbvaNceD DESIGN JA CO 
Low Priced! “STT Rot 


MORE PROFITS ee es Wi 
MORE SATISFIED CUSTOMERS : pee 













“AUTO WASH 
FOUNTAIN BRUSH 


THRIFTY TO OWN @ EASY TO USE 
SAVES MANY TIMES ITS COST! 


MOULDED RUBBER DESIGN — INTERCHANGEABLE BRUSHES 


* Auto Wash Brush is filled with 100% soft horse hair especially 
selected for fine car finishes. Brush is easily replaceable — 
snaps off or on — held firm by pressure of the rubber. For 
rough scrubing - white tires, etc., penetrating “Lacon” plastic 
bristle scrub brush is available. 






















The Thrifty E-Zee Auto Washer cleans 
thoroughly. Fits into small places and 
flares to 4%”. Five water jets direct 
the water flow. The Brush is always 
clean free from dirt. Each stroke 
soaks, scrubs and rinses. Weighes only 
12 ozs. 
































It’s easy to clean the average car in 
10 minutes — no chamoising needed 
and without hands even touching the 
water, 



























NATI 


What a market — 40,000,000 car ow- 
ners. Also Farmers, Sportsmen, Home- 





































EACH BRUSH PACKED IN owners, industrial and commercial ADVI 
COLORFUL COUNTER DIS- people. Al 
PLAY PACKAGE. : most daily 
See Jobber—or Write Us. eur dealers | 
LIST S$ S 5 ads in Satur, 
ler Home 
PRICE e American He 
nics, Po 
Simply réttach fo over 20 oa 
Garden Pose coast for 
to 
tomes ourY — UTILITY a S 
HEA RUSHES use 
gag Truck Fleets. INTR 
LAITNER BRUSH CO. 0 
2000 BROOKLYN AV ee oe oo) ee ee ee . 
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What glue makes bonds stronger than wood? — 
How can | tame that wild grain on fir plywood? 


What’s a better finish than shellac or varnish? 


oiT 










When customers ask such 
questions, recommend these 


WIZARDS “WOOD 


er That The OD 


pLasTIC RESIN 














Tame that wild grain with 


FIRZITE . 


Over 40 million feet of fir ply- 
wood are sold every week! 
Here’s your market for 
FIRZITE! For FIRZITE is a 
“MUST” when finishing fir ply- 
wood. Used as an undercoat it 











SH I 
> USE 
OsT! 
BRUSHES 
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a tightly seals the pores . . . vir- 
a tually prevents grain rise and 
aber. For checking . . . readies the sur- 
in” plastic ~ face satin-smooth for paint, 
ng. stain or enamel. 
od 3 
a! Fo Z . lond, 
; ickled, wi 
her cleans f or tinged ef. g 
nlaces and rot proo ty hobby- fects: dor that 
jets direct 1A fast selling irr 35¢, 65¢> recommend 
is always ter-resistant: carpenters: ’ WHITE FIRZITE 
ich stroke em home OWNETS, © Rn all 
sighes only 95 ¢ and larger _ ‘ 
What Finish Do Architects and Consumers Like Today? es 3 
age car in 
ng needed (In pints, quarts, gallons) 
ching the 
N ATION ALLY The big modern trend is for light natural . 
00 car ow- wood finishes. When customers ask you 
nen, Home- what to use, you'll make friends by recom- 
percha A DVE RTIS E D mending SATINLAC, to bring out and 
preserve the natural grain and color 
Almost daily we turn over to beauty of any plywood or solid wood. 
ite Us. our dealers inquiries from our Satinlac avoids that “built-up” look and. 
ads in Saturday Evening Post, will not turn yellow or darken with age. 
er Homes and Gardens, “Water-white”, easy to brush or spray and 
American Home, Popular Me- dries ready for next coat in 3 or 4 hours. 
chanics, Popular Science and poe ee ee ee eee re 
over 20 other publications! (In pints, ts, gallons) 
Tear eee | UNITED STATES PLYWOOD CORPORATION | 
coast for | Dept. 205, 55 West 44th Street, New York 18, N. Y. i 
LITY LINE Spe CIAL Your choice of 2 special package as- | Send me (check items desired) | 
used by { N T RO D UCTO RY sortments on Firzite and Satinlac, com- | [( Full descriptions of your Special Assortments No. 1 and 2 | 
pets. plete with point-of-sale aids to dealers. | on FIRZITE and SATINLAC. { 
OFFER TO Mail coupon for full details, together | ( Full information about WELDWOOD Glue. 
with full information about Weldwood | NAME 
HARDWARE Glue. No modern hardware store stock | ADDRESS 
is complete without these 3 big-demand : 
DEALERS WIZARDS WITH WOOD. | JOBBER’S NAME j 
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For Quicker Sales, Faster Turnover, Bigger Profits. 


SUPER KOM AAC 


Millions of gallons sold... excep- 
tional profit to dealers on every gal- 
lon. The completely-different wall 
paint . . . velvet-rich, rubber-tough, 
guaranteed washable. A sensational 
success—growing every month. 





KEM-GLO The miracle lustre 


enamel that looks and washes like 


Kem-Tone changed the painting baked enamel. The yardstick for 


habits of America—created a gigantic 
new market—a market that is still 
yours if you tie in your store with 
this powerful advertising campaign 


measuring enamel quality. Ideal for 
kitchen and bathroom walls and for 
woodwork everywhere. An outstand- 
ing repeat seller. 


that is pre-selling these fast selling 
products for you. 


Over 40,000,000 Homeinakers See 
These Products Advertised in: 


Better Homes & Gardens 

Sunset 

Country Gentleman 

Metropolitan Sunday 
Newspapers 

Parade 


Huge Advertising Campaign Pre-sells Your 
Customers, Plus Finest Merchandising Life 


Helps for Your Store Saturday Evening Post 
Good Housekeeping 
American Home 

Living for Young 


Homemakers 


What a Combination for Building 
Sales and Profits 
These 3 products have given Paint Dealers 97 million 
dollars in retail profits! Properly merchandised, they are 
the most spectacular profit-making combination in any 
dealer’s paint department. 


Advertising and merchandising support that 
blankets the country and blankets the best paint 
prospects in your community. Reaching millions 

. with full-color advertisements in home, farm 
and women’s monthlies, in popular weeklies. 
Reaching your local customers in hundreds of 
daily and Sunday newspapers. Powerful selling 
helps for your store. 


It’s tellir 


Rogers Paint Products, Inc., Detroit 
The Sherwin-Williams Co., Cleveland 


John Lucas &Co., Inc., Philadelphia 
The Martin-Senour Co., Chicago 


Acme Quality Paints, Inc., Detroit 
W. W. Lawrence & Co., Pittsburgh 
The Lowe Brothers Co., Dayton 


GET COMPLETE FACTS from 
These 7 Leading Paint Companies: 
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inc., Detroit 
., Cleveland 


BUT CONTENTS OE GUARY 


Pobmarik \. 
WWWSEED OIL 


FOR BETTER PAINTING _} 


' 
‘ 
AND 101 HANDY HOME USES 
or 
ed by 
eping 
* 


45 aoveansto WSS 


PROTECTS 


101 Sales Opportunities 


».. every day of the year! 


| — a new idea to help you sell Pol-mer-ik Linseed Oil 
for 101 handy home and farm uses. 

Pol-mer-ik is now packed in a new twelve-quart counter 
and window display called .. . The Handy-Pack. 

The Handy-Pack is one more step in a great merchandising 
and advertising program that will swell your linseed oil 
profits .. . every day of the year. 

Year around advertising is running in The Saturday Eve- 
ning Post, Better Homes and Gardens, Good Housekeeping, 
Popular Science, Popular Mechanics and painters magazines. 
It’s telling millions of buyers how Pol-mer-ik polishes . 


ARCHER ; 
Lol mer 
100% PURE LINSEED OIL 
M5 Jupertreated / 
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refinishes woodwork . .. protects wood and metal surfaces . . . 
and gives a better paint job. Pol-mer-ik is fast becoming the 
handiest item in every home. 

Why not investigate Pol-mer-ik Linseed Oil? Its powerful 
advertising and merchandising program will build sales for 
you every day of the year. Mail the coupon now for complete 
information. 


ways for you to make more linseed oil sales. And 
remember, Pol-mer-ik is the favorite linseed oil of 
the professional and amateur painter. 


4 PACKED WITH POWER! This Soles Kit outlines 101 


Archer-Daniels-Midland Company 
684 Roanoke Building © Mi polis, Mi 





@ Please send me without obligation the 
free ‘‘Power-packed Pol-mer-ik Sales Kit’’. 


Name_ 
Address 


City 











With shortages to the left 
of us and curtailments to the 
right of us, Autoyre is taking 
a straight and narrow line! 


We weighed our supply of metal 
against your requirements. 

We found that it would be to 
your best interests that we 
narrow our Fairfield line to 
top-demand items. Fewer items 
will improve our chances of 
keeping you supplied longer. 











Temporarily we're discontinuing 
he three numbers that are most 
specialized and require most 
metal... 5015 Twin Corner 
Towel Bar, 5037 Towel Shelf, 
5038 Add-A-Rack. 


Of course, Autoyre’s total 
civilian production will continue 
to be equitably shared by our 
established customers. 





airhield 


Matched Accessories for / Bathroom and Kitchen 


Prnrdoca n> ‘ 
Goud Housekeeping) THE AUTOYRE COMPANY * OAKVILLE, CONN. 
att 


* 
48 soeareee 
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LIFETIME Seat you 


POSITIVELY 
NO SPLITTING, 
CRACKING OR 
BREAKING—FOR LIFE! 


” Koes whe: 


= Rugged construction—multiple laminations of hardwood 
* Strong waterproof phenolic glue—stands up in all climates 
= Two-point suspension brass hinges 
® Oversize rubber bumpers with solid brass pins 
= Extra-heavy chrome plate on hardware 
= Long-lasting bonded finish— 

black or white 
® Engineered for comfort and to 

fit any standard bowl 
" Over three times stronger than 

ordinary wooden seats—by 

Pittsburgh Testing Laboratory 

tests! 


Open or closed front models 
Individually packed, five cartons 
to a master shipping container 


* Hardware and Department Stores: 
Write for complete details. 


% Manufacturers’ Representatives: 
There are still a few territories 
open for representation. Write for 


further information. INCORPORATED NEW ORLEANS 
WORLD-FAMOUS BOAT BUILDERS 
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ERE’S that once-in-a-lifetime promotion . . .« 
H two prominent authorities the whole world 
knows and respects now tell the world about 
Carvel Hall Cutlery. Emily Post says it’s socially 
correct. Duncan Hines uses it in his own home. 


What more could you ask? 


Emily P ost, ‘ Good Housekeeping, Better Homes and Gardens, 


House and Garden, House Beautiful, Ladies’ Home 


Duncan Hines and 3 Journal . . . they all carry “‘stopper” ads to boost 


your sales of fabulous Carvel Hall Cutlery in the 


4 most fabulous cutlery promotion ever seen. 
wave AP 7 And, only famous Carvel Hall offers a lifetime 

4 service guarantee, three handsome handle styles, 

: over 60 different sets! You can’t afford to miss 


stocking up—and tying in! See your cutlery 


CUTLERY : | jobber. Caas. D. BRippeLt, INc., Crisfield, Md. 


picnic. 


FINE CUTLERY 
by Briddell 
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picnic time 


Is 


profit time 
with 


NATIONAL CAN 


Picnickers naturally prefer 
this smart and sturdy wood — 
grained all-metal basket. The 
chip-proof enameled finish is 
easy to clean... the handsome 
exterior is a remarkable simulation 
of genuine grained wood... 
the oak stained wooden handles make it easy 
to carry... the large size (13¥2”x9¥2"x8”) 
provides ample space for the largest family 
picnic. To assure profits during picnic time... . 


order National Can Picnic Baskets—today! 


NATIONAL CAN PICNIC BASKETS 
are perfect for 
PICNICS * BEACH PARTIES 
SHOPPING * GARDENING 


1901-1951 


NATIONAL CAN 
NATIONAL CAN 
NATIONAL CAN 
NATION 


NATION 


ps Be 
MATION A| 
, Bim) : ae oe a 
am & a Ww? EG & 4 


CAN 
NATIONAL CAN 


Housewares Division 





50 YEARS OF SERVICE 
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CORPORATION 


110 E, 42nd St., New York 17, N. Y. 





Big full-color ads in leading national magazines — 
store displays and promotion—plus the powerful sales-making 
name of Koroseal—all yours when you sell B. F. Goodric’. 


garden hose. 

National full-color ads in Life, Saturday Evening Post and 
Better Homes & Gardens—35 million sales-building advertise- 
ments—will start soon and run all through your hose sales 
season. These ads will promote and help you sell the most com- 
plete, popular line of garden hose in America. Look at it! 


THE HOTTEST NAME 
IN MERCHANDISING 
IN AMERICA TODAY 


Garden Club, Maxecon and Signal for any customers who 
may prefer rubber hose or want a price product. 
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Survey shows Koroseal leader- 
ship. In city after city reports show 
how the power of the Koroseal 
name és selling for dealers. Typical 
of dealers’ statements: ““The magic 
word Koroseal turns the trick”... 
“Your national advertising does 
make it easier to sell your hose” 
..-Your advertising superiority is 
a big factor in selling.” Dealers 
everywhere are taking advan- 
tage of this leading name in 
present-day merchandis- 

ing. They have proved 

that a Koroseal hose 

display inthe win- 

dow brings 

in custom- 

ers. 
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Koroseal fastest-selling — fastest- 


growing hose in America — gives you MORE PROFIT! 


Better product. Guaranteed 10 
years. Koroseal hose is lighter by 
¥s to Y%—a child can carry it. Wom- 
en like this light weight that makes 
gardening easier. 

You can leave Koroseal out all 
year if you like. Its brilliant colors 
may fade a little but neither sun nor 
air will weaken it. 

Reattachable couplings. Brighter 
colors—red or green. 


Packaged for profit. 50-foot 
lengths are coiled and taped to 
stout cardboard. No wrapping or 
packaging problem for you. 
Make this powerful, nationally 
advertised nameand campaign work 
for you. You'll find the BFG line of 
garden hose the quickest way to 
big-volume sales at a profit. Ask 


your distributor, or write us for 
complete information on window 
streamers, newspaper mats, count- 
er cards and display racks—the full, 
powerful, sales-building sales pro- 
motion job B. F. Goodrich and 
Koroseal offer you. The B. F. Goodrich 
Company, Industrial & General 
Products Division, Akron, Ohio. 


Gdn 


B.E Goodrich 


Koroseal—Trade Mark—Reg. U.S. Pat. Off. 





chain can you find here? 






























































Onty 20 are shown. Just a few of the many uses your customers 
find for chain, but enough to picture the sales possibilities you can 
New, sturdy display mer- | 
chandiser with easy-to-use ! 


eee chain cutter . . . stocked | 
’ . + af ’ . * . me i 
You'll do better with Campbell Chain! Campbell’s chain mer lie das hii Gaiaiiienians 


turn into profit when you stock and display Campbell Chain. 





chandiser makes selling chain easier and more profitable because / of your choice. 


you can stock it with the sizes and types most popular with your cus- " 
Tough fibre-board CAM- 


tomers. And the attractive, practical Cam-Pak containers are de- : 7 
PAK container available 
signed for eye-catching display and easy handling and dispens- sy Mer for Proof Coil and BBB Coil | 
4 ; Chain in regular and hot | 


galvanized finishes in sizes 


He", V4", Ae”, ¥%", 


ing. See your wholesaler, or write today for complete information! 


CHAIN Gonsany 


Main Office—York, Pa. 
Factories—Y ork, Pa., and West Burlington, lowa 
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GOULDS balgnced-flow Jet 





[INSURANCE COMPANY 
WILL PAY 
aa dividends to the Beneficiary upon application of the Balanced- 


Flow Jet to all installations’ as described in this policy, regardless 
of shortages of galvanized tanks and other equipment. © 


THE INSURED The alert pump dealer who features Goulds Balanced- 
Flow Jet. 


FACE AMOUNT Maximum pump profits in the face of today’s shortages 
of tanks, piping and fittings. 


BENEFICIARY The Insured, and all his shallow well customers whose 
capacity requirements do not exceed 540 G.P.H. 


FIRST PREMIUM installation of a Balanced-Flow Jet on that shallow 
well job you're starting this week. 


LATER PREMIUMS Ditto for all future shallow well installations within 
capacity requirements. 


Due Dates Most any day now. Shallow well pump demand 
reaches the year’s peak very shortly. 


ADDITIONAL BENEFITS 


As Provided by 


the Balanced-Flow Jet Self-adjusting capacity, for real “city” water 


service. Quiet, economical operation. Absolute customer satisfaction, peak profits. 


Get further information on your.Shortage insurance—the Balanced-Flow—from your 
Goulds distributor, or write us. 


FT Stee Frm A Tt Bru <0 — 














GOULDS PUMPS, INC. 
SENECA FALLS, N.Y. 





WATER SYSTEMS 


Beal Since 1848_F 


FOR EVERY FARM AND HOME NEED 





| 
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The entire line of De Luxe Household Metalware — 
Galvanized Ware, Tinware, Colored Ware, Mop Pails, 
Ash Cans, Garbage Pails — every item is built to 
last, built to give a full 100 cents of value for every 


dollar spent. Your customers like De Luxe quality 
You will like the high salability and good profit 
margin that is yours with Nationally Advertised, 
nationally-known De Luxe Products 


Talk to your Jobber’s Representative about De Luxe today. 
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The Greatest All-Purpose Outdoor 
Light on Today’s Market! 


Now you can offer your trade a great new single 
mantle Coleman Lantern—superior in structure, 
appearance and service to any present or previous 
similar models! This mew Model 200 has a new and 
improved burner—is more compact in design, stur- 
dier, built to take plenty of hard use. Has larger 
fuel fount (1% pints) for longer lighting service; 
larger, easier-to-remove filler plug for easy filling. 
More attractive in appearance with new red porce- 
lain ventilator top. It’s sure to outsell previous ever- 
popular single mantle Coleman Lanterns. Just show 
t...light it...demonstrate it...and you'll sell it to a 
wide range of customers: farmers, outdoorsmen, 
dairymen, poultrymen, truckers, industrialists, busi- 
ness men, and others. 


Sell It with Reflector as 
the Sportsman’s Special 


A combination offer with great appeal 
to sportsmen and added profit to you 

lantern with Coleman Reflector 
for one price. Reflector makes “high- 
powered spotlight of lantern. Con- 
centrates a flood of brilliant light 
wherever wanted. Easily detached. 


All Coleman Lanterns light instantly; 

make and burn their own gas from 

g-coline. 40 hours light per gallon of 
fuel. Storm-proof. 


Model 220D (left)—A big powerful ; 

2-mantle lantern. Floodlights 100-foot is, oo a. oe 
area. Equally good for outings or \ |, c.». } | LEADING Endorsed 
night time chores. | lEARMERS) [LEA DING 
Model 228D—Same as model 220D, } \ Everywhere! /@ \ OUTDGORSMEN / 
but with wide reflector top. _ Tae Everywhere! 








The Coleman Line is Your PROFIT LINE Because More 
_ People Buy Coleman Than All Other Similar Lines Combined 





Timely Products to Push for Profit Now—Order from Your Jobber 


_—- Speedmaster Marine Stove 
amp Stove Better meals, more cone 
Stove ) ae ‘ venience for boat owners 
Cooks like a Good eats ¥: afloat or ashore. Two 
city gas range; \ Ps le 5 burners. Kerosene and 
olds up, Icohol models. 
carries like OF away. ss 


a suitcase. 
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COMPASS SAWS 


hg ™” 
/ Ag 


f 


NO. 39 


BACK SAW 


IT’S ALWAYS OPEN SEASON FOR ff: am me 
SELLING THESE 6 Guor Stool SAWS (Me : 


CYC 
is ma 
and J 
stanc 
inche 
make 
roll ¢ 


Here are fast-turn-over saws that are in os S 
re: 


demand month-in and month-out! There are no Th 
off-season slumps for selling these ever-active sii 
items. Farmers and city dwellers use them, need ods 


them and buy them the whole year through! stock 


You will find it to your distinct advantage — 


to keep a good stock of these “Silver Steel” saws produ 
at all times. They will help build up the sales ble; y 
valleys that are unavoidable with seasonal policy 
merchandise. 


Better check your stock now. You'll be having 


DOVE TAIL SAW y calls for these items—and disappointed cus- 


tomers frequently mean lost customers! 


Hand Hack Saw Blode A E. Cc. ATKINS AND COMPANY 


ISPLAY STANDS y/ Home Office and Factory: 
D s y 402 S. Illinois Street, Indianapolis 9, indiana 
Branch Factory: Portiand, Oregon 
Knife Factory: Lancaster, N. Y. 
Branch Offices: Atianta + Chicago + Portiand + New York 


; : (ath 
Only ATKINS makes CUper Stool products ATKINS) 
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Offer your customers complete lines in 
Hardware Cloth and Insect Wire Screening 


Sell Cyclone 


@ When you stock complete lines of Cyclone 
“Red Tag” Hardware Cloth and Cyclone “Red 
Tag” Insect Wire Screening, you’re ready to meet 
every customer’s need with a top quality product. 


CYCLONE HARDWARE CLOTH 


is manufactured in 2 x 2,3 x 3,4x4and8x8 
mesh sizes .. . in 24, 30, 36 and 48 inch widths. 
Straight wires, the strong welded selvage and 
heavy galvanizing after weaving make it a good- 
looking, long-lasting hardware cloth. Every roll 
is guaranteed to comply with all requirements of 
Commercial Standard CS132-46, as issued by the 
National Bureau of Standards of the U. S. De- 
partment of Commerce —and don’t forget the 
heavy grades ...%” and %” number 17 gauge in 
same widths. 


CYCLONE INSECT WIRE SCREENING 


is made in 3 grades... GALVANIZED, BRONZE 
and ALUMINUM ... standard mesh 18 x 14... 
standard widths 24, 26, 28, 30, 32, 36, 42 and 48 
inches. Mesh is firm and even, the double selvage 
makes it easier to stretch the screen square. Every 
roll complies with the requirements of Commer- 
cial Standard CS138-49, as issued by the National 
Bureau of Standards. 
ned The familiar Cyclone “Red Tag” label is an 
active assurance of quality that your customers know 
need and recognize. So do your best to keep a full 
gh! stock of Cyclone Hardware Cloth and Cyclone 
Insect Wire Screening on hand, especially during 
ntage the busy spring season. We are dividing available 
" saws production among jobbers as equitably as possi- 
» sales ble; your jobber, we are sure, is following a similar 
sonal policy. Keep in touch with him. 


CYCLONE FENCE DIVISION 


having (American Steel & Wire Company) 
d cus- WAUKEGAN, ILLINOIS - BRANCHES IN PRINCIPAL CITIES 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 
HARDWARE 


ANY LAWN FENCE ... GATES ~~ 


<i 


Aw E 7 


434 


ire in 


SR 
A 


ererrreyS 


ba 
n 
\ 


fr 
nt 
| 
HI 
i 





sy CYCLONE 


HARDWARE CLOTH - INSECT WIRE SCREENING » LAWN FENCE - GATES - CATCH-ALL BASKETS - FLEXIBLE STEEL MATS 
> emt & S 77.9 3 
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My ALLE 


THAT’S 


Most it Demand ¥. 


USED EVERYWHERE... 
© CAR e SHOP 
@HOME e OFFICE 


Oxco Genuine Palmetto = Qo 


pro 


Red Breas, % XS 


ing, 
. equi 
Sales records prove that dealers and consumers alike are woo 
showing a decided preference for the Red Breast over all and DEALER SUPPORT Nav 
other types of whisks. Cash in on this growing trend! Millions of readers are sales pre-conditioned 
A simple comparison will prove to you and your customers with brn Bigg: Bok gaits — 

= Cpeiet * in ;. ee 
the many points of superiority of this husky many-use BETTER HOMES AND GARDENS. And you 
brush . . . the Red Breast Whisk. get a FREE, colorful display carton for your 

: counter. 
It’s made right . . . sturdy, resilient palmetto fibre, 


double-stitched for long wear; bright wire-bound handle; JOBBER 
gleaming metal cap-and-ring . . . all neatly wrapped in a SLE YOU, ‘R Ny 
colorful, metallic paper jacket that makes it stand out in ° 
any display! Offered in the most-wanted 714” overall size. 


You can’t go wrong with Red Breast because it’s made by 
the company which has set the standards of brush-making 
excellence for the entire industry since 1884. You may be 


sure there is no better, more serviceable whisk made! Saal 
OX FIBRE BRUSH COMPANY, INC. Bins 
rreoericx ¢leblished /§§F¢ MARYLAND rough sur 
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Now! 


Cash in with this 


Completely 
Waterproof 


Glue! 


Ar LAST, meet the demand 
for a completely waterproof, boil- 
proof wood glue for hobby and 
home repair use. 

Sell Borden’s CASCOPHEN re- 
sorcin resin glue...for boat-build- 
ing, outdoor furniture, sports 
equipment, toys... all critical 
wood gluing. Meets rigid Army- 
Navy Specification JAN -A-397, 


Meets Army-Navy 4-hour-boil-test (Spec. JAN-A-397), for waterproof, boilproof glue. 


for outdoor exposure (ordinary 
cold-setting urea resin glues do 
not). Makes a joint stronger than 
the wood itself. Cures quickly at 
70° F. Stores indefinitely . Requires 
only moderate clamping pressure. 

The demand for CASCOPHEN 
is big...continually stimulated 
by advertising to 14,126,500 
readers (your customers and pros- 


pects) of the top national maga- 
zines shown here. These ads not 
only boost CASCOPHEN but every- 
thing you sell, for they offer EASI- 
BILD Full Size Patterns* requiring 
scores of hardware items to build. 
Order from your jobber or write 
Borden’s Chemical Division, 
Dept. HA-31, 350 Madison 
Ave., New York 17, N.Y. 


*Copr. 1951, Easi-Bild Pattern Co. 


BIG NATIONAL ADS MONTH IN MONTH OUT! 


— 


tama Bo, 


705 CASCOPHEN 
First in Waterproof Glues 


CASCO... 


water-resistant, cold - wa- 
ter casein glue for interiors, 
rough surfaces. 
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CASCAMITE... 
highly water-resistant, 
stain-free urea resin glue 
for veneering fine cabinets. 


f, INC. 


RYLAND 


1 8, 1951 
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Painters have learned that the name and 
trade mark “Brush By Baker” on any paint 
brush means : 








*A paint brush manufactured by the finest 
brushmakers in the entire industry. 


S 







*A paint brush that is guaranteed by the 
Baker Brush Company, Inc. to give you 
every satisfaction and service you have 
learned to expect from this family of only 



















“The Finest Painting Tools.” n more p 
Ih . 
A guarantee that every paint brush user Ngee 
can rely upon because it is supported by it ere : 
the Baker Brush Company’s entire 50 year * ‘He 
reputation for Quality, Honesty and Fair ai eal 
Dealing. . He's a 
and local 
elp. So, 1 
fhat it we 
le crowd? 
BAKER BRUSH COMPANY... 
For a moc 





Manufacturers of the Finest Painting Tools 
83 Grand Street, New York, N. Y. 
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Crerywhene- IN ALL KINDS OF STORES 


sual Kron 


are building store traffic 


n more people can see in, more come in to buy... 


/hat would your storefront need to make it a live- 
traffic builder? What would it cost? These are 
tions your Libbey-Owens-Ford Glass Distributor can 
er. He knows storefront needs, materials and costs. 
nows architects and contractors who do storefront 

He’s a local businessman who knows local condi- 
and local codes. It won’t cost anything to ask for 
elp. So, why not find out what he can do for you 
hat it would cost to put your storefront out ahead 
e crowd? 


For a modern VISUA[E— 
OF RONT see your nearest 


LIBBEY: OWENS: FORD 


GLASS DISTRIBUTOR 


a. EAST 
4 WEST 


WwW MIDWEST 


Your L-O-F Distributor has the best and most com- 
L-O-F Polished Plate 
Glass, Golden Plate to reduce fading of displays, Thermo- 


plete line of storefront materials 


pane* insulating glass to reduce steaming and frosting, 

Tuf -flex* doors to open up entrances, Vitrolite* glass panel- 

ing to beautify exterior surfaces. ) 
Send the coupon for our 

Visual Fronts book and for the 

names of your nearest L-O-F 

Distributors who can give you 

this complete, helpful service. 


Libbey-Owens-Ford Glass Co. 
6931 Nicholas Building, Toledo 3, Ohio 


Send me your book on Visual Fronts and the names of the nearest. 
L-O-F Distributors. 


Nome 








Print Plainly 
Address 


City Zone 











Firestone Velon Screen- 

ing is backed by exten- 

sive national advertis- 

ing, dealers’ mat and Plastic Woven Products, Inc. 
sales aids. 








COLORS: Forest Green, Bronze Brown, Aluminum Gray. 
MESH: 18-14. Other meshes available on special order. 
FILAMENT DIAMETER: 0.015". Other filament diameters available on 
special order. 
STANDARD WIDTHS: 20", 22", 24", 26", 28", 30", 32", 34", 36", 42" and 
48". Other widths available on special order. 
PACKING: 100 linear feet per individually boxed roll. 


ACT NOW! 


Firestone 
Put this Profit-Making Velon D 
Screening Rack on Your Sales ‘lam SCREENING - “ 
Floor. ote only 


* WONT oneay 
_ * WONT pugs 





























This Firestone Velon Screening Mer- 
chandising Rack is furnished you at 

WON'T less than half our cost . . . only $9.95 
WEAKEN IT to dealers. 








Ask your supplier or write us for 
name of jobber who can furnish this 
rack to you. Be sure to get the news- 
paper mats, window streamers, sam-- 
ples and counter cards that are avail- 
able to help you do a better selling 
job! 





WON'T CORRODE IT 








*TRADE MARK 


PLASTIC WOVEN PRODUCTS, INC. 


Manufacturers of Firestone Velon Screening 


51 CAMDEN STREET PATERSON, N. J. 
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sound recording 


The right assortment of drills, 

neatly indexed in their rack 

ae everything together '" ag handsome fitted case: 
And the right drill .--9 feather-balanced Fairchild us 
much the most wertul of home drills, but s° light and 
little girl can use it easily. How can 

is the built-in reduction gear 

plenty fast for 


$21.95 Slightly higher, Denver & West 


to buy- ¥ 
+ designed for h yse. RvOS power, but eos h 
7 INDUSTRIES wd dling et slower, sater speed- The Fairchild will out Per 
electric motors and tools form drills selling uP to 25% more: 
BURLINGTON. VERMONT 


Write for FREE pOOKLet No. 40, {Mustrating the famous Fairchild Electric Home Tools 
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23,430 sicking wp extn ius 


ING KITS 


RETAILS. FOR 


FASTEN 


with 1,000 staples in 
attractive plastic case 


IT FASTENS! IT STAPLES! IT TACKS! 


*x WHAT AN “ITEM” FOR THE HOME! 
Does hundreds of jobs in school, store and 
travel. “Tot 50’ makes, mends, tacks, 
fastens ... means extra business for you! 


* SELLS ON SIGHT... Two-tone plastic kit SPEEDY | 
has immediate appeal... backed up by Doubles 


powerful advertising. speed and 
No job to 


* PRECISION-MADE ... Not a toy, not a 4 cu, ft. o 
gadget! Like all fine Swingline products, ‘’Tot hel 
50” is quality engineered . .. lasts for years! tor or eng: 

* COLORFUL, EYE-CATCHING DISPLAYS aaiiebnyody 
..-help you sell “Tot 50” kits. $595 


* STEADY, PROFITABLE REPEAT BUSINESS 
...on staple refills. (25c retail per 
1,000 staples.) 


*. PERFECT FOR GIFTS! Every man, woman 
and child wants and can use a “Tot 50.” 


Order fast-selling “Tot 50” fastening kits 
from your wholesaler today. 


Write for information to 


SPEED PRODUCTS COMPANY, INC., 37-18 NORTHERN BLVD., LONG ISLAND CITY 1, W.t 
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TACKS! 


ME! 
re and 


, 


you! 


stic kit 
by 


of a 
ucts, ‘’Tot 
r years! 


LAYS 


JSINESS 


yoman 
50.” 


ng kits 


CITY 1, WT 
H 8, 1951 


| saved over *6O0 by spraying with 


SPEEDY SPRAYER 444 


Doubles the spraying 
speed and working area. 
No job too big! Delivers 
4 cu. ft. of clean, oil-free 
air at 40 Ibs. pressure. 
Operated by 4 h.p. mo- 
tor or engine. Outfit with 
gun, less motor. 


HARDWARE AGE, MARCH 8, 1951 


Speedy 
"yY Cf 


Because it saves money, this professional 
outfit is more in demand than ever! 


Today, economy-minded homeowners are 
doing their own painting—with a spray gun! They 
know that spraying is the easy, money-saving way 
to paint everything. And the sprayer they’re de- 
manding is the one with the name they know and 
trust—the quality leader for over 20 years—Speedy 
Sprayer! 

GET YOUR SHARE OF PROFITS! 


Be prepared for the biggest sprayer selling season ever! 
For bigger profits—faster turnover... display Speedy 
s Sprayer prominently in your store! 


SPEEDY SPRAYER 890 
Famous diaphragm principle eliminates 
oily pistons—delivers 2 cu. ft. of clean, 
oil-free air at 30-40 Ibs. pressure. 
Sprays anything from a toy to a house. 
Operates with any 4 h.p. motor. Never 
needs oiling. Outfit with gun, less motor. 


ADVERTISED 
IN 


Write for Catalog and Complete Information 


W.R. BROWN CORPORATION 
5722 West Armitage Ave., Chicago 39, Illinois. 


Specialists in Portable Sprayers for more than 20 years 


Gardeners! Mechanics! Farmers! 


_— 2 


A) 





Saver tine i 


This new label, now identifying cartons 
and packages of Bethlehem Bolts, saves 
time in store and stock room because it 
enables you to locate bolts quickly. This is 
because the information you need—type 
of bolt, quantity, diameter and length—is 
printed in large, easy-to-read type, making 
the possibility of error in handling unlikely. 
In addition, the attractive red-and-white 





label makes a neat, pleasing display on 
your store shelves. 

And what about the bolts identified by 
this label? They’re good bolts in every 
way. Bethlehem Bolts have the smooth- 
fitting threads, strong heads and strong 
shanks that are so much in demand. 
They're good bolts to offer your customers. 
Order a supply today from your jobber. 





je 


C 
General 
INCAND 


Champio1 
2000 diffe 
to meet y 
ing needs 
are pac! 
orange an 
top point 


CHAMF 
SLIMLI 
FLUORES 
Streaml. 
single p 
Starters, 
and inex, 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 


On the Pacific Coast Bethlehem products are sold by 
Bethlehem Pacific Coast Steel Corporation 


Export Distributor: Bethlehem Steel Export Corporation 


. 
4 oe ween pee 5 
7 ‘ i és Wa 


seta 5 
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CHAMPION 
7500 HOUR 
FLUORESCENT LAMPS 


Prove their superiority by 
delivering 3 times the life, 
3 times the value, 3 times 
the economy. CHAMPION 
Bi-pin Fluorescent Lamps 
are sold with a guaranteed 
average rated life of 7500 
hours on 3 hour or longer 
burning cycles. 


CHAMPION 
General and Special Service 
INCANDESCENT LAMPS 


Champion makes more than 
2000 different types and styles 
to meet your customers’ light- 
ing needs. Champion Lamps 
are packaged in bright 
orange and blue wrappers for 
top point of sale display value. 


























CHAMPION LAMPS 















CHAMPION 
SLIMLINE 
FLUORESCENT LAMPS 


Streamlined, instant start, 
single pin Lamps require no 
Starters, and simpler fixtures. Easy 
and inexpensive to maintain. Five con- 
venient lengths up 
to eight feet; choice 
of all standard 
“colors” of white. 


CHAMPION LAMP WORKS 


Lynn, Massachusetts 
A DIVISIGN OF CONSOLIDATED ELECTRIC LAMP CO. 






Take full advantage of the Quality behind all 
Champion Lamps! With them, you'll earn: addi- 






tional profit. You'll own your own stock... 
easier to handle...no red tape. Champion 


means business — repeat business. For 










complete information, write to... 
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“Blue Label 
OF CQUIVALeME Po wesc so se 


manufact: rience back every 
FLETCHER “Gold Tip * Glass Cutter. Your 
satisfaction is at. the 


Many shrewd paint buyers use Kyanize 
Blue Label as the standard for excellence 
in high gloss white enamels. No wonder 
either! . . . on small jobs or big, Blue Label 
gives a perfection of finish unsurpassed 
anywhere. 


Blue Label dries to a hard, brilliant, | 
porcelain-like super-smoothness. It is pure | 
white, and stays white! Professionals ap- 
preciate that it refuses to sag, maintains a 
wet edge, works easily, brushes out read- 
ily, leaves no brush marks. 


Also available in Tinting 
White, and Eggshell. 





MR. WILLIAM BINDER 
Director of Research 
for Kyanize Products 





* Small tools such as glass cutters 
are taken for granted. Few people 


The Kyanize franchise definitely protects realize the precision that must be built 


Kyanize dealers, and there are no 


The Kyanize line is advertised nation- often entrusted to cut hundreds of 
ally, distributed nationally, and manu- 
factured by an independent company. If dollars’ worth of glass. 
Kyanize products are not represented in 


your locality, and you would like to know 
the whole story of the valuable Kyanize FLETCHER Glass Cutters are manu- 


Franchise, drop us a line. factured under rigid specifications 





and inspections. Each cutter is hand 
NATIONALLY ADVERTISED tested and guarantees to give you the 
service expected from any quality 


«tool. For best results; always SPECIFY dane, | 
kiyanize aig i 


Sno Smontiieg 


PAINTS 


THE FLETCHER-TERRY CO. 
488 SOUTH STREET - FORESTVILLE, CONN. 
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Profits ROLL IN with these 


Fast Selling . . . Nationally Advertised 


Adjustable SCREEN DOOR GRILLES 











MALLARD 
C-81 for 
STORM DOOR 
$-81 for 


List $21.50 bee ee 
e EASIER TO HANDLE is $21.30 cama 


© EASIER TO STORE Beautiful new ornamental grille de- 
@ EASIER TO SELL signs have powerful appeal for 


McK-Paks make it easy to sell coil chain for practical homeowners. Easily in- 

these laminated plywood containers are easily stalled, handcrafted of lasting 
rolled, aes stacked and on 4 . ——— steel. 

space. Easy identification is assur y labeling . 
every McK-Pak with the size, length, finish and | Packed Three Grilles of a Design to the Carton 
working-load limit of the chain it contains. When 
you handle McK-Paks you give your customers 
their choice of Proof-Coil or BBB Coil-Chain in 
self-colored and hot-galvanized finishes; 3/16”, 
1/4” 5/16” and 3/8” trade sizes. 


Take a tip from dealers who are profiting by 
selling the McKay line. Stock up now on McK-Pak 
Coil-Chain and other McKay Chains you need 
to service your customers in the home, shop and 
farm fields. See your McKay jobber or write 
direct for complete information. 





Write for McK-Pak Data Sheet 


It lists the types of chain available, trade 
sizes, number of length per foot, weight 
per 100 foot and other information you 
need to know about coil chain. 











T H E Mc K AY € G M PA N Y CONTACT YOUR JOBBER OR WRITE DIRECT 
440 McKAY BUILDING + PITTSBURGH 22, PA. NATIONAL GUARD PRODUCTS, INC. 


540 Jackson Ave. * P.O. Box 1520 * Memphis 1, Tenn. 
* McKay Metal Fil © Mild and Stainless PRS Ss ERE 

* McKay-Red Electrodes Welding Electrodes Weatherstrips, Mouldings, Window Guards 

© McKay Tire Chaias © industrial and Commercial Chale 
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EVERYBODY KNOWS 
THE BEST IS 


Non-rust, 2-way 
perma-grip coupling. 


1 TWO WAY 
PERMA-GRIP a plete, on 
SCOVILLE , A/G g Plymouth feature is 
COUPLING 


guaranteed to hold 
fast for the life of 
the hose. 


In bright garden green . es 
fe ' flashing crimson red 
4: Tough, durable plastic — ovtlasts rubber. 
© Featherweight — a child can lift it. 
bh Resists extreme hot and cold temperatures. 


» Withstands city water pressure. 
# In 25-ft., 50-ft. and 75-ft. lengths. 


4 


__ Distributed by Better Wholesalers 


PLYMOUTH RUBBER COMPANY, Inc. 


Canton, Mass. 


iso Manufacturers of SLIPKNOT, the World's Largest 


Selling Friction Tape. 

















INCREASE 
YOUR PROFITS 


With HAWKINS 
Prefabricated 


OO — 
Fill railing orders from STOC 
AND SAVE YOUR CUSTOMERS 


No expensive drawings, no delay 
UP TO 200% with Rave “hoacet-4o-quedgeil 
adjustable railings. Simply com- 1%, rote 
bine the proper amounts of level and bevel rail with post cial carr 
and ornaments from information on customer’s rough qualities 
sketch. Fit any tread and rise. Easily assembled. worms, 
i a GUARANTEED @ jn. 
= TO FIT ANY) @ and lice 
NORMAL PORCH 
OR STEP 
ARRANGEMENT sid teens 
Low cost and quickM RETAIL pri 
service will bring yom ' bb. 
Me volume sales wily * '». $1 
' good profit margin. 
Adds Beauty 


to Any 
Home 


RAILINGS FOR SCHOOLS, 
CHURCHES, ETC. 


Many schools, churches and buildings 
do not have ample wall railings. At 
right is shown a Hawkins church 
installation of wall railings only. 


Send for facts. 
Write for details 


eee Dealer's assortment, $197.39—F.O.B. Birmingham, 
puts you in the prefabricated railing business! 


HAWKINS IRON CO., INC. 


315 North 4th St. Birmingham 4, Ala 
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_ America's best-known brand 
of pest control products! 


Well known to home gardeners, florists, fruit and vegetable growers, farmers 

and stockmen, the famous Black Leaf® trademark attracts customers to the profitable 
items listed below. Nationally advertised in thousands of publications — magazines, 
farm magazines and newspapers —Black Leaf products are always in big demand. 


K 
ay 


® 





pe 


Black Leaf Warfarin is the amaz- 
ingnewrat and mouse killer. Jt’s con- 


Black Leaf 40 is the original nicotine 
sulphate insecticide containing 40% 


nicotine. For spraying flowers, vege- 
tables, shrubs and fruit trees to kill 
aphids and similar insects by contact 
and by fumes. Never stains or burns 
and leaves no undesirable residue. Also 
widely used for delousing chickens; 
dipping and drenching certain animals; 
repelling dogs. 


SIZE AND SUGGESTED 
RETAIL PRICE 


DEALER PRICE 


centrated! One part, mixed with 19 
parts of bait, destroys entire col- 
onies. Rats and mice continue to 
eat it until they die without suffer- 
ing—with no convulsions and no 
dash for water. Tasteless, odorless 
—never causes “bait shyness.” 
Other rats and mice are not warned. 


SIZE AND SUGGESTED 


DEALER PRICE 


1 oz. - $ 2.79 = eer RETAIL PRICE 


VY, Ib. $1.75 doz. $13.80 
OCK : v2 Ib. $3.00 doz. $24.00 
2 Ib. $4.15 5 


1 Ib. $5.00 six $19.92 





s, no delay Black Leaf Aerosol Insect Killer is an 
-goodness” Black Leaf Rotenone Dust is a blend of entirely new and different formula, 
mply coum: 1% rotenone and 10°; sulphur.on a spe- containing concentrated pyrethrins and 


with posts cial carrier material with superior dusting J piperonyl butoxide. Contains no DDT. 
er’s rough qualities. Controls bean beetles, cabbage plack Can be used anywhere. Ideal for home 
d. worms, flea beetles and similar chewing J Ky. use. Push-button action. Quickly 
insects infesting vegetables, flowers and knocks down and kills flies, mosquitoes, 

NTEED @ fruits. Also controls cattle lice, and fleas PAs (13 ants, roaches, bed bugs, clothes moths 
and lice on domestic animals. DUST and silver fish. Leaves no unpleasant 

odor, is non-inflammable and otherwise 

safe for normal handling, storage and 
use. Your best bet in a push-button 


SIZE AND SUGGESTED DEALER PRICE : ss aerosol. 
RETAIL PRICE 


1 lb. - $ 2.80 
4 lb. $1.25 doz. $10.00 


SIZE AND SUGGESTED DEALER PRICE 


RETAIL PRICE 
12 oz. $1.45 doz. $11.60 





It will pay you to stock a complete line of Black 
Leaf pest control products. Place your order with 
your regular distributor. Every product is attrac- 
tively packaged and carries full directions. 


Black Leaf Garden Dust is a multi- 
purpose dust or spray, combining the 
advantages of nicotine, pyrethrum and 
rotenone for control of chewing and 
sucking insects—plus a concentrated 
fungicide for protection against fungus 
diseases of flowers, fruits and vegetables. 
Ideally suited for home gardeners who 
desire a combination insecticide and 


If you desire additional information on these 
and other Black Leaf products, communicate with 
the address below. Your inquiry will receive prompt 
attention without charge or obligation. Let us help 


estnchall fungicide. you solve your customers’ pest control problems. 
rmingha 
nesst SIZE AND SUGGESTED DEALER PRICE 

c RETAIL PRICE 


oye Tobacco By-Products & Chemical Corporation 
1 . $9. RICHMOND, VIRGINIA 








Dependable Pest Control Products Since 1885 
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Do you supply | SERVE oe 
=> The Hardware Field e E 
=> The Industrial Field? 4Al-P an plorse 

a WINDOW MATERIAL 

- Goes WUBI A to 

ee 2 Sell Your 


is TOPS in BOTH! OY Customers 


as G 


, 
>? 


4 
DIO 


H} nounce- 
Pa. i ys Frequent spot w necket® 

K5-24B ' a Ps . 7" ments in ™ wage listeners 

Wood frame, square } Peer reach millions 5! 

front tray, pneu- Ps Se yout customers: 

matic tire, general Sit 

purpose barrow. 


SS ication 
The JACKMANCO line offers you the best Yoo Consumer Publicat 
single source of supply for both your Hard- DVERTISING 
ware and Industrial accounts because: I A 0g ‘in leading 

1. The line is extensive. It includes every /2 Consistent advertising keeps de- 

° _— farm magi ° 
type of barrow you will need. an readers OF: 

2. The line is a leader. It has enjoyed a UNTRY 
fine reputation for 74 years and the 
name cuts down sales resistance. 

. Every item is quality made. This elimi- 
nates customer complaints and helps you 
get repeat orders. 

. Every item is competitively priced—and . T 
sour ealtenen tm aie tlie for his = AG FARMER EWS e BET- 
dollars. Nee, 4 E ARMING METHODS. 


You can help yourself to greater business 
success when you capitalize on JACK- 
MANCO products. 
se SALES HELPS 


- ot HE 
PLUS T 5 with actual 


r folder 
E swatches 





@ Consume 

R-V-LIT 
r counter displays 
play cards aod 


with booklets 

@ 3-colo 

* Easeled window dis 
posters 
* Colorf 


sey 
8-Roll Capact 
. Fixture available 


ers 
1 store bann : 
, Floor Merchandising 
at nominal cost wit 
> 


Jax 275 nag 550-D 


All steel, square j ORDER -41 Assortment 
front tray. For home FROM Special “8 r ends. 
and garden. YOUR cegn tot R-V-LITE vt PREFER- 
se 
JOBBER ent o type to SUIT -” 
ENCE, FIT EVERY BUDG 


“Superior Products Since 1876" 








GOOD Bu 
es 


JACKSON MANUFACTURING CO. [I Anvey CORPORSTION 


f 
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“Fastest 
Installation 
I ever made!” 


Time and again 
it's been proved: 


You can install 

Corbin ‘‘900”’ Unit Locks 
and Latches 

Faster A L 

hen (MD 

any (* 


« 


type of lock! 


GOOD BUILDINGS DESERVE GOOD HARDWARE 


HERE’S WHY — No mortising is required; it takes an aver- | 
age workman only five minutes to drill two small holes, 
make a cut in the edge of the door, and fasten a Corbin 
“900” lock securely in place! That's all there is to it... the 
lock is always true and straight with the door, ready to 
provide years of trouble-free service! 

But that's not all! The handsome appearance and rugged 
security of Corbin factory-assembled “900” Locks and 
Latches recommend them for all types of buildings. Yes, 
builders install Corbin ‘900" units with confidence and 
pride ...and you can supply them in the right functions 
and finishes for all school, hospital, apartment, residence, 
and office building needs. 


P. & F. CORBIN oo wisc 


THE AMERICAN HARDWARE CORPORATION 
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Made in four sizes—a complete line that meets your customers’ requirements 











MOLINE WIRE STRETCHERS 
PULL IN PROFITS! 


How is your stock of wire stretchers? The 
season is here for farmers to get busy 
with fence building and repairing. Be 
ready with the Moline line of stretchers. 
Block and tackle type, lever type, and 
field fence type provide you with a full 
line of stretchers to meet all demands for 
work with single wire and woven wire 
fencing. We are ready to handle your 
If you need latest 


LEVER TYPE STRETCHER 


Wins the Sale 


Friction tape is like ~ other kind of me 
in that the name brand... the known brand... will 
move fastest because customers accept it and 
demand it. 

The superior adhesion of BULL DOG Friction 
Tape...its dependably high tensile strength . 
consistent, ravel-free quality ...and positive re- 
sistance to aging, both in the roll and in use... all 
of these have contributed to the unique reputation 
— customer-acceptance — of BULL DOG Friction 
Tape. 

Get in touch with your local distributor today. 
Learn, with your very first order, why it pays to 
stock the brand your customers know and want. 


PS Ask your 
@ . . 


distributor 


orders promptly. 
Moline catalog and prices, write today. 
Moline Iron Works, Moline, Illinois, U.S.A. 











RETAIL 


“WOODRUFF KEYS = $37 
“MACHINE KEYS = ro 
-MACHINE RACK 

“TAPER PINS 

“COTTER PINS 

“SPECIAL PARTS 





to tell you how to cash in on 
Extra Volume with BULL DOG 





Splicing Compound. Get him to 
show you the attractive 
sales-boosting, space-saving 
BULL DOG Friction 

Tape displays. 





Boston Woven Hose 


& RUBBER CO. 


TH 


PLANT: Cambridge, Mass.*P.O. Box 1071, Boston 3, Mass., U.S.A, 





_ ond other Stanho products 
Bulk or Packaged 


WRITE for CATALOG 
and PRICES 


ORSE NA/L i ORP 


NEW BRIGHT‘ PA 
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CLEMSON 16 
RETAIL PRICE 


$22.95 * 


Cuts 15-inch swath 


‘backed by 


extra-powerful 

merchandising 
ol and advertising 
$27.50* 


Cuts 17-inch swoth [hy Clemson is going all-out to make 1951 
your biggest and best mower year. First 
—with a buy-inviting, heavy advertising 
campaign in Saturday Evening Post, 

House & Garden, Better Homes & Gardens, 
American Home—a campaign that pre-sells 
prospects right in your own territory. 
Second—with a merchandising program 
that’s action-packed. Newspaper mats, 
point-of-sale display cards, folders—they’re 
all ready to go to work for you—without cost! 


CLEMSON 17 


« 


i 


CLEMSON E-17 
RETAIL PRICE 


$32.95 * 


Cuts 17-inch swath 


Everyone of the three Clemson Mowers 

is absolute tops in its price class—and there’s 

a price for every buyer’s budget. No other mowers 

offer as many sellable features—extra durability 

without extra weight — extra ease of handling — extra even mowing — extra 

easy adjustment of height and shear. Get these gleaming, canary yellow 

beauties on display today—and send for your supply of FREE selling aids. 
@7148 


Clemson Lawn Machines are sold exclusively to 
retail outlets through recognized distributors 


*Prices slightly bigher Denver West 


| CLEMSON BROS., INC. 
and subject to change without notice 


| Middletown, N. Y. 
RUSH ME [] NEWSPAPER MATS [) FOLDERS 
( COUNTER CARDS [) POCKET SALES MANUAL Fact-packed slide film 
on Clemson Mowers 


b; 

| 

| 

NOW AVAILABLE for 
| 

t 








Distributor Sales Meetings! 


State 
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TOPS IN 
POPULARITY 


and 
PROFITS 





Glen 


Here’s the hacksaw 

blade that’s zooming 

profits for distribu- 

‘ tors and dealers the 

country over. STAR Moly- 

flex delivers a better cut every 

time even when it’s used by a 

tyro. Unbreakable when used in 

a frame, STAR Molyflex is the 

high speed blade you can sell to 

everyone. The customer gets longer 

life, better cutting qualities—you get 

four times the profit per blade sold. 

Test prove STAR Molyflex cuts 23.8% 

more metal than the average of leading 
high speed “flexibles. 


HERE’S A BETTER 
METAL-MARKING CRAYON 


Steelrite Crayons mark clearly on hot, 
cold, damp and grimy metal—with- 
stand pickling but won't affect enam- 
eling. Packaged for counter sales. 


CASH IN WITH STAR 
SELLING AIDS 


Month after month Clemson sells Molyflex in lead- 
ing industrial papers. In addition, Clemson sup- 
plies you FREE with the famous wall charts and 
metal cutting booklets that really help your cus- 
tomers do a better metal-cutting job. PLUS— 
No. 166 Counter Display Cards, holding 10 Moly- 
flex Blades; No. 45 Display Cards that sell 3 
unbreakable special flexible blades at a time. 
Order from your jobber TODAY. 


CLENSON BATS. NC. 


ce 


Wi ddieriorn WN. NS 


Makers of hand and power hack saw blades, frames, metal- 
cutting band saw blades and Clemson Lawn Machines 


63 





4 # 


SELLS...like magic if 


because it 


WORKS. like magic 


Perfect 
for 
Keeps new brushes new—restores old NYLON 
paint-hardened brushes to BRUSHES 
springy usefulness... too! 


BEFORE | | 


Easy to use—just mix with warm water 
—brushes come clean in a jiffy... 


Nationally advertised to your best 
customers—creating ready-made 
business for you... 


Good profit — fast turnover . . . 
packed in attractive display cartons. 


ORDER FROM YOUR JOBBER 


PATENT CEREALS COMPANY + GENEVA, N. Y. 
MAKERS OF REX PRODUCTS *"° DIC-A-DOO CLEANERS 











Hyde offers you two beautiful wooden displays — free — plus a 
full 50% profit on proven fast-moving putty knives and scrapers! 
You realize a profit of $20.50 on both deals. Displays feature 
eye-appealing color and design, and are compact to take min- 
imum space. Hyde Putty Knives and Scrapers are famous for 
their high quality and low price. Hyde Speedster Wood Scrapers 
offer many exclusive advantages. Snap up both of these deals 
—order from your jobber today! 


NO. 7B HYDE PUTTY KNIFE & SCRAPER DISPLAY - NO. 8 HYDE SPEEDSTER SCRAPER DISPLAY 


No. items: 3 dozen No. items: 62 dozen 

Suggested Retail : Suapested Retail. ...........0.0..+0s. $31.49 

Dealer Cost ..... : Dealer Cost 20.99 

YOUR PROFIT—50% on Cost $10.00 YOUR PROFIT—50% on Cost $10.50 
Dimensions: 12” high; 11” wide; 614” deep. Dimensions: 12” high; 11” wide; 8” deep. 


HYD MANUFACTURING COMPANY 
SOUTHBRIDGE, MASS., U.S.A. 
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bahia stands out all over 
Whiting-Adams ‘‘Minute Man’”’ 
brushes. Setting off the genuine 

Du Pont Nylon filaments are the gay 
handles in red, white and blue — colors 
that rate a salute, and get it, in the 


form of fast, easy sales. All in 


Ny lo nS tha f an attractive shipping-box merchandiser 


that flaunts the same bright, 


flag "em down J sure-stopping color-combination — at 


prices that are right for your 

customers and for you. 
WHITING-ADAMS COMPANY, INC., 
Boston 18, Massachusetts. 


See your supplier for the popular 
assortments in “Minute Man” 
Nylons and “Flying Pig’’ 

pure Chinese hog bristles. 


NO. 205 "MINUTE MAN” 
NYLON ASSORTMENT 

Nylon Nylon 

Bristle Bristle 
Contains Size Thickness Length 
2 doz. 1 PATRIOT Varnish Double Thick 2%” 
1 doz. 12” ’ " sg 2%" 
1 doz. 2” - ” . * a 


NO. 13 "FLYING PIG” 
ASSORTMENT, 
TWO-TIER METAL DISPLAY 
Pure Chinese Hog Bristles 

Bristle 
Contains Size Length 

1 doz. 1° TROY Varnish Double Thick 2” 

1 doz. 1%" “ “a ‘i “i 2” 
% doz. 2” “ 4 x 2%" 
%, doz. 242" “ e “ ‘ 2%" 
Y2 doz. 3” , . 4 “ 2 
Yy doz. 3° ARGUS Wall %” Thick 2" 
Y3 doz. 34%" “ ae > 2%," 
Yy doz. 4” , y - i if 


Whiting-Adams 
Paint Brushes 
No Shed... No Streak... No Spatter 
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KIDS Go FOR 


Draper-Maynare 
"LITTLE LEAGUE 
eASEBALL EQUIPMENT ‘pee 


— UP ON '500-MILE —— KING 


Approved by Carl E. Stotz, President of ‘‘Little League | = 
ae =e, 
WY -s ng +75 


* TOPS in Quality, Design! & \ *COMPLETE Line 
; 23 i ; ROLLER SKATES 
* BIG in Repeat Sales! “\/ Sells “Team” Market! No. 530 


There’s a storm of skate sales HUSTLER SPECIAL 

awaiting you this spring and 

summer if you stock up on 

SPEED KINGS now! Paced by 

the famous No. 600 ‘500-Mile” 

model (guaranteed for one 

year), these skates are the sen- ? SPEED KING 

MI een? ” sations of the sidewalks—the 
& Little League only skates with “shaped-to-the- 
shoe” comfort fitting. Get ahead 


0 5 F ICIAL BASEBALLS of the season and write today for 


i: t Hs sell § details on the SPEED KING line. 
Ue Crag” Somme ae fae. HUSTLER CORPORATION | No. 550 
A sure-fire profit builder for ‘51. STERLING, ILLINOIS SPEED KING (WITH CAPS) 


DBM “Little League” 
GLOVES AND MITTS 


Famous for quality—over 100 years! 
Priced right—styled right . . . means 
quick turnover, steady volume. 

















DBM “Little . i YOUR GUARANTEE 
yoru P OF EXTRA VALUE 
BASEBALL SHOES Panther 


Professional styling. Many special 
features. Wide range of sizes. 


Order the complete DRAPER-MAYNARD line 


from your Wholesale Distributor right 
oe Dragon 
The Lucky DOG Kin” vite sage with ine SPECIFICATION 


kee fr wor #8 


yellow core” , a 


Sold only through 
Recognized 
Wholesalers 


Panther and Dragon 


friction and rubber tapes 


MAKER: 
THE DRAPER-MAYNARD (O., 4861 Spring Grove Avenue, Cincinnati 32, Ohio ER 
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_ That's it! . 


the one with the holes in 
the spool ! 








TH CAPS) 


Every year thousands 
more fishermen are 


switching from old style 
heavy reels to 
ITEE 


Langley’s modern 


ALUE Anti-Inertia Reels! 


Langley reels cast much better! Your 

casts are governed by the spinning spool 

in your reel. Most reels have “fly-wheel 

action.” They're slow-to-start and slow-to- 

stop spinning. This causes (1) casting drag 

and (2) backlash. Langley reels with the 

sensational Anti-Inertia Spool eliminate 

“fly-wheel action!” They start and stop with 

the lure! No drag...no backlash... perfect 

casts every time. Tested and proved by N 
casting champions in actual field tests. . 

Only Langley Reels have the Anti-Inertia ANTI-INERTIA | 
Spool. instantly identified by the holes Ee SPOOL ¢ 
in the spool. From $5.95 to $15. ' ' —. 


“Streamlite” Reel 1 250 


*T.M. reg. 
© Copyright 1950 

‘ LANGLEY CORPORATION 
660 Second Avenue 


—= _ a a * ° 
eee =§ a — San Diego, California 


MAKERS OF THE “CHAMPIONSHIP COMBINATION” — 
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—as finely made as 


BOKER (3, Cutlery 








Famous Snell wood bor- | 
ing bits, manufactured to | 
rigid Snell standards of | 
craftsmanship, hold their | 
keen edge and time-tested | 
cutting ability. Satisfy every | 
customer with these high | 
quality, Better Boring Bits 
unconditionally guaran- 
teed just as they have been 
the entire 159 years of 
Snell’s history. 


Chvel 
compa 
owner 
ics, yo 
The “BOKER” trademark stamped f 
the dri 


in pliers is a guarantee of quality 
workmanship and performance. 


And here’s why! 

FIRST, they’re made of special anal- 
ysis, chrome vanadium steel: 

Plus (+) 


Load testing: Diamond testing: 
Scientific heat treating: accurate 
machining from the time the steel 
is forged until final polishing: 


RESULT: 
Pliers that can “take it.” 


In short they're the kind of pliers 
your customers will “go for.” 


c. 


/ 
‘ 
da 
y 
1 
i 


ALL WOOD BORING TOOLS 

INCLUDING: 

a. Snell-Clark Expansive Bits, 
boring range from 1” up to 3” 

b. Snell-Simplex Expansive Bits, 
boring range from 14” up to 3” 

c. Solid Center Auger Bits 

pag er aed NEW! QUICK TURNOVER! 

e. Ship Augers—with Screw 

& a apdiens Seow BOKER PLIER DISPLAY No. 300 

g- Screw Driver Bits Low inventory, % doz. each of 8 dif- 

h. Countersink Bits ferent pliers. Popular styles. FREE pilfer- 

> Also Ring Augers with end proof Display Panel. Each plier packed 

without screws individually. Ask your jobber, 


SNELL 
Manufacturing Co. ] H. BOKER & CO., INC. 


WORCESTER, MASSACHUSETTS Quality for over a Century 
101 Duane Street New York 7,N. Y. 
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tamped 
quality 
ince. 


ial anal- 


@ No.H-57—CLE-FORGE High 
Speed Drills in 8 popular sizes 
—\%;" to %”. Plastic container 
with clear top; easy to locate 
any size drill instantly. 


No. H-26—Same as above, but 


with carbon steel drills. 


@ No. H-274 Durable steel 
container holds 21 CLE-FORGE 
High Speed Drills—'%" to 34” 
by 64ths. Each size plainly 
marked. Drills are shorter and 
more rugged, for portable elec- 
tric drill use. 


Best for your customers, because 


@ No. H-371 — Clear 
plastic cylinder with 
screw cap. Easy to select 
one of CLE-FORGE 
High Speed Drills— 
sizes ig” to 14” by 32nds. e No. H-374 — Steel con- 
Neal 7 1—Same as tainer is  engeeabors 
; compact. Holds 21 CLE- 
ie carbo" i) BEER BHigh Speed Drills 
—sizés 1,” to 3.” by 64ths. 

Each size is plainly marked. 

No. H-174—Same as above, 

but with carbon steel drills. 


o sell Drills 


Best for you, because Cceland Drill 


Cleveland Drill Sets are complete... 
compact... convenient. Whether home 
owners, hobbyists, farmers or mechan- 
ics, your best customers will find here 
the drill set they have been looking for. 


testing: 

\ccurate } fer CLECTRIC OMe 
he steel roe ez 
lishing: =e 


of pliers 


® No. H-13—Bit stock 
drills for metal or wood, 


in a clear plastic con- @ No. H-56—Handsome 


tainer. The 9 most-want- —pjastic base with clear plastic 


ed sizes—1!%" to 34”. Ideal 
for home workshops and 


top gives perfect visibility of 
11 CLE-FORGE High Speed 


Sets are in good demand all year round. 
They are more profitable than single 
drills. Excellent for display and pro- 
motion. A wide variety for every pur- 
pose... 7 to 60 drills per set. 


® 
The.symbol above represents 
the Hardware series of drills and 


drill sets backed up by the xo 


farms. Drills—sizes 1%" to 4”. 
No. H-22—Same as above, but 
with carbon steel drills. 


trademark. They are the identi- 


cal high quality tools that have 

No. H-14—Wood work- 
ing eg ge es ie y a 
all with 14” shank to fit : . 
drill presses, electric drills, leading metal working plants 
breast drills or ratchet 
drills having a 4” chuck. for 75 years. 
These drills cut fast with 
little effort, and may be re- 
sharpened repeatedly. 


been first choice in America’s 


Ask your jobber for your copy of 
handy Catalog H1, or write to 
our nearest Stockroom. 


THE CLEVELAND TWIST DRILL CO. 


1242 East 49th Street Cleveland 14, Ohio 
Stockrooms: New York 7 * Detroit 2 * Chicago 6 « Dallas! + San Francisco 5 
Les Angeles 58 « London W. 3, England 


CLEVELAND JOBBERS EVERYWHERE ARE READY TO SERVE YOU 
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GOLDBLATT 


Mason Tools 


Give You... 


¢ Greater Profits 
~ * Satisfied Customers 


é jks 


SEND TODAY FOR FREE CATALOG — Write for 
your copy of Goldblatt’s illustrated catalog de- 
scribing the most complete line of the finest 
masonry tools and equipment. 


* Faster Turnover 


* Repeat Sales 


ONE SOURCE FOR 

ALL NEEDS — Buy all your 
masonry tools from 

Goldblatt — one order, 

one shipment, one billing. 

Easy, convenient. 

ATTRACTIVE DEALER 
DISCOUNTS — Goldblatt sells 
direct to dealers — is able to 
offer attractive dealer discounts. 


Goldblatt Tool Co. 


1920 Walnut S¢. Kansas City 8, Mo. 


FIRST CHOICE OF THE TRADE FOR 65 YEARS 





Cletidled gaudinet 
SOLDER 


A top quality Acid Core Solder that really 
sells fast. The colorful blue package is easily 
seen and recognized. Chemical analysis of 
solder prominently displayed. Listed by 
Underwriters’ Laboratories, Inc. 

Federated Gardiner brand solders come in 
all sizes and compositions. 


Stock them and you'll sell them. 


Federitad WMilals 


Diiiion 


AMERICAN SMELTING AND REFINING COMPANY 
WHITING, INDIANA (CHICAGO) 





| 
c / 
—s ei 


WRENCH BOXES 


DEFENSE ITEMS 


SPECIAL --<i 
TOOL 


PORTABLE UNITS 
TOOL CABINETS 


——" 


UTILITY KITS 
CASES—CHESTS—CABINETS 
_ Here are the world’s finest metal 
| boxes. They're better constructed— 
better looking. Known for their fine 


TEST materials—workmanship—attractive 
INSTRUMENT CASES 


“design. These boxes out- 
\ look—outlast—outsell 
METAL \\ competition. 
BOXES | 
cuests / // nl 


TOOL CARRYING CASE VALVE SPRING COMPRESSOR CO. 
WATERLOO, IOWA 
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-E FOR 
ll your 
Is from 


“ac MILLERS FALLS 
_ TOOLS 


able to SINCE 


counts. | 8 6 8 


Lhe 


on Joots 


write for Catalog No. 49 


Millers Falls Company « Greenfield, Massachusetts 


st metal 
ructed— 
heir fine 
ittractive 
oxes out- 
-outsell 


Cow 


a 
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NEW! 


the perfect 
can opener 





Adjusts Automatically! No Slip! No Bind! 


Positively—the finest can 
opener ever made! Flexible, 
rolling disc cutter adjusts to 
can automatically — can’t 
bind, can’t slip. Exclusive 
features keep the cutter al- 
ways in operating position. 


Safe — even for a child. 


It’s a beauty for display, 
too—brilliant, red plastic hub 
guard plus sparkling chrome 
finish. All functional parts 
tool or case-hardened steel. 
Individually carded. 


FULLY GUARANTEED 





boughan 


VAUGHAN MFG., CO. 
3211 Carroll Avenue © Chicago 24, Ill. 
Half-Century of Quality and Service 


a 


World's largest 
Manufacturer of 
Can Openers and 


1 
1 
1 
i 
1 
i 
' Bottle Openers 
’ 








PLEASE EVERY 
CUSTOMER’’ 


Stoyd 
Knife 


Knife 


TESTED 
QUALITY 


Whether for everyday kitchen or 
tooling needs... for specialized 
trade or precision work—there’s 
an R. Murphy knife specially de- 
signed, honed and handled to do 
its particular cutting job to per- 
fection. That’s why you can be sure 
to satisfy any and every cus- 
tomer when you carry the com- 
plete R. Murphy “Stay-Sharp” 
line—blades made of the finest 
tempered steel, precision joined 
to proper-grip handles. 

Order your complete stock now. 
Write for Free catalog showing 

full line. 





FOR OVER 
100 YEARS 


ROBERT MURPHY SONS COMPANY 
AYER, MASSACHUSETTS 











picK A PECK o 


while the pickin’s good) 


( 


in your jeans. They're economical, 
ready-to-use and easy to sell. All top-line 
Fawsco quality ... all packaged for easy, 

over-the-counter sales. By placing your order 


now, you’re assured of our usual quick delivery. 


wiTH FAWSCO’S HO 


lawns 


Great way lo sprinkle | 


™ 
' 
We are continuing to make three slick- wifi ws 10" 


selling items that can put a peck o’ profits 


- great way 


io store hose. Sits 
firmly in lawn or 
hangs in garage for 
handy hose storage. 


WRITE DEPT. A-3 FOR DETAILS 


CKDDK 


\p 
‘PROFITS! 


Z 


LOWER BOXES 


mo 


Beautiful, self-hanging flower bor. 
Detaches instantly for indoor use. 
Heavy gauge steel finished in baked 
enamel. 


Sturdy steel picnic table 
legs ready for lumber. 
Customer simply bolts it 
on. Result: a handsome, 
stable table. 


wiTH FAWSCO’S 
PICNIC TABLE LEGS 


FALLS STAMPING & WELDING CO. 








Its ; 
And 
and 
a me 


So it 
a Cal 


FAWSCO DIVISION 


FRONT ST. CUYAHOGA-FALLS, OHIO pects 
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2500, Qov families 


¢ 
( anada 35 


Iu 


See why Better Homes & Gardens — with 3¥%-million circulation — is not only one of the 3 BIGGEST 


man-woman magazines, but is ESPECIALLY BIG in natural buyers of what you sell! 


BHG is BiG in home-builders! 


7 out of 10 families building new homes read BH&G. 


Can you imagine a more basic hardware market? 


BHGis BiG in home-remodelers ! 


5 out of 10 BH&G families remodeled or repaired their 
homes within the last year! Can you imagine a more 
lively market for every big and little thing you stock? 


BHG is BIG in home-handymen and gardeners! 


Its 342-million families make their homes their hobbies! 
And that goes for grounds and gardens, too! From seeds 
and fertilizer to paint and power tools, can you imagine 
a more natural hardware market? 


So it’s easy to see what a big boost to your selling efforts 


a campaign in BH&G can be. It pre- -sells your best pros- 
pects today—and primes them for tomorrow! 
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Serving a SCREENED soaeerat 3%Million Better Families 





MEREDITH PUBLISHING COMPANY 
DES MOINES, (OWA 





olt Edger 
Roll in that rental income! 


Rugged, precision-built HOLT ‘4 
Floor Maintenance Machines 
won't be floored by rough- 
house wear and tear. Keep 
these popular profit-builders 
working for you day after day. 


H 
my 
», 


for consistent profits ead 


Whirlwind 
8 Sander 
These three Hole Machines 


strike overhead — out! Build 
rental leadership in your com- 
munity with the famous Holt 
line. Start sharing now in Holt 
Floor Machine Rental profits, 
Send in the coupon TODAY 
for complete information. 


Holt Aristocrat 


Polisher 


HOLT MANUFACTURING CO. 
651-681 20th St., Oakland 12, Calif. 


Yes! | am interested in HOLT Floor Maintenance Equipment. 
Send complete details, also information about the Holt Rental Plan. 


Name 
Street. 


HOLT MANUFACTURING CO. neon ion 


Due to restrictions and material short- 
ages, all orders are subject to prior sale. 


Holf Streamliner 


NOWHERE ELSE CAN YOU GET 


bh te 
4 Me, l ttle 


IN AN OVERHEAD GARAGE DOOR 


FOUND ONE 
24-panel loc 


piece ‘ jambs. 
Y poe Frefitted to 8% both door | a 
6'8" opening: Nothing - includes 

+ holes tector? Y Hard wo needed 
for fasts foo everything —_ 


is the 
P l f Wo. 7% byilt doot 
nd start priced quality bu' 
rings it. 
power SP en ights, put 


Uses "° Nothing t° 


strip keePs leys, © : f. 
yee a rain an get ovt of orde 
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| snow. 


Now you can include a modern Frantz over-head 
garage door in the most modest building budget. 
Home owners get the pleasure and convenience 
of this smooth-operating unit; you get the pleas- 
ure and profit from the time-saving, trouble- 
free installations. The Frantz No. 77 FZ 

Unit includes mill-made door and fa- 7 


mous “Over-the-Top” Hardware com- 


plete. Write for free descriptive fold- 
er today. By 


GUARANTEED BUILDERS HARDWARE 


FRANTZ MANUFACTURING CO., STERLING, ILLINOIS 
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HOW KEYSTONE BUILDS 


UY APPEAL into farm force 


Dealers who count on the farm trade for the major part of their business 


recognize Keystone Steel & Wire products as dependable, year in 


and year out, profit builders. Among the many reasons why 


Keystone products have become leaders in their fields, are these: 


1 Quality-Controlled Materials. From Keystone’s 
own open hearth furnace, through its own wire- 
drawing mills to the final product, Keystone keeps 
rigid control of quality. For example: the amount of 
copper used to increase rust resistance, the exact de- 
gree of hardness, the precise protective zinc coating 
are under the supervision of metallurgists who can 
base decisions on Keystone’s over sixty years of ex- 
perience in making quality fence and wire products. 





3 Merchandising Support. Keystone provides mer- 
chandising support for dealers that not only promotes 
Keystone products but helps make the dealers entire 
operation more profitable—more significant in his 
community. Ask the Keystone representative, or 
write for facts about the Red Brand Practical Land 


Use merchandising program. 
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2 Time-tested Construction Features. The fence is 
woven on machines of Keystone’s own design. Knots 
give both strength and durability. For example: 
Stiff stay SQUARE DEAL knots, hold like a vise, vet 
permit the complete flexibility of the line wires. 
Picket-like one piece stay wires keep the fence erect. 
The knot is corrode-resisting because it will not 
hold water. There are no projecting ends to snag 
clothing or injure livestock. 

Hinge-joint MONARCH knots work like a hinge and 
give under pressure, yet cannot slip. There is ample 
wrap around the line wires — no projecting ends. 


4 Satisfied Users. Farmers in all parts of the coun- 

try recognize the extra values built into Keystone 
products... Thousands of farmers have standardized 
on Red Brand fence and easy-to-set Red Top steel 
posts, for years and years ... their satisfaction 
assures repeat business for dealers. 


Y Peoria 7, Ill. 





CONVENIENT 


TO BUY 


PROFITABLE 


TO SELL 


BREAK-PROOF 
SHOCK-PROOF 


Screw Drivers 


SPECIAL DRIVERS 


In addition to giving you 
the widest selection of the 
best drivers Vaco knows 
how to build, Vaco brings 
you many fast turnover spe- 
cial drivers such as the fa- 
mous Duplex ‘Reversible’ 
combination Phillips and 
regular blade driver. 


Round Blades 


Square Blades 


SPECIAL KITS 
Here's another famous 
Vaco sales-builder . . . the 
No, ZB 50 Phillips—reg- 
ular 5-in-1 screw driver 
kit. A wonderful gift item 
with excellent dollar vol- 
ume. 

ww EP sei 


| ang er 
- I watt Anny SPECIAL DISPLAYS 

O | mit ' Vaco brings you more dis- 
plays than anyone else in 

‘ the business! To show ’em 

4 is to sell ‘em... and 

means more money in 

your pocket! 


Phillips Bit 


_ > 


Reed and Prince 
(Frearson) 


Screw Holding 


Nut Drivers 


a 
a if 
Allen ©)! ' : \ ht ¥\\ 


FREE 30-PAGE CATALOG 


Beautiful! Authentic! 
Easy-to-read! A gold 
mine of information 
that makes ordering 

simple as A, B, C. 

No hardware store 
ZA srould be without one. 


| Write for yours today. 
0 317 E. Ontario St. Chicago 11, inois 


In Canada: Vaco Lynn Products Co. Ltd. 
1212 Notre Dame St. W., Montreal 3, Quebec 


MORE THAN 250 STYLES AND SIZES 


Clutch Head 





PRODUCTS co 
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Light 
BUILDERS 
HARDWARE 


Cy GRIFFIN 


For more than 50 years Griffin 
hinges have been known for their 
fine materials and workman- 
ship. Griffin hinges are 

part of a wide variety of light 
builder's hardware... 


quality produced by 


A: ; Griffin. 


ty 


every DOOR NEEDS THREE! 


RIFFIN- 


anufacturing Company 


ERIE » PENNSYLVANIA 


SALES OFFICES 


45 Warren Street, New York 7, New York 

1639 Fargo Avenue, Chicago 26, Illinois 

9344 Woodward Avenue, Detroit, Michigan 

{15 Broad Street, Boston, Massachusetts 

1355 Market Street, San Francisco 3, California 
917 St. Charlies Avenue, Atlanta, Georgia 

308'/2 North Harwood, Dallas, Texas 

4524 East 60th Street, Seattle, Washington 

785 North President Street, Jackson 6, Mississippi 
4638 Nicholas Parkway, Kansas City, Missouri 
2611 Garrison Bivd., Baltimore 16, Maryland 
1620 Garfield Street, Denver 6, Colorado 
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wm GEAR YOUR GARDEN HOSE SALES TO 


Swari Pouce Consumer Advertising / 


- 


April! May! June! July!—right through the heart of the Increase Your SWAN Garden Hose Sales end Create Extra Store Traffic 
With These Timely SWAN NEWSPAPER ADS! 


garden hose buying season—Swan full-color ads in “Better Lael 
Homes & Gardens” and “Sunset” magazine will make more ligS Ad 
than 32,000,000 consumer impressions! These ads ask 

your customers to buy Swan Garden Hose at your store! 


Use Swan Newspaper Ads 


and Swart Folders 
and Envelope Stuffers 


te FREES 


~ ag 


eo . — 


‘ < ails 
Call your local newspaper which has a copy of 
Swan’s 1951 Newspaper Mat Service! Help will 
be given you in planning and scheduling your 
Swan newspaper advertising. Your local news- , 
paper will order the mats and relieve you of all 
details! Your Swan jobber can also furnish you 
with sample Swan newspaper ads. 





Order Swan folders and envelope stuffers by code number through your Swan jobber. They're free! 


SWAN RUBBER COMPANY - Bucyrus, Ohio 


WORLD’S LARGEST MANUFACTURER OF GARDEN HOSE 
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yet [roning Boss oe 
ASBESTON 
—Sel] and Sell and sell! 


* They’re Home-Safe, they cut fire hazards. 





* They lie flat without wrinkles or bunching. 
* Work goes faster, looks nicer. 
* Asbeston is extra quick-drying and smooth. 
* And Asbeston wears, and wears, and wears. 


No other fabric offers all these special advan- 
tages, because no other fabric is woven with 
super-twist, two-ply Asbeston yarns. 

That’s why leading manufacturers use As- 
beston to make the world’s finest ironing board 
covers. That’s why housewives buy and re-buy 
covers of Asbeston, even though they cost more 
than the ordinary kind. 


Always display and feature this label— 
it gets business and profits. 





Y 
D STATES RUBBER COMPAN 








UNITE 





Made by the Textile Division 


UNITED STATES RUBBER COMPANY 
1230 Avenue of the Americas, Rockefeller Center, New York 20, N. Y. 















"The Complete Line” that SELLS! 


CHROMIUM 


NU-TOP CHROMIUM plated 
stove pads are proven profit 
makers that are tops in con- 
sumer popularity. They fea- 
ture asbestos backing, exclu- 
sive NU-ROUND mar-proof 
corners and a_ long-lasting 
triple-plated finish. Available 
in a variety of popular sizes. 


NU-ROUND 
yy 

























tk the first time a one- 


piece rounded’ corner 
that is guaranteed not 
to mor, scratch or cut 








any surface. N 
THE METALOID COMPANY 
5815 KINSMAN ROAD CLEVELAND, OHIO 


In Canada: 3 Wellington Street, Toronto, Ontario 
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READY-PAK 


DISPLAY SELLS MORE 
RUGG "ALL-PURPOSE" ROPE 








TOTA 








) 





Six connected coils.,.each securely flanged NOW AT 
+ + + packed in sturdy shippi ton th 
onfods Ye moke calertul dapiey. YOUR, SOBBER'S | 






Ready-Measured Per Coil Per Display 





Y,” rope 75 ft. 450 ft. THE E.T. RUGG CO. 
¥,” rope 50 ft. 300 ft. 51 MILLER STREET SK Ol 
Vy” rope 50 ft. 300 ft. NEWARK, OHIO inte 














——~—BY RUGG-—~ 
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Arnon Pe KIT OF GRAY “DUCK 
WITH ANSLUCENT A *KETS — 


FOR DOOR OR WALE~HANGING — 
>>” 
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QUALITY T@OK FOR USE IN 
THE HOME BAY THE LADY OF 
THE HOUSE-—IN ATTRACTIVE 
COLORS, GREEN AND YELLOW — 


COMPLETES THE MODERN KITCHEN 




















Packed individually 

Weight each 5% Ibs. 
3 
OPE TOTAL RETAIL VALUE COMPLETE 
<< $9.95 (West $10.45) 
BER'S 
GG CO. 
me | SK OUR DISTRIBUTOR’S SALESMEN 
ee a 

THE PECK, STOW & WILCOX CO. 
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THE FERRY CAP & SET SCREW CO. 


e CLEVELAND 13, OHIO 


2155 SCRANTON ROAD e 


\ 
\ 


& 
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“SHINYHEADS” 
America’s Best Looking Cap Screw 


Made of high carbon steel — AISI 
C-1038—to standards for Full Fin- 
ished ay head cap screws— 
bright finish. Heads machined top 
bottom. Hexagon faces clean 
cut, smooth and true, mirror finish. 
Tensile strength 95, 
p.s.i. Carried in stock. 


“LO-CARBS” 


Made of AISI C-1018 steel—bright 
finish. For use where heat treatment 
is not required and where ordinary 
hexagon heads are satisfactory. 
Hexagon heads die made to size — 
not machined. Points machine 
turned. Tensile strength 75,000- 
95,000 p.s.i. Carried in stock. 


FILLISTER CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots—less 
burrs. Flat and chamfered machined 
point. Carried in stock. 


“SHINYLAND” STUDS 


All studs made steam-tight on ~ 4 
end unless otherwise specifie 
with flat and chamfered machined 
int. Nut end, oval point. Land 
Sooween threads shiny, bright, 
mirror finish. Carried in stock. 


& 
CONNECTING ROD BOLTS 


Made of alloy steel — heat treated — 
threads rolled or cut — finished to 
extremely close thread and body 
tolerances — body ground where 
specified. Expertly made by the 
pioneers in producing connecting 
rod bolts by the cold upset process. 


“HI-CARBS” 
Heat Treated Black Satin Finish 


Made of high carbon steel — AISI 
C-1038. Furnished with black satin 
finish due to double heat treatment. 
Hexagon heads die made, not ma- 
chined. Points machine turned; flat 
and chamfered. Tensile strength 
130,000 -160,000 p.s.i. Carried 
in stock. 


SET SCREWS 


Square head and headless — cup 
point. Case hardened. Expertly 
made by the pioneers in producin ng 
Cup Point Set Screws by the col 
upse’ a pgeoe. Cup points machine 
turn Carried in stock. 


FLAT HEAD CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots —less 
burrs. Flat and chamfered machined 
point. Carried in stock. 


* 
ADJUSTING SCREWS 


Valve Senpet adjusting screws — 
Hexa ead style — to blue print 
specifications—hexagon head hard; 
polished if specified — threads soft 
to close tolerance— points machine 
turned; flat and chamfered. 


a 
SPRING BOLTS 


Case hardened to proper depth and 
ground to close tolerances. Thread 
end annealed. anes in various 
head shapes, with oil holes and 
grooves o different kinds, and flats 
accurately mill 


FERRY PATENTED ACORN NUTS 


For ornamental purposes. Steel in- 
sert — steel cover Finish: Plain, 
zinc plated, cadmium plated. Size 

9/16", 3/4", 18/16" across the flats. 


Tapped 1/4” to 3/4” inclusive. 
Cross section of Ferry patented 
acorn nut, showing how steel hexa- 
gon nut fits snugly into shell. 





carried by 
LEADING 
DISTRIBUTORS 


+ 
SPECIALS 


furnished to 
BLUE PRINT 
SPECIFICATION 





WRITE FOR 
INFORMATION 


SEND FOR SAMPLES 


o 
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Pioneers and Recognized Specialists, Cold Upset Screw Products since 1907 
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| LUBRICATE WITH CHASES SQUEAKS, 


MY GUN’S NEVER RUSTY \ OU TO PREVENT RUST MY REEL RUNS FREE “LUBRIPLATE.-- 

THE ACTION 1S QU/CK, AND LUBRICATE, MY CASTING'’S GREAT, THE HOUSEWIFE'’S DREAM, )) 
1use LUBRIPLATE NOTHING'S AS COD ‘ 
AS AN OIL, ANDAS ASLICK | as LUBRIPLATE BR AND ITS WHITE AND CLEAN 


NOT AN OLD 
FASHIONED OIL THAT 
RUNS OFF AND 
GETS GUMMY ! 


ATTRACTIVELY PACKAGED 
IN COUNTER DISPLAY CARTONS 


“A” TUBE—% x 3% inches, for hunters and fishermen. 
1 doz. or 3 doz. to counter display carton. 


“B" TUBE—1x6 inches, for general household and sporting 
uses. 1 doz. to counter display carton. 


“C" TUBE—2x8 inches, large economy size for outboard 
motors and all other uses. Individually boxed, display 
easel on request. 


" 
NATIONALLY ADVERTISED TO C ee 
46,358,721 SPORTSMEN, HOMEOWNERS (ga a ents 


AND HOBBYISTS tf jo 
IN THEIR FAVORITE MAGAZINES ihe “- Field & Er | | F 
Ost 5 Stream Be" E 


aad 


eee. 
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SOUTHERN WOOD SCREWS 


U nitormity 
...and so are we! 
That’s why youll always find that 


Are Uniform 


Uniformly perfect, that is! Thanks to our 
special manufacturing process and unique in- 
spection routine, we can guarantee that every 
Southern screw comes to you precision perfect. 
For you, that’s like money in the bank! Because 
it means thoroughly satisfied customers—cus- 
tomers who will come back to give you 
profitable repeat business. 

Southern wood screws are made of high grade 
extruded brass wire or the finest selected high 
sulphur extra quality steel wire, bright or 
plated finishes. Wide selection ranges from 1/4” 
No. 2 to 4” No. 20 in steel and 4” No. 16 in 
brass. Slotted or Phillips heads. Expertly 
packed for easy handling and stocking. 

Write today for complete information and 
prices on this business-building line of high 
quality wood screws. 


FACTORY WAREHOUSES 


4100 Dell Avenue 325 West Ohio Street 
North Bergen, N J. Chicago 10, Illinois 


280 Decatur S.E. 
Atlanta, Georgia 
_ 


SOUTHERN 


SCREW COMPANY 


STATESVILLE, NORTH CAROLINA 





>5-'/— nationally known 

oS for quality. 

— nationally advertised 
to hoost your sales 


There are two good réasons for stocking Accurate Tapes. 
One —they’re nationally known for quality and have 
been for over a quarter century. Two — national adver- 
tising reaches tape users everywhere, keeps them out 
in front in tape sales year after year. Added up, they 
mean more tape sales, bigger tape profits for dealers who 
display Accurate Friction and Rubber Tapes. Start 

cashing in on the big demand, now. 


PROMINENTLY — 
DISPLAY THEM 

ACCURATE TAPES 
SELL THEMSELVES! 


Warehouse stocks and agents strategically located throughout 
the nation. For name of representative nearest you and a copy 
of the new illustrated Accurate catalog, write ACCURATE 
MANUFACTURING COMPANY, GARFIELD, NEW JERSEY. 
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No. 14—Wood Boring Drill Set— 
packaged in protective wood tray. 


Especially Designed for Rugged Service in Electric Hand Drills 


Sturdy Drill Sets —of High Speed Steel—especially built 
to withstand the shock and strain of Electric Hand Drill 
use. Adequate length for normal portable tool use—attrac- 
tively priced. Utility packaged in protective heavy canvas 
case that may be rolled or folded and carried in the pocket. 
Set #S-13—13 High Speed Drills, 1%" to %" by 64ths; Set 
#S-11—11 High Speed Drills, 4%" to %” by 32nds; Set 
#S-8—8 High Speed Drills, 1%" to 4%” by 16ths. 

Wood Boring Drill Set, No. 14— Built to deliver maxi- 


CLEVELAND 4, OHIO 
New York + Detroit +» Chicago 
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mum efficiency in %-inch Electric Hand Drills. New, im- 
proved design—these drills produce unusually smooth 
holes—cooler running—faster ‘chip disposal—diminish 
stalling on “break thru”, tempered to prevent damage on 
contact with metal. Attractively priced. Set consists of 5 
drills—%" to 4%” by 16ths—all with %-inch round shanks. 
These sets of Shield Brand Tools are first quality, 100% 
inspected. They provide new convenience and new value 
for drill users. 


STANDARD JOOL ((0. me 


TOOL 
co. 








Pin-tumbler security has been combined with econ- 
omy, in the Kwixset “400” Line Locksets, making 
possible top-quality locks at rock-bottom prices. 
Architects prefer Kwikset’s simplicity and beauty of 
design. Builders and contractors appreciate the 
economy of Kwikset’s fast, easy installation. Whole- 
salers, Jobbers and Dealers cash in on Kwikset’s low 
cost and fast turnover. Everyone deserves KwiksEt’s 
precision construction with high quality materials that 
results in such amazing durability.* 


Whether you need one lock or thousands, investigate 


DEPT. K-3 © ANAHEIM, CALIFORNIA 


The Worlds Finest Locks 


Kwikset’s “400” Line pin-tumbler Locksets thor- 
oughly before you buy. Remember, every Kwikset 
Lockset is unconditionally guaranteed. 


IMPORTANT: Kwikset Locks, Inc. will soon 
be in production of their new “600” Line 6-pin 
tumbler cylindrical Locksets, of all steel and brass 
construction. Send for your copy of the new, color- 


fully illustrated catalog, giving full details of this 
new Kwikset Lock. 


*Random selected Kwimset Locksets were subjected to 
wear tests equivalent to 100 years of hard, everyday usage 
on our specially designed testing machine. Every lock 
functioned perfectly at the end of the test. 





Kwikset Sales and Service Company Kh SPL 


LOCKSETS 


To an Outlying Area 


By L. H. GIBBS, JR. L. H. Gibbs Hardware & Gifts, 
Rockford, Ill. 


L. H. GIBBS, JR. 


Here is an on-the-spot report of an 
idea used by a group of Rockford, Ill., 
merchants in an outlying shopping 
area to pull new traffic to their stores. 
This method can be applied to other 
areas facing a similar problem 
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Merchants in the Broadway sec- 
tion of Rockford, IIl., recently de- 
cided to tackle the problem of pull- 
ing more trade to this outlying 
shopping section from other parts 
of town. 

It was decided to try a direct 
mail piece in the form of a direc- 
tory of stores in the area, bus lines, 
parking spaces, etc., and stressing 
the ease with which one could shop 
in the Broadway section. 

This directory has proved so suc- 
cessful that, at the request of the 
Editor of HARDWARE AGE, I will 
describe how we went about the 
directory and how it actually re- 
sulted in more business for us. 

This same technique can be used 
in other outlying shopping sections, 
I feel certain, with equally good re- 
sults. 

After we decided to get out a di- 
rect mail piece, three members of 
the Broadway Business Associa- 
tion, including mysélf, sat down 
one night and drew up what we 
thought would be an attention get- 
ter for our business area. One 
month later, in its final form, we 
mailed out 10,000 of these direc- 
tories. 

The response was overwhelming. 
The bulk of the comment from 
shoppers has been surprise over the 
number and variety of stores in the 
Broadway area. For example, one 
customer told us, “I’ve been trad- 
ing on Broadway for years, but I 
didn’t realize there were so many 
stores to choose from.” 

Another comment was, “TI had al- 
ways thought of your section as 
about a block long, out in the south- 


85 





east end of town. I would never 
have believed that you had such a 
large and complete business section 
out here if I hadn’t seen your di- 
rectory.” 

By figuring our costs very closely 
and doing all possible work our- 
selves, we were able to mail 10,000 
copies of the directory for under 
$400. This was paid for by the as- 
sociation out of regular dues, but 
even if an assessment had been 
necessary, this cost distributed 
among the 160 members of the as- 
sociation would have been a 
nominal sum, indeed, for the good 
work the directory did. 

In projects of this type, the ques- 
tion always arises “Did you get 
any direct benefit from the effort.” 
In my case the answer is speci- 
fically, ‘“yes.’”’ Let me cite several 
examples to show how this direct- 
ory worked for this store in pull- 
ing new trade to this area. 

Several days before Christmas I 
waited on a young couple that had 
just been transferred to Rockford 
from Philadelphia, and who needed 
a number of items for their new 
house. We took the wife’s list and 
went right down the usual list of 
brooms, dust pan, picture hangers, 
door mats, light bulbs, etc., to the 
amount of $29.56. 
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ZINGLY COMPLETE. -- 
DIRECTORY 
POSTAL EMPLOYEES .-- 


When I made out the delivery 
ticket I discovered they lived clear 
across town. I handed them one of 
our directories with the explana- 
tion that it migat help them with 
their other shopping. 

The women responded with 
“Thanks, but that directory is how 
we happened to be in your store. 
My husband’s new boss had one of 
the directories and gave it to him 
to help him get acquainted with the 
stores in town.” 

I am certain that the $29.56 would 
have gone into another dealer’s 
cash register if our directory had 
not been on the job. 

In another instance, the day be- 
fore Christmas, one of our clerks 
helped a young lady who was ob- 
viously impressed with the display 
of copper molds in our gift depart- 
ment. She explained that she had 
had a particular mold laid away 
in one of the large stores down- 
town. She had called to pick it up, 
but, through some error, it had 
been sold. She mistakenly thought 
it was a line of goods that could be 
bought only in that store. She told 
us she remembered our directory 
listing numerous stores on Broad- 
way and, as a last resort, had 
driven out to our’section of town. 
She added, “I’ve not only found my 








ETC... 






copper mold, but I’ve found four 
other items on Broadway after I’ve 
looked all over town.” While in this 
case our sale amounted to $5, we 
certainly made a new customer for 
our street and our store. 

More recently, I had a phone call 
from the purchasing agent of one 
of the large manufacturing plants 
in our area. He asked if we carried 
a certain type of work glove. When 
I assured him that we did, he or- 
dered six dozen. 

In closing our conversation he 
said “I’m glad to know you carry 
these gloves. I was looking at your 
Broadway directory at home the 
other night and inasmuch as you 
are within a few blocks of our 
factory, I decided to see if you 
couldn’t supply us with some of 
our pick-up items. We’ve been buy- 
ing from a store across town, but 
their delivery is not as fast as we 
would like it to be, so we’ll send 
you some of our business.” 

That sale amounted to $48 and is 
the opening wedge for a very profit- 
able amount of future industrial 
business. 

These are just a few examples 
of the way the directory works for 
us. We on Broadway are convinced 
it pays to advertise and are plan- 
ning to put out another seasonal di- 
rectory in a few months and will 
mail it to everyone in the county. 


Here is a general view of the directory. It 
was done in two colors and included a 12- 


month calendar. 
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“Bey, | found out something — you can do and bay 





ROCKFORD is GOING BROADWAY for CHRISTMAS! 


everything on Broadway! Here's what happened.” 


“Mother and I took the kids to Broadway merely for 
dental and physical check-ups. { just happened to have 
with me the doggonedest list of tough things to buy end 
do. You know, house fixin’ aceds, suto gadgets, stamps, 
water bill, electric bill, telephone bill—and « dosn 
more things 





“Wow! Ins few minutes that list disappeared through the help of the friendliest group of business 





and professional people you ever sa~ anywhere. 
“The hide and mother even dug up some new articles so fast and pleasantly that I hardly missed the | 
taomey . . . (Hardly). All this within « jog of « good parking spot, too. 


“Just look at the impressive Directory of Brosd«ay. then meet any of the people in Rock lord's com 
plete business center and you, too, will say: 


“It's No Wonder That ROCKFORD IS GOING BROADWAY!!” 











| ve sor | 


YES, Rockford is Going Broadway for Christmas! 
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Paint Produces 60% 
Of Store's Volume 


This store devotes a quar- 
ter of its display and 
stock space to this depart- 
ment. Decorator service 
underscores merchandising 
program 


A complete home decoration ser- 
vice based on expert paint know- 
how from the man behind the 
counter, and a service that is car- 
ried directly to the customer’s home 
are the trump merchandising 
methods used. by Greeson’s Hard- 
ware, Ocean Beach, Calif., in build- 
ing paint and store-wide volume. 

These, coupled with a paint de- 
partment that spreads out over 25 
pet of the store’s display and stor- 
age space, have built paint sales to 
a point where they now account for 
60 pct of all sales. 

Not only does the store owner, 
Lloyd Greeson, help his customers 
choose the right paint and colors 
but he has passed on his own train- 
ing in painting and decoration to 
his young apprentice salesman, 
Tom Desjardins, who has _ been 
with the same firm for about a 
year. 

“Few customers actually know 
what paint they need for the job 
they want to do,” reports Mr. Gree- 
son. “Therefore, we make it a rule 
always to get this information be- 
fore making any recommenda- 
tions.” 

They encourage women to bring 
in a drapery, or to furnish a de- 
scription of their furniture, size of 
their rooms, as the basis for help- 
ing them make a selection of 
suitable colors. And, either Mr. 
Greeson or his assistant will make 
a trip to a customer’s home, sketch 
the room to be decorated and work 
out a color scheme. 

Following them through a typi- 
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This counter, made by Mr. Greeson, store owner, and his assistant, serves as a giant 
color card and has been instrumental in boosting stain and varnish sales. 
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Mr. Greeson has developed a paint selling course of his own for his assistant. It 
includes complete knowledge of stock, familiarization with manufacturers’ sales aids 
and reading women's and decoration magazines to keep up with color style trends. 








cal sales approach to a woman who 
is desirous of redecorating her 
home, provides an example others 
may profitably imitate. 

First, Mr. Greeson or Tom Des- 
jardins, asks her for a sketch of the 
room, and about the dominant color 
in the rugs, drapery or furniture. 
Once the general color scheme of 
the room is learned, they then can 
show her colors that will harmonize 
with the furnishings. 

Since there are always several 
color arrangements possible, as 
many different combinations as can 
be worked out are shown to the cus- 
tomer. It is important at this 
stage to avoid colors to which she 
may be allergic. That can be de- 
termined by paying close attention 
to her reactions as she glances 
through the color chart. She can 
live with some colors but finds 
others disagreeable. 

Then when the colors of greatest 
appeal are determined upon, the 
next step is to suggest their use; 


perhaps the lighter shades for long 
walls, and if desirable to shorten 
a long room, the use of a dark shade 
at either end or on both of the 
shorter walls. 

How can a young apprentice 
salesman build his own fund of 
paint information? Mr, Greeson 
has approached this in several ways. 

First, by passing on his own 
know-how, acquired through years 
of experience and helping the ap- 
prentice to translate this into ac- 
tual paint sales, when necessary. 

Secondly, Mr. Greeson asks his 
assistant to study women’s maga- 
zines, and some of the popular 
home and architectural magazines. 
They contain excellent color photos 
of decorative schemes. 

With this as a background, a 
trainee can acquire further sound 
working information about paint- 
ing and paint uses from literature 
supplied and informative labeling 
used by all paint manufacturers. 

“The majority of paint failures 


are rarely due to the paint itself,” 
Mr. Greeson advises. They are due 
to the fact that a customer was 
sold the wrong merchandise, or 
was given the wrong instructions.” 

At Greeson’s Hardware, when a 
woman comes and asks for a can 
of flat white, for example, Mr. 
Greeson has trained Tom to ask, 
“Where will you use it?” This en- 
ables him to determine if she really 
needs flat white finish or a flat 
white undercoat. He has also 
learned to advise customers, that 
pink, for example, a light color, will 
not cover green in one coat. 

Thus, by observing Mr. Greeson 
as he is selling paint, by keeping 
abreast of home decoration trends 
discussed in various consumer 
magazines, and heeding manufac- 
turers’ advice, Tom Desjardins too, 
has developed customers’ confidence 
in his ability. 

That’s another reason why the 
Greeson Hardware harvests 60 pet 
of its volume from paint. 


Creative Selling 


(Editor’s Note: The following is 
based on a letter received from Mr. 
Reben commenting on a discussion in 
“Just Among Ourselves” on present 
day relationships between dealers and 
wholesalers’ salesmen.) 


For some months the columns of 
HARDWARE AGE have been the fo- 
rum for discussions by both dealers 
and jobber salesmen on the proper 
place of the jobber salesman in the 
present-day hardware market. The 
viewpoints that have been ex- 
pressed have been both interesting 
and thought-provoking. Here is a 
different slant on the subject which 
I call the “Selling Side.” And it is 
to the dealers that I would like to 
address the following notes. 


“What have you got for me? 
What’s in the Want Book? Why 
don’t you give me a break?” 

Do you have salesmen approach 
you that way? Don’t you usually 
say to yourself, “I don’t need that 
guy.” That is the normal reaction. 
You are interested in the salesman 
that sells, not the one that always 
takes. Your chief interest is in how 
a salesman can help you make 
money. I’d like to suggest a valu- 
able way for you to spend your time 
with the conscientious salesman... 
and profit by it. 


By RAYMOND L. REBEN 
President, 
Atlantic States Sales Corp., 
Poughkeepsie, N. Y. 


You are interested in what is 
going on in the hardware trade 
generally, or you wouldn’t be read- 
ing HARDWARE AGE. But you are 
also interested in your local trading 
area. You have special problems 
in your store and in your specific 
town. What is good and successful 
in a town many miles away may not 
work out in your town. Some mer- 
chandise will go over big in your 
area but not in others, and vice 
versa. 

Who knows best about these 
things? Your “selling” salesman. 
He is calling on competition in your 
town and in other nearby towns all 
day long. He knows marketing con- 
ditions in your area better than 
anyone else, probably better than 
you do, Mr. Dealer. And he wants 
to help you, if he’s on the ball. 

He can help you with merchandis- 
ing and advertising plans, he can 
tell you what’s going over big in 
other stores in your area. He can 
tell you about window trims, about 
advantages of modernization, ideas 


for collecting bills. In fact, he’s a 
mine of information, waiting to be 
dug. 

The other part of the “selling 
side” of hardware distribution is 
you, Mr. Jobber Salesman. When 
you sell right, you help the dealer 
as well as your company. The right 
approach is to always keep asking 
yourself, “How can what I sell make 
more money for my dealer?” Ser- 
vice is the key to the answer. 

Check your dealer’s stocks, no 
only for the high ticket items, but 
for tacks, cotters, etc. When he’s 
out of a small item he can’t sell 
And his out also means out of your 
pocket as well. 

Help him understand the valve 
of displays. Pass along to him the 
experience of other dealers with vw 
rious display deals. Often the us 
of a display will prove a shot it 
the arm to otherwise slow movil 
items. And remember, displays aft 
silent salesmen for you as well # 
the dealer. 

Help him keep his merchandisit§ 
display full. Help him keep it cleat 
Help him in selecting a good loc 
tion. Keep him advised of hof 
other dealers are handling the! 
displays. 

(Continued on page 128) 
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Appliances are dis- 
played up forward 
where they are visi- 
ble from the street. 
All the fixtures were 
built in store. 






Rural Trade Demanded Its Own 
Hardware Store 


Allen Lumber Co., with customers in six small 
Illinois towns, sensed need for a centralized 
hardware business and buil# a modern store 


The large and attractive hard- 
ware store of the Allen Lumber Co., 
in Lostant, Ill., a town of only 514, 
Was practically built by demand of . 
the rural population. ) 


tae 
* ae 


doorway to attract women buyers 
into the store. 
In recent years the Allen com- 


pany has been building brooder 
houses and hog houses for farmers 
(Continued on page 124) 


The farmer customers of the Al- 
len company, which also maintains 
branches at Wenona, Rutland, To- 
luka, Varna and Lacon, IIl., in- 
sisted that they should have a mod- 
ern hardware store in Lostant for 
their convenience so that they 
Would not have to take the time to 
drive to more distant centers to do 
their shopping. 

In addition to meeting all the 
needs of farmers, the hardware 
store which incorporates modern 
open display of merchandise, pro- 
Vides a representative stock of 
housewares and gifts for its femi- 
Nine trade. 

Gift articles are featured in the 





The store that local demand built. 
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A. C. Rutan, president, demonstrates 
a new item to a saleswoman. 


Front of the 66 by 132-ft Benson 





Modernization and Incentive Plan 








Boosted Sales 50% | 





The premises at 230-234 N. 
Washington Ave., Lansing, Mich., 
have long been’ occupied by a hard- 
ware store which was something 
of a landmark. Today, Benson 
Hardware occupies the old stand 


eiiiemieeeen ee 


but it has a brand new front, new 
fixtures and new operating meth- 
ods, including complete departmen- 
talization and an employee 
incentive plan. 

To date improvements in the old 





store with its almost unbroken sweep of windows. 
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Part of the new appliance display in the basement. Note prominent price cards. 


store, under new management, 
have resulted in a 50 pct sales in- 
crease and sights are set for even 
bigger volume. Under guidance of 
A. C. Rutan, president of the op- 
erating concern, old-fashioned dis- 
plays were replaced with open 
display including 80 new gondolas. 
He and his associates acquired the 
business in May, 1950. Formerly 
much of the merchandise was in 
boxes on the shelves. When the 
program was completed last No- 
vember everything sold by the store 
was on display where customers 
could see and handle it. 

“The resulting change was tre- 
mendous,” reports Mr. Rutan. “Ser- 
vice was speeded up several times 
over. In addition, impulse sales 
were greatly increased. At first 
we had difficulty in keeping some 
items in stock because customers 
cleaned them out so fast. This 
simply would not have happened 
with the old shelf displays. We 
spent around $25,000 for new fix- 
tures and equipment, but it was 
money well spent.” 

In addition to improvement of 
existing floor space devoted to sales 
the new owners greatly added to 
Sales areas. The basement which 
was previously a stock room was 
changed into a display room for 
Major appliances and is now staffed 
by nine regular employees. Appli- 
ances were previously shown in 
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limited space on the second floor, 
the new setup providing an addi- 
tional display area 60 by 100 ft. 
Basement walls were plastered at 
a cost of $10,000 and the floor was 
covered with asphalt tile. 
Although hardware, paint and 
sporting goods continue to be 
shown on the main floor, it is in an 
entirely modernized setting. With 
removal of appliances to the base- 
ment, sales space was given on the 
second floor to a greatly expanded 
housewares and gift department. 


Cleaning and laundry supplies and 
a large display of table and floor 
lamps are now featured there as 
well. The 66 by 132-ft sales area 
is staffed by nine regular sales 
girls. On busy days the second 
floor will have as many as 17 sales- 
people serving trade. 

Under the new arrangement the 
third floor has a sales area the size 
of the second floor, including a year 
’round toy department, floor cover- 
ing department and _ furniture. 
Knotty pine walls which blend well 


The paint department on the main floor has wide aisles for customer comfort. 











New display fixtures have merchandise where it may be examined by patrons. 


with the hardwood flooring add to 
the attractiveness of that floor. 

The top floor is used for storage 
—it and the other floors being 
served by an elevator. 

Upon completion of the remodel- 
ing program the floor stocks were 
increased by $25,000, much of it 
in merchandise not previously han- 
dled by the store. 

An unexpected benefit gained by 
the remodeling program was in the 
improved employee morale, accord- 
ing to Mr. Rutan. As each depart- 
ment was transferred from its old 
layout into a modern and attractive 
selling space individuals began to 
take an increased interest in their 


F 





work and in the store, he reports. 

With its modernization and re- 
organization the store was divided 
into 17 distinct departments as 
against previously poorly defined 
departments. An old employee was 
placed in charge of each new de- 
partment, including buying respon- 
sibility. Sales are now recorded on 
cash registers assigned to specific 
departments. 

Employees like working under 
the new setup because of the pleas- 
ant and better surroundings of the 
modern store and as a result of an 
incentive plan. Although base 
wages were not changed at the time 
of the reorganization the incentive 


system added from $6 to $14 a 
week to the pay check of each sales- 
person on the floor. As part of the 
same system each department head 
receives a percentage of the sales 
in his department in addition to 
his salary. These increases range 
from $10 to $25 per week. The 
staff of the old store numbered 33 
people but now totals 75. 

Says Mr. Rutan, “Our sales peo- 
ple and department heads like this 
system because it does not set up 
any sales quotas. They are guaran- 
teed a regular weekly salary and 
can earn more by selling more. The 
only bad feature of this system is 
that it tends to make sales clerks 
dislike stock work.” 

Another important phase of the 
firm’s operation was an increase in 
promotional efforts. Soon after 
taking over the business the new 
owners tripled the advertising bud- 
get. About 80 pct of its advertis- 
ing is in newspaper space, the 
balance in radio and_ television. 
Newspaper ads feature nationally 
advertised brands of merchandise 
and tie in with the firm’s new 
slogan, “Famous Names to Go 
Buy.” 

Radio and television ads are 
chiefly institutional being directed 
to acquainting the public with the 
new store. The store has 15 
minutes of radio time every day 
over a local station. A sports re- 
view is offered one day and a news 
cast the next. Television programs 
are always in the sports field. 





Furniture and floor coverings in knotty pine third floor setting. Toy department is at extreme right. 


92 


HARDWARE AGE, MARCH 8, 1951 














y 


In tl 
Mrs. K 
trose I 
they ha 
in the 
tool enc 

In ex 
ing sal 
says th: 
importa 

“Cust 
and enc 
of powe 


Ken Tyle 


HARDWAI 








$14 a 
sales- 
of the 
t head 
» sales 
ion to 
range 

The 
red 33 


28 peo- 
<e this 
set up 
‘uaran- 
ry and 
re. The 
‘tem is 
clerks 


of the 
ease in 
. after 
he new 
ag bud- 
ivertis- 
ce, the 
evision. 
tionally 
handise 
’3 new 
to Go 


ds are 
lirected 
rith the 
has 15 
“ry day 
orts re- 
a news 
‘ograms 
eld. 
























| 8, 1951 











Power Tool Prospects 
Can Be Developed Young 


Ken Tyler, California hardware dealer, finds it a good policy to 
be helpful and instructive in dealing with youngsters interested 
in power fools. Paper boys buy fools out of weekly earnings 


In the short time since Mr. and 
Mrs. Ken Tyler acquired the Mon- 
trose Hardware, Montrose, Calif., 
they have had outstanding success 
in the development of the power 
tool end of their business. 

In explaining how he is increas- 
ing sales in this line Mr. Tyler 
says that customer education is an 
important factor. 

“Customers need advice, -help 
and encouragement in their buying 
of power tools. If they get good 
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and practical advice they are apt 
to come back and be regular cus- 
tomers for accessories and sup- 
plies. On the other hand, if sug- 
gestions are given in a haphazard 
fashion, the customer is certain to 
lose confidence in the store and will 
probably go elsewhere where he is 
treated with more consideration,” 
says this California dealer. 

Mr. Tyler finds that this advice 
is especially important with teen 
agers, who comprise a large part 


Ken Tyler, owner of the Montrose Hardware, explains various uses of this power tool. 





of his trade for power tool sales. 

Ken Tyler feels that one reason 
why he sells so many power tools 
and accessories is because he un- 
derstands their use so completely. 

“Teen agers in particular, are in 
need of good counseling, and the 
aim must be to please the parents 
as well as the young customers 
since they must sign on the notes 
of credit for all minors. This 
means that the facts must be pre- 
sented correctly to the children be- 
fore they bring their parents in to 
sign for them,” explains Mr. Tyler. 

“We have many young custom- 
ers who have paper routes, and 
other after - school employment. 
Their folks now know that we take 
particular pains to see that the 
kids get just what they pay for.” 

Mr. Tyler has three principal 
sources of prospects for power tool 
sales. One is the personal contacts 
he has with customers in his store 
as well as those he met while work- 
ing in another hardware store for 
several years. Another source is 
the leads furnished him by manu- 
facturers of power tools who use 
coupons in national advertising. A 
third good source of prospects is 
developed through participation in 
fairs, Chamber of Commerce shows, 
and the like. 

Mail order, too, has been very 
beneficial in the development of 
power tool sales. Mailings consist 
largely of manufacturers’ literature 
which are sent to the store’s regu- 
lar customers as well as to prospects 
referred to the store by manufac- 
turers. 

Booths at local and regional fairs 
have paid off well, even when an 
outside person has been hired to 
operate the exhibit. Live demon- 


strations are frequently prohibited 
by exhibition regulations, but there 
is still an opportunity to distribute 
literature and to discuss tools. 
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Plywood raised block lettering, made by the owners, identifies the store. 


Homemade Fixtures Emphasize 
Visibility-Sales Rise 100% 


Attention to traffic flow and visibility 
did the job for the Warter brothers, who 


refixtured their own store 


High visibility is a characteristic of hand and power tool displays. 








he store. 
Above—Short, narrow and low 
islands are a feature of the 
housewores section. More 
modern shelving will replace 
wall units shown at near left. 


SPREE ESET 


Right—The paint department 

is neat and well lighted. 

Emphasis is on the larger 

cans. Paint brushes are shown 

on the panel in the center 

with. accessories of various 
types below. 





Below—View of the recently 

remodeled department de- 

voted to cabinet and build- 
ers’ hardware. 





displays. 





iy 


a 


Turn page for more details 
of this store. 
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Homemade Fixtures Emphasize Visibility— 
Nales Rise 100% 


(Continued from page 95) 





When the Warter brothers—Don 
and Bob— opened their hardware 
store at 3907 Sixth St., Tacoma, 
Wash., in 1946, they used fixtures 
hastily constructed by themselves. 
At present they are building and 
installing better and more modern 
equipment in their visual front 
store. To date these improvements 
have been a large factor in increas- 
ing sales volume 100 pct although 


Rustic roofed sporting goods display just inside the angled visual front. 





refixturing has not been completed. 

Actually the remodeling cycle in 
which Warter Hardware & Sport- 
ing Goods is engaged has doubled 
floor area and tripled usable dis- 
play space. Most departments now 
have fixtures providing greater dis- 
play area plus better visibility than 
was true with the older equipment. 

The paint section was the first 
department to be remodeled. An 





Bob Warter checks stock in the cabinet hardware section. Catalog number he is 
checking is for part shown on face of door at left. Stock is in cabinet ot right. 
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overhanging cornice with concealed 
strip fluorescent lighting now gives 
illumination to each row of paint 
cans from top to bottom. Pre- 
viously only the top shelving was 
well lighted. Another feature of 
the paint department is the slight 
outward slope of the lower shelv- 
ing to better illuminate contents of 
that level. Lower shelving was 
constructed to accommodate a full 
case of gallon cans in each space. 
When one can is sold, the one be- 
hind it is moved forward. As these 
large spaces are emptied a full re- 
placement case is brought in from 
the firm’s warehouse. 

In the housewares section the 
Warters replaced their 10-ft long 
islands with 6-ft units. Customers 
had shown a tendency to shop only 
one or two sides of the older 10-ft 
islands, but now shop all sides of 
these islands with a resultant in- 
crease in impulse sales. Each 
island has four storage compart- 
ments as an aid in stock control 
since all merchandise stored in 
these units is easily reached. 

Bottom display shelves of the 
new islands are 27 in. from the 
floor, a height decided upon by Bob 
Warter and his wife. He built two 
dummy fixtures—one with bottom 
shelf 20 in. above the floor the 
other with 26 in. high shelf. Mrs. 
Warter then took the role of a wo- 
man shopper wishing to take mer- 
chandise from the bottom shelf. 
She found that the lower table was 
inconvenient and difficult to reach. 
The 26 in. table was almost right 
but still a bit low for Mrs. War- 
ter, a woman of about average 
height. Thus when new islands 
were built they were made with 
their lowest display level 27 in. 
above the floor, a height the War- 
ters have found quite acceptable to 
their feminine customers. 

Cabinet hardware occupies a4 
prominent place in a section run- 
ning along the rear wall. Smaller 
items are sampled on the outside 
of cabinet doors. Larger items are 
shown on a shelf running the length 
of the fixture in the open center 
section and beneath the cabinets. 
Cabinets in this section hold but 
one of each of the pieces displayed 

(Continued on page 128) 
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Major portion of hardware showroom, with open display units of varied sizes and heights with graduated shelving. 


4 Turnovers Now— 
Sets Sights Higher 


The display room of W. B. Barr outskirts, is a bright, roomy and concern. It should be for it was 
Lumber Co., 5105 Washington St., colorful place ideally suited to the staff-designed and was constructed 
Denver, Colo, on the city’s northern needs of that lumber and hardware under the management’s_ super- 

vision. Display units were also 
staff-designed and built. 

Barr’s has parking space in front 

of the store as well as its own 


At a staff meeting—seated, left to right: 
William K. Barr, president and general 
manager; James Cocley, manager, retail 
operations; Milton Ehrlich, controller; Miss 
Ann Deuschle, secretary to Mr. Barr, and 
Jack Cook, executive assistant to the presi- 
dent. Standing, left to right: Guy Good- 
rich, sales manager; J. R. Tuttle, in charge 
of home promotion; Vincent S$. Madonna, 
yard superintendent, and Basil Imburgia, 
director of purchases. 
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larger and properly graded parking 
field adjoining one end of the build- 
ing. That customers like the store 
and its wide aisle layout is evi- 
denced by the fact that the firm’s 
present rate of trade in hardware 
and related lines is at a rate of 
more than four turnovers a year 
with its sights set for an even 
higher rate. 

Located in the northern outskirts 
of Denver, the store serves trade in 
a 50-mile radius with the next good 
shopping center to the north be- 
ing nearly 30 miles distant. Much 
of the area to the north is devoted 
to farming. 

Radio Station KLZ, Denver, car- 
ries 15 minute newscasts for the 
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firm several times a week. Spot 
announcements are used _ daily. 
Newspaper advertising, from time 
to time, further carries the story 
of the concern’s services to home- 
owners and prospective home build- 
ers. 

Of the Barr organization’s op- 
erations, an executive says, “We fol- 
low the principle of assisting cus- 
tomers through all phases of a job. 
We work with the owner and make 
arrangements for complete instal- 
lations of needed equipment.” 

The firm’s display room with its 
visual front is 25 ft. deep and 100 
ft. long, all sections being plainly 
visible from the highway through 
a low base glass’ front stretching 


Display of different types of doors, which 

slide in grooves for easy inspection and 

comparison. Far end has wider panels 

showing samples of different types of wood, 

wall board, etc. Above sliding displays 

are a variety of bright and black finish 
grille work. 


across most of the _ building’s 
facade. A red neon sign on either 
end of the building identifies the 
organization to motorists or pedes- 
trians heading north or south. 
Green trim adds further color to 
the exterior. A front center en- 
trance and double entrance on the 
parking field end provide easy ac- 
cess to the neatly arranged store. 

Wide aisles permit free traffic 
movement throughout the length 
and breadth of the showroom. All 
floor displays are of open type with 
graduated shelving for greater 
visibility, several] different heights 
and sizes of units being used. From 
time to time their location is 
changed to provide a different ap- 
pearance. 


The showroom is_ illuminated 
with two lines of continuous 
fluorescent tubes, supplemented 


with ceiling spotlights. Offices 
stretching along the back of the 
showroom have banks of fluores- 
cent lighting units which add fur- 
ther to the high illumination level. 
Light finish display fixtures, white 
acoustical ceiling and two-tone 
green walls add to the general 
brightness of the room. Floor re- 
ceptacles are placed at convenient 
intervals for demonstrations of 
power tools and other electrical 
equipment. 

J. R. Tuttle, who directs the 
firm’s home promotion department, 
designed the building and store 
layout and was in charge of its 
construction and the making of the 
fixtures. 
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Carl Nahrath, man- 
ager of hardware 
division, second 
from left, with some 
of his associates 
who work under the 
incentive pay plan. 


Incentive Plan Pays Off 


For Neis 


Entire hardware staff, plus plumbing 

salesmen, are under plan which profits 

firm and employees. Training program 
provides further benefits. 


Employees of the hardware di- 
vision and inside salesmen of the 
plumbing division of The Neis Co., 
7943 W. National Ave., W. Allis, 


Wis., have considerable responsi- 

bility. Their reward for that re- 

sponsibility is an incentive plan. 
The Neis Co.—an Ace Store—op- 






















































1951 








Visual front of Neis store with prominently displayed firm name 
on center entrance canopy. Hardware division is to the left. 
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erates its two divisions in the same 
showroom, separation being pro- 
vided only by center supporting 
posts. Traffic flows freely between 
the two units to the benefit of both 
sections. 

Carl Nahrath manages the hard- 
ware division and has nine full 
time employees and two part time 
men, all of whom are under the 
firm’s incentive plan which has 
been in effect for three years. - 

Full time employees of the hard- 
ware division receive starting 
salaries of from $35.00 to $50.00 
per week, plus 3 pct on all gross 
sales. With their 3 pct gross sales 
commission their incomes range 
from $50.00 to $75.00 per week. 
Two part time salespeople working 
Fridays and Saturdays are paid 75 
cents per hour, plus 8 pct of their 
gross sales. 

Each hardware division employee 
is required to houseclean his own 
department, keep it stocked and 
turn in requests for stock replace- 
ments. Employees are also ex- 
pected to sell in other departments 

(Continued on page 116) 
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Swanson's modernization program resulted in a self-service store 
in which a stepped-up merchandising tempo could more effectively 
be carried out. The firm's farm-to-farm personalized selling hos 





Farm-to-Farm Selling 
Sparks Store-Wide Volume 


Early in 1950, A. Swanson’s 
Sons, Red Wing, Minn., opened its 
doors on a new store and a new 
department, farm sales and ser- 
vice, which opened the door to 
new volume. 

The inauguration of this and 
other departments signaled a step- 
up in the firm’s merchandising 
tempo, sparked by a farm trade 
policy to build on-the-farm selling 
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been responsible for greater store traffic. In oval—Carl Swanson, 
sales and service man, who averages 1,000 farm calls monthly. 





Farm sales and service policy, inaugurated with opening 
of modernized store, channels more farm trade throughout 
all departments of this Red Wing, Minn., store 


opportunities related to the dis- 
play and sales possibilities cre- 
ated by the newly completed mod- 
ernization program. 

Farm-to-farm sales and service, 
as conceived by the Swanson 
store, reaches out to the numerous 
farmers in the rich Red Wing 
area, which includes part of Min- 
nesota and Wisconsin. The town 
itself has a 12,000 population. 


Twofold in its purpose, the pro- 
gram was designed to sell farmers 
on their own home grounds, their 
farms, and to induce them to visit 
the Swanson store and make it 
their buying headquarters. 

Heading the store’s farm sales 
and service department is Carl 
Swanson (no relation to the 75 
year-old store’s president, H. A. 
Swanson, Jr.), who has had an 
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agricultural training background, 
including extension work and milk 
testing association contacts. Mr. 
Swanson works on a salary and 
commission and schedules his own 
field trips, which are an impor- 
tant phase of his work for the 
store. 

His travels average 1,000 miles 
a month throughout the store’s 
trading area, in which 2,000 fami- 
lies farm. Practically all of them 
are prospects or customers, who 
represent, in the aggregate, tre- 
mendous annual buying power, 
which the Swanson organization 
is trying to channel more directly 
into its store. 

Basic in the Swanson farm sales 
program is a milker sales and ser- 
vice department which extends to 
every purchaser a year’s service, 
free of charge. He also receives, 
free, periodic equipment check- 
ups and pays only for new parts 
that may be needed. Many of the 
milking machines can be repaired 
on the spot, the need for return- 
ing to the store for repairs largely 
eliminated by the frequent ser- 
vice check-ups. 

These service calls have their 
own reward in tips about other 
farmers who might be prospects. 
When calling on such prospects, 
Mr. Swanson sets up a milker or 


Next to the bolt and builders’ hardware sections is the entrance way to the firm's 


furniture department. Appliances are another major line. 


These are promoted when 


on farm equipment and installation calls. 


two and sometimes will even milk 
the entire herd for a farm as a 
practical demonstration during 
which he can most effectively ex- 
plain the various features of the 
equipment. This naturally makes 
most farmers more receptive to a 
sales presentation because it saves 
him the time and labor of milking 
his own herd. 

After such a demonstration, Mr. 


Swanson will leave a milker for a 
week’s try-out. When on the call- 
back, he is usually able to sell the 
machine. 

An average milker unit sale 
ranges from $110 to $125 but since 
most farmers need two units, the 
figure is doubled and for farmers 
who have more than 30 milking 
cows, sales can run as high as 
$400 or more. 


Color played an important part in the store's modernization. Fixtures, such as the tool section above, 
are of limed-oak finish, and the background colors are blue, orange and dusty pink. 
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Frequently when calling on a 
farm family and it is lunch or 
dinner time, he is invited to eat 
with the family. Such an invita- 
tion is a wonderful opportunity to 
visit with the farmer, to discuss 
farm problems and so become bet- 
ter acquainted. Often sales can be 
made right at the dining room 
table but Mr. Swanson never tries 
to push sales then unless the 
farmer shows a disposition to talk 
business. 

Silos are another profitable liae 
sold by the store. These are sec- 
tional units, ranging in prices up 
to $1,150, installed. They can also 
be bought installed by the farmers 
and his hired hands or the Swan- 
son store can handle the installa- 
tion. 

Barn equipment, ventilation, 
dairy supplies are other important 
parts of the farm services. To sell 
these where they are needed, takes 
time and knowledge. Hence, to fa- 





Pricing Back Orders 


Dear Editor: 

. In regards to an editorial in the 
January 25th issue of HARDWARE 
AGE, page 7, relating to the back- 
ordering of out of stock items by 
wholesalers. 

In times such as these where 
shortages of merchandise are prev- 
alent, back-ordering merchandise 
can lead to serious implications. 
For instance, we forget the tre- 
mendous amount of bookwork this 
piles on the shoulders of the whole- 
saler. He must file a record of 
each and every back-ordered item, 
in the order in which the original 
orders were received, and upon the 
arrival of the back-ordered mer- 
chandise, must go over each and 
every order, allocating the mer- 
chandise out to the dealers. 

The dealer upon receipt of his 
invoice listing back-ordered items, 
has no idea whatsoever when he 
may expect the back-ordered mer- 
chandise. He may sometimes have to 
wait weeks, even months. Naturally 
rather than risk being out of the 
merchandise for too long a period of 
time, he orders from another sup- 
plier. Too few dealers have the 
time to keep a list of back-ordered 
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miliarize himself with the require- 
ments of farmers, Mr. Swanson 
likes to spend as much time as 
possible out in the territory. 

He makes records of every call, 
of what equipment is being used 
as well as is needed, and the ap- 
proximate time at which the 
farmer can be expected to buy. He 
finds that the farmers are usually 
willing to give such information. 

One of the important facets of 
Mr. Swanson’s work among farm- 
ers is to promote among them the 
Swanson store remodeled by the 
Minnesota association; its mer- 
chandise and services in its hard- 
ware and furniture divisions. All 
whom he calls upon are invited to 
stop in at the Red Wing store. 

He is also able to sell other 
lines than farm equipment when 
out on his calls. If farmers show 
any interest in housewares, appli- 
ances, tools, or furniture, he talks 
up the firm’s lines. He gets a com- 


merchandise, therefore should the 
second wholesaler be able to supply 
the back-ordered merchandise, the 
dealer neglects to cancel the origi- 
nal backorder, and_ eventually 
winds up with an overstock of the 
particular merchandise. Back-order- 
ing by wholesalers can be an end- 
less process, and probably in the 
end causes more hardships, book- 
work, and uncertainties than it is 
worth. 


mission on all furniture and ap- 
pliances sales made to prospects 
he has developed. 

Store business records show 
that the farm sales and service 
policy is achieving its ends—in- 
creased volume from its personal- 
ized farm-to-farm approach and 
an increasing share to the store of 
farm trade in the hardware and 
furniture departments. 

The farm sales and service pro- 
gram is supported by newspaper, 
direct mail and radio advertising 
throughout the trading area. 

The store, itself, is its own ad- 
vertising medium, for there cus- 
tomers find a bright, modern room, 
with new limed oak display 
fixtures, an attractive brown and 
grey patterned asphalt floor and 
daylight lighting. Color is used to 
accent the merchandise, the tones 
ranging from blue to dusty rose 
and orange to create striking 
effects. 


Rather, let the wholesaler cancel 
the short merchandise, notifying the 
dealer either by card or on the face 
of the invoice, and let the dealer 
continue to order from each of his 
suppliers. Eventually the law of 
averages will prevail, and the dealer 
will receive the merchandise, and 
eliminate the chance of overstock- 
ing on certain items. 


A Wholesaler’s Salesman 





Hardware Hats Attract Easter Shoppers 





ie 





The East End Hardware Store, E. Liverpool, Ohio, used this window featuring Easter 
hats, created from hardware and housewares items, last year and attracted con- 


siderable attention and favorable comment. 


Paint brushes, mops, dusters, pots and 


pans were used to fashion the hats. 
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Consistent Advertising Builds 


Sports Goods Sales 


How City Hall Hardware Co., Providence, R. I., 
uses newspaper ads fo keep things humming in 
its big sporting goods department 


Just about every type of outdoor 
sports equipment used in its area is 
offered by City Hall Hardware Co., 
Providence, R. I., and the firm uses 
plenty of daily newspaper advertis- 
ing to emphasize that fact. The 
department’s street floor location, 
which is featured in sporting goods 
advertising, gives it particular ap- 
peal to men shoppers. For while 
men will spend considerable time 
browsing in a sporting goods de- 
partment to discuss and test the 
merits of different makes and types 
of equipment, they like to save time 
in making their exit or entrance. 

The department’s advertising 
schedule is flexible to meet seasonal 
needs and interests in various 
sports. Ads may appear several 
times a week as the height of a 
sports season approaches. In fact 
advertising is timed to be heavy 
even before the active playing sea- 
son starts. Sometimes full page 
ads used by the store have a por- 
tion of them devoted to sports 
items. At other times boxes in less 
than full page ads are utilized. 

The 30 by 40-ft sport goods sec- 
tion offers wide assortments of fish- 
ing, baseball, tennis, boxing, bas- 
ketball, golfing, horseshoe pitching, 
badminton, croquet, table tennis, 
camping, fencing, skating and other 
types of sports equipment. Trophies 
for all types of sports are also sold 
in the department. 

Tying in with its heavy advertis- 
ing schedule are window displays 
with one large front window being 
devoted to sports equipment the 
year ‘round. In the words of Max 
Siegal, vice-president and trea- 
surer, “Displays are of the mass 
type, are exceedingly well lighted 
and attractive, and practically 
every item is priced. The produc- 
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tivity of our windows is indicated 
by the large number of requests for 
products shown in them. Part of 
this large window is changed each 
week so that those passing it con- 
stantly see something different.” 
The sporting goods department 
is featured in a series of 35 high 
wall displays which may be seen 
from practically all parts of the 


street floor. Each has a large sign 
such as “Baseball Accessories,” 
“Archery Accessories,” etc., with 
several items for that particular 
sport mounted on them. 

When promotional items — out- 
standing advertised merchandise 
at regular prices or clearance num- 
bers—are featured in newspaper 


(Continued on page 119) 
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SPLIT BAMBOO SURF ROD, stainless steel quides end 
tip; perfect quality. ° reg. 20.00 9.95 
“GEP" SOLID GLASS CASTING ROD, 

42 or SH. reg. 9.95 «8.95 
SPLIT BAMBOO 9 FT. FLY ROD. reg. 7.50....3.98 
TUBULAR STEEL CASTING ROD reg. 15.00 = 5.98 
FRESH WATER CASTING REEL, Quadruple 
multiplying; level wind.............reg. 5.00....2.98 
“OCEAN CITY” 200 YD. SURF OR PIER REEL. 6.00 
“REMAX” NYLON BRAIDED CASTING LINZ, 15 'b 


test; unconditionally guerenteed. 50 yd. spoo! 8c 
“REMAX” BRAIDED NYLON LINE, Unconditionally 
querenteed. 50 yd. 36 Ib. test: salt water wwe 


FRESH and SALT WATER FISHING TACKLE 





—-\ “DYNAVOX” Portable 
= ELECTRIC 


PHONOGRAPH 


1 _ 


id 50c WEEKLY | 
m ‘ 














[| mosqurro AND INSECT REPELLENT—Regular 29c bottle, 2 or. 


5c | 


















“LUTHER WHITE” GOLF CLUBS 


MADE BY MAKERS OF FAMOUS “LOUISVILLE GRAND SLAM” GOLF CLUBS 





MATCHED-REGISTERED 
“LUTHER WHITE” “LUTHER WHITE” 4 E 
vos WS 7 YTHER— 
Re. 94 Res 94 WHITE” 
9.00 6.00 — 





“MUSIC 
BOX” 


Metro. 


N) PORTABLE RADIO 

















CITY HALL HARDWARE 








Fishing tackle—salt and fresh water—and golf clubs occupied space of 5 by 8 in. 
in a June 1950 store-wide ad which was five columns wide by a full page deep. 
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R. Ronald Field, salesman, keeps 

track of ranch customers’ needs 

with his own special set of loose 
leaf records. 


Outside Contacts Build Volume 


How Bob Field uses phone and personal calls 
for A. C. Eaves Co. His own special records 
are a powerful sales aid. 


Neatness is the 

keynote of these 

displays of related 
lines. 
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Business is good at the A. C. 
Eaves Co., 8th and D. Sts., Brawley, 
Calif. It is that way because the 
firm operates an up-to-date store 
and carries its sales story direct to 
the business places of its customers. 

Until the firm entered the hard- 
ware field nine years ago its chief 
activity was operation of a country- 
town machine and blacksmith shop. 
The shop is still a part of its busi- 
ness. 

Some months ago the Eaves com- 
pany opened its new 6,000 sq. ft. 
building from which 85 pct of its 
volume is now sold. As a matter 
of fact the new quarters for the 
hardware store have been one of 
the reasons for an increase of 
nearly 20 pct enjoyed thus far. 

Outside selling by personal calls 
and phone followup are also im- 
portant factors in the firm’s im- 
proving volume. Of this outside 
selling, Wayne R. Hudson, hard- 
ware manager and one of three co- 
owners of the firm, says, “Not the 
least reason for our growth is that 
we rustle for business. When he 
has the chance R. (Bob) Ronald 
Field, our industrial man, visits 
farmers and agricultural packing 
sheds for orders for supplies. If 
Bob cannot go out on his regular 
personal calls he telephones his cus- 
tomers.” 

Mr. Field, who goes after busi- 
ness in a systematic way, says, “I 
keep track of my good industrial 
accounts with my own bookkeeping 
system. I maintain an indexed 


(Continued on page 126) 


Modern front of Eaves Hardware. 
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=a & Shippers 
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Jack Feeney ,Shea Foreman _— 
Contacted 11/5/50 
LETTERS 


Culvert 11/15/50 
Wheat Paste by 
Belt & Chain 11/25/50 


a ha 
chase order No.1001. Ched 
a culverts 16 ga. x 15 bone Age 
rchase order No.110l- Ched Invoice 13450 


200 ft 14 in. Cot 
e Cotton Rubb 
1 = 13 x 12 inch hose — Fire Hose 


ice 12305 
zx 12 Ft.long 





Here is a part of 





Below—Memo pages 
like this give Bob 
Field complete data. 
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CREDIT 





and Collection Methods 


Letter writing is an art, especially when you are 

writing collection letters. Here are examples of 

good collection letters, covering practically every 

collection problem, which a busy dealer can use 

as a guide in writing his letters. Also included 

are letters for attracting new credit accounts and 
reviving inactive accounts. 


In two previous articles the prin- 
ciples involved in successful credit 
procedures for retail stores were 
explored. Certain rules to be fol- 
lowed in each credit transaction 
were outlined. We should now pro- 
ceed to study some of the types of 
letters which, can be used, or 
adapted, to meet almost every situa- 
tion which might develop in connec- 
tion with handling credit accounts. 

We have considered the credit 
and collection function in its pro- 
tective phases, but there is another 
and more valuable element to sell- 
ing on credit and that is sales pro- 
motion. For this reason we must 
also consider some letters which 
hardware stores may use to attract 
new customers and to thank others 
for their patronage upon the com- 
pletion of payments, and in other 
situations. 

It has been stressed that mer- 
chants can use both the personal 





The two preceding chapters of this 
article were published in HARDWARE 
AGE, February 8 and February 22. 
These chapters told how credit can 
be used by dealers as a selling tool, 
how to use the personal and imper- 
sonal approach in collection efforts, 
do’s and dont’s of good collection let- 
ter writing, and other aspects of 
credit and. collection methods. 
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By LEONARD BERRY 
Educational Director, 
National Retail Credit Assn., 
St. Louis, Mo. 


and impersonal approach to collec- 
tions of delinquent accounts and, 
better yet, combine both ap- 
proaches. We have suggested that 
by the use of standard printed 
forms hardware stores can keep 
collections on the impersonal basis. 
These serve a purpose because they 
leave no sting. These are recom- 
mended for use on accounts which 
run over three months. The use of 
the personal approach, which in- 
volves the use of letters calls for 
sound judgment and tact. 

The following letters may be 
used as is, or modified to suit spe- 
cific cases. 

This would be an appropriate col- 
lection letter to the average cus- 
tomer, after the printed notices or 
stickers had been used. The letter 
is short, easy reading and to the 
point. This is where the personal 
part of the collection procedure be- 
gins: 

Dear Mrs. ‘ 

In a spirit of fairness, which I am 
sure you will wish to reciprocate, 
this further opportunity is given 
you to protect your credit standing. 
As you probably know, we are re- 
quired to report to our Credit Bu- 
reau all accounts remaining unpaid 
after a certain length of time. 
Your account shows an unpaid bal- 
ance of $ Surely you will 
prefer to pay this account now, 


PART I]! 





rather than have it recorded in the 
Bureau. 
Please send your check today, and 
all will be well. 

Sincerely yours, 


The following is a collection let 
ter to a customer of good standing, 
owing an unusually large bill. 


Dear Mrs. —————: 

Although you have not said so, we 
have a feeling that your present 
past due balance is rather difficult 
for you to fit into one month’s bud- 
get, and that you are a little re- 
luctant to consider partial pay- 
ments. 

Of course we would like to have 
payment in full now, but since you 
have not been able to do this, we 
are glad to suggest an alternative 
plan. 

Here is our thought; divide the 
total balances of $ by three 
and write us a check or send @ 
money order for that amount. Next 
month do the same thing, and by 
the third month your accounts will 
be on a current basis once more. 
This plan will ease the strain on 
each month’s funds and also enable 
you to make current charge purt- 
chases. Send your first check today 
and please pencil a note so that we 
will know the date when subsequent 
checks will come to us. The best 
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TIE IN YOUR SELLING EFFORTS 
WITH PLANET JR. SALES PUNCH! 


Planet Jr. Advertisements in the 
Farm Journal, Pathfinder, 
Better Homes & Gardens and other 
fational publications are telling 
your customers and prospects 
“How to Eliminate Garden Drudgery."” 


; iil 
mina 
10 ett 4 


“a now ? 


eo we ae results! 
pay rime! Sere 
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Planet Jr. 
; Ganote teacroe 


UY] 


A COMPLETE LINE 


for Farm and Garden 


AND WATCH YOUR PROFITS 
GROW and GROW and GROW! 


Yes! Your profits will grow and grow if you tie in your own 
selling and advertising with the Planet Jr.’s powerful national 
campaign. Everybody is interested in getting rid of ‘‘Garden 
Drudgery” for better living. Planet Jr. Farm and Garden 
Equipment can help your customers live better by taking the 
back-breaking work out of farming and gardening. Sell your 
customers the basic idea and they’ll come back time after 
time to buy Planet Jr. equipment. We are telling the story to 
the millions of readers of national farm and garden publications, 





2 Whee! Hand Cultivater 




















but it’s up to you to sell them. ° \~ — : 
Ar A 
Write for complete details of the ‘‘Garden Drudgery Story’ and y g} 
be ready to turn your prospects into profits by selling Planet Jr. Fertilizer Spreader 
to help them live better. 
, “She 
Hand Fertilizer 








Planet Jr. Seem 


FINEST IN THE FIELD 1 Weel Gand Catteoter 













5S. L. ALLEN & CO., Inc. + 3417 N. Fifth Street +» Philadelphia 40, Pa. 
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of good wishes for the eventual ad- 
justment of your finances. 
Cordially, 


Here is a collection letter for 
the early stage of pastdueness: 


Dear Mrs. ————-: 

One of the difficult Giese we find 
about writing a customer about a 
past-due bill, is to find just the 
right words to adequately express 
ourselves. 

You see, Mrs. Blank, this is a 
friendly store. All our efforts are 
directed to making the customer 
pleased with our merchandise and 
store service. Credit is part of 
that service, arranged with the 
thought that the customer will en- 
joy its convenience and will pay the 
bill when rendered. 
Naturally we want to keep that 
same spirit of friendliness in our 
collection department because that 
is the way we like to do business, 
but of course we must get our bills 
paid too. 
Perhaps we should just say now 
“Mrs. Blank, you owe us $ 
and it is becoming quite past due. 
Will you please pay now?” Thank 
you, we felt sure you would. 
Cordially yours, 


Collection letter, accounts long 
overdue: 


Dear Mrs. 
It is necessary for 1 us to arrive at 
a definite understanding with you 
concerning the bill you owe us. 
You have received several monthly 
statements and many letters from 
us. All our efforts have been di- 
rected towards indicating to you the 
importance of prompt payments in 
order to retain the credit convent- 
ence. 
To avoid further complications, you 
should pay this bill, and we strongly 
urge you to do so. We feel that we 
have done our part, and must ask 
that you do yours. 
Please send your check today. It is 
important that you do not delay. 
Sincerely yours, 


Collection letter for an account 
seriously past due: 


Dear Mrs. s 

You are, we hope, interested in 
your credit standing in the com- 
munity, because it may easily be- 
come of vital importance at a future 
date. 

It often happens that at some par- 
ticular juncture of life, the ability 
to command credit is very neces- 
sary. The way you pay your bills 
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today determines your credit rating 
tomorrow, and decides whether 
you are credit-worthy or not. 
Recognizing this fact, you should, 
in all fairness to yourself, really do 
something about the account you 
owe us, amounting to $————-. 
Immediate and full payment, of 
course, should be made to properly 
safeguard your credit reputation. 
However, should that not be pos- 
sible, you are urged to come in and 
talk it over. You will find us will- 
ing to work with you in finding a 
way out of this difficulty. Further 
delay is inadvisable. The urgency 
of the matter merits your quick 
action. 

Yours very sincerely, 


Collection letter for overdue in- 
stallment acceunts: 


Dear Mrs. 

Under the terms of the Convenient 
Payment Account, we gladly ar- 
ranged for you, monthly payments 
of $———_——- were to be made. Per- 
haps you will remember that you 
talked the matter over with one of 
our credit advisors and you felt 
sure that you would have no diffi- 
culty in making your payments. 
Naturally we are sorry that you 
have not maintained your agree- 
ment because as you must realize 
your credit standing in the com- 
munity depends on the way you pay 
bills. Good credit is an important 





thing to possess, as we discover 
when, because of our thoughtless- 
ness, the privilege of buying on 
credit is denied us. 

Please do not let this happen to 
you. Keep your credit good by 
meeting each payment as you 
agreed. You now owe us on your 
contract the amount of $- 
We shall expect to receive this 
amount immediately. 

Very truly yours, 


Credit Manager As Sales Builder 


All that has been said thus far 
concerns the credit and collection 
function in its protective phases. 
Nowadays, however, the credit ex- 
ecutive has a greater and more 
valuable role to peform—that of 
credit sales promotion. It is here 
that the credit manager uses the 
tool of credit to create more sales. 
So important is this part of his 
work that many credit managers 
assume and properly so, the title 
Manager of Credit Sales. 

This function consists of three 
main elements: (1) Preparing and 
carrying out a program of getting 
more new credit customers; (2) 
Regular campaigns to revive inac- 
tive accounts, and (3) Efforts to 
increase credit purchases of the 
customers already on the books. 

Each merchant must determine 

(Continued on page 122) 
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Why one of his stores attracted 
a greater percentage of men than 
women is something J. E. Horgan, 





Reno, Nev., gave up wondering 
about and decided to capitalize 
upon. 


A few years ago he and his three 
sons opened a new highway store, 
Commercial Hardware Co., 
with the same type of merchandise 


Reminder signs call attention to the 
rental service which was instituted to the 
stimulate tool sales but has become a 
profitable department. 




















De Wa 
OWER SHOP 







Power tools are dis- 
played along shelf 
of the 150-ft store 
front. All tools can 
be demonstrated in 
the store. 


Tool Rentals 


Traffic in store was heavily masculine, so its 
owners decided to capitalize on this fact and 
went into rentals. Here's their experience 


as the older one, in downtown Reno. 
But from the beginning, its store 
traffic experience was the complete 
reverse. More men than women 
became patrons of the new store. 

When the Horgans stopped trying 
to explain this, they decided to 
build up the type of lines that 
would appeal most to men, among 
them power and hand tools, and 
then to build up their tool lines, 
they put in a rental service. 

The store has a 150-ft front and 
50-ft depth. In the change-over, 
half of the window space was de- 
voted to displaying power tools and 
an outside salesman was added to 
the staff to call on contractors and 
visit every new construction job. 
All building permits were also 
checked for additional leads. 


W. G. Horgan is behind the counter of 

store, which serves a ratio of three 

men to each woman customer. When it 

was opened, the store was planned to 
serve women. 
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Pay for Themselves 


Copy of 


Inside the store, demonstrations 
were held, and then several months 
ago rental equipment was hit upon 
as the additional stimulant for tool 
sales. The Horgans did not expect 
to make a profit from their rental 
service. Rental prices, however, 
were kept in line with those 
charged by other firms in the area. 

“Very soon we found,” W. G. 
Horgan advises, “that equipment 
and tool rentals are far more than 
a stimulus to sales. The depart- 
ment has been very profitable, with 
many items paying for themselves 
in less than eight months time.’ 

Rentals charged per day are: 
sanders, $1.50; ladders, $1.50; ce- 
ment mixers, $4.50; power saws, 
from $1.50 to $3.50; lawn rollers, 
50 cents; weed burners, car polish- 
ers and routers, $1.50. Charges 
for power hammers, pipe tools and 
polishers vary, depending upon, the 
size and the cost of the equipment 
rented. 

The only piece of equipment 
which has been removed from, the 
rental list is the paint sprayer. It 
required from one to two hours to 
clean the sprayer after each rental 
and the rental trade would not 
stand a charge sufficient to cover 
the work. 

“We started out to have a wo- 
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rental 
agreement. 








I hereby acknowledz 


and 


1. 
2. 
For this purpose, 
purposes only, 
be responsible 


4, 


5. 


Careful manner, and 


DATE: 


RENTAL CONTRACT 


@ receipt from COMMERCIAL HARDWARE 
COMPANY of the following equipment: 


This equinment is delivered 
as consideration I azree as follows: 
To return this equipment not later than 
——_.0' clock on, 1950 
To pay es rent for this equipment $ 


a day is any period of 24 hours, 


3. This equipment is 


+ + 
vo me fer rental purposes only 
Ps = wf 





—per day. 


and every 


fraction of a day shall be Considered as one day 


delivered to me for rental 


and the COMMERCIAL HARDWARE COMPANY 


shall not 


f 
or any accident or damage resulting directly 


or ind 
ndirectly from my operation or possession of 


this equipment. 


T shall not surrender possession of this 
equivment to anyone other than the COMMERCIAL HARDWARE COM 
(PANY. 
I 
shall use and care for this equipment in a 
shall pay for any loss of or damace to 


thi 
S equipment during the time it is in my possessio 
n. 


eee cesearearseeseeeemeinitinsisisceeesees 

















(Signature) 


(Address 5 


























(TZL. NO) 








(AUTO LICENSE No.) 





man’s store,” says Mr. Horgan, 
“and wound up with something 
very different. In fact, today, there 





Commercie!l Hardware Co., Reno, is a highway store which offers free parking in an adjoining paved lot. 


is little in our second store to at- 
tract the woman customer. But we 
are well satisfied.” 


o 
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Pettee's appliance sales 
manager uses newspaper and 
radio advertising, store 
service and reliable 
brands to channel demand 
into the store. Here are 
his arguments against 
outside selling 


W. J. Pettee & Co., Oklahoma 
City, Okla., for some time has been 
operating its appliance department 
without an outside sales crew. In- 
stead, the company, which operates 
11 retail hardware stores, has 


turned to advertising those lines; 
relies on the good will engendered 
by its good service and the relia- 
bility of its brands. 


according to 


These, William 
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Is Outside Selling Necessary ? 












No’, Says Pettee's 








Morris, appliance department man- 
ager, have proved to be less costly 
than maintaining an outside selling 
organization and have produced the 
type of volume that shows more net 
profit. 


Mr. Morris, one of the pioneers 
in the appliance field, started years 
ago as an outside salesman and to 
prove it, sports an outsized thumb 
developed by ringing door bells. It’s 
his merit badge. Eventually he 
worked himself up to a sales man- 
ager’s position and in that capacity, 
he interviewed applicants, screened 
them, hired them, trained them, 
and fired the majority. 

His thinking, appliance sales- 
wise, is along lines contrary to most 
accepted appliance selling practices 
but nonetheless’ successful for 
Pettee’s, Mr. Morris doesn’t believe 
that outside sales crews are neces- 
sary any longer since the need for 
missionary work on appliances is 





‘fii 
J Oe ae 
“ 


wows 


Pettee's third floor appliance department. Demonstrations are made in the store, not in customers’ homes, a practice, which Mr. 
Morris, appliance and toy department manager, contends, customers really resent. 


done. They now have public ac- 
ceptance. 

“This idea of believing an outside 
sales crew necessary,” he observes, 
“is a hang-over from the early 30’s. 
Most present day appliance dealers 
are trying to adjust present day 
sales methods to conform to an era 
long past. 

“When there was missionary 
work to be done, there was a need 
for missionaries. In those early 
days, we weren’t selling washing 
machines; we were selling people 
on the idea of using them. House 
demonstrations then were the most 
convincing. Today, every type of 
major home appliance is accepted 
by the public. Like the horse and 
buggy, the door-bell ringing appli- 
ance salesman has outlived his use- 
fulness.” 


To replace the door-to-door sales- 
man, Pettee’s have turned to radio 
advertising. “It is expensive,” re- 














HARDWARE AGE, MARCH 8, 1951 

















ylic ac- 


outside 
pserves, 
rly 30's. 
dealers 
ant day 
) an era 


sslonary 
; a need 
e early 
washing 
r people 
. House 
he most 
type of 
accepted 
yrse and 
g appli- 
his use- 


or sales- 
to radio 
ive,” re- 





regular and half surface 


ANOTHER EXAMPLE OF ash seul 
iP Vale), 7. Vie cele @) tuee).) | J53¢ teal. 13 | FAVORITE SUPPLIER 
OF QUALITY-BUILT 


yilder’ 
Hard et 





A65-015 3-1/2” x 3-1/2” Ball Tip Butt Hinge 


A wide selection of regular weight 


Butt Hinges and regular weight, 


Half Surface Butt Hinges ... both Ball Tip 


| and Button Tip (with Loose Pins) 


N NATIONAL LOCK COMPANY 


ROCKFORD, ILLINOIS @© MERCHANT SALES DIVISION 
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Distinctive Hardware...All from ] SOUrFCE gee 
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THREADING MACHINE 





at Lessa Cost / 


No other low cost, complete pipe threading 
machine can match—point for point—the 
outstanding FEATURES of the Oster No. 
502 “Pipe Master.” 


Exclusive! 
“Auto-Grip’” 
Chuck 


Grips ANY kind of 
pipe aytomatically! 
No chuck bar or “T” wrench needed. It’s 
a PLUS feature on the “Pipe Master.” 





Die-Head 
and 
Reamer 


Quick-opening, ad- 
justable Die-Head 
and detachable | 
Reamer. Twoof many’Pipe Master’ features. 








A new Oster accessory! Range 12” to 2”. 
Speeds threading of extra-close nipples! 


Inspect for yourself the many “PLUS” values 
you get in an Oster “Pipe Master.” Stand- 
ard range “4” to 2” pipe. Extra range Ye" 
pipe. Range with drive shaft 212” to 8” 
pipe. Bolt range 4” to 142”. Write for 
catalog — NOW! 


THE OSTER MFG. CO. 


2028 East 6lst Street » Cleveland 3, Ohio 








ports Mr. Morris, “but not as ex- 
pensive as maintaining an outside 
sales organization. And, radio ad- 
vertising does the job whereas 
salesmen can’t produce enough 
volume to warrant their keep.” 

Further, Mr. Morris believes 
that it is sales crews who become 
too easily panic-stricken, about con- 
ditions, not the public. As an ex- 
ample, he cites the recently imposed 
Regulation W. In spite of reports 
of a public made hesitant to buy by 
the imposition of credit controls, 
he ran an ad in the local paper the 
day before the controls went into 
effect. 

The following day was the big- 
gest sales day, including all big 
Christmas days, in the store’s his- 
tory. On that day, Mr. Morris sold 
two television sets, each priced at 
approximately $600. And both pur- 
chasers had had a TV set in their 
homes on demonstration. 

Incidentally, putting television 
sets out on demonstration, is an- 
other practice frowned upon at 
Pettee’s. Mr. Morris’ renort on a 
conversation with the purchasers 
of the two $600 sets explains the 
reason why: : 

“I told the salesman when he 
called,” said one lady purchaser, “I 
wasn’t interested but he insisted, 
saying I was under no obligation to 
buy.” Then he pled. “If it would 
help him out,” she reported, “I told 
him he could put a set in for a few 
days. But I warned him again, I 
would not buy.” The second TV 
purchaser had a similar story to tell. 

Such salesmen as these. Mr. Mor- 
ris feels, are either kidding them- 
selves or their emplovees about their 





selling ability. Nevertheless, the 
store that had put the sets out for 
demonstration, was out the expense 
of hauling them back and forth and 
took the additional risk of damaging 
the all-important TV tube. 

“It is also evident,” advises Mr. 
Morris, “that customers are fast 
becoming more and more reluctant 
to buy appliances from dealers who 
put their merchandise out on home 
demonstrations. When customers 
buy a new appliance, they want to 
buy it out of the crate—factory- 
fresh!” 

Pettee’s appliance department has 
three salespeople on the floor, one a 
young woman. Each receives a 
basic salary and a bonus commis- 
sion, all commissions being pooled 
and each salesperson receiving an 
equal amount. In this way, accord- 
ing to Mr. Morris, all work as a 
team and no one begrudges waiting 
on another’s customer, should one 
be out or busy. 

Answering a query as to whether 
or not the store could get more vol- 
ume from an outside sales force, 
this is Mr. Morris’ reaction: 

“Any store must depend a whole 
lot upon its good will. Women do 
not appreciate being annoyed by 
answering their door to receive a 
salesman. If this were not true, 
there would be no slamming of doors 
in salesmen’s faces; there would be 
no angry answers or dismissals. 

“A woman called to the door 
several times during a day to be 
greeted with, ‘I’m with Pettee’s. I’d 
like to show you..... ? is soon go- 
ing to bear a resentment toward the 
name, Pettee’s. And when _ she 
makes up her mind, not feeling too 





Pettee's appliance and toy department manager, William Morris, who believes in selling 
quality, brand-accepted merchandise in the store rather than operating an outside sales 
crew on a high volume-low net profit basis. 
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Smart, heads-up dealers everywhere are stocking Arvin house- 
wares to get Arvin’s full, generous profit margin—a thumping 
40% without the penalty of buying in carload lots! 

Yes, Arvin is a great line not only for profits but for down- 
right quality . . . and for the top sales appeal of Arvin’s 5-year 
electric iron guarantee ... the world’s foremost line of electric 
heaters . . . and the versatility of the famous Arvin Lectric Cook. 

Nineteen-fifty was the banner year in the history of Arvin 
dealers. And—best of all—Arvin housewares are still rolling out 
at a rate that means continuing business for every Arvin dealer. 

Profits? Sales? Ask any Arvin dealer! He has plenty of reason 
to smile broadly these days. 


Futon 


eveny GET occasion 





Add the extra sales power 
of NEMA’s gift campaign! 


There are plenty of extra sales in this great gift idea. Get full 
details today. It’s a natural key to the profitable birthday, anni- 
versary, Mother’s Day and other special gift occasion business! 
And Arvin supports your own efforts in its national advertising. 

Arvin electric housewares are advertised in Ladies’ Home 
Journal, Saturday Evening Post, Better Homes & Gardens and 
Successful Farming. 


Electric Housewares Division 


Arvin Industries, Inc. « Columbus, Indiana 


(Formerly Noblitt-Sparks Industries, inc.) 
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Heaters, from $71.95 to 15.95 





NEW SENSATION 
IN HOUSEWARES 





Approved by 
Safety 
Division 


of 

Industrial 
Service 
Thousands of 
Housewives in your 
Community need this 
Ingenious Window Cleaner 
FAST MOVING PROFIT ITEM! 
(immediate Delivery) 

This item is H-O-T. A quick 
easy-to-use and safe window 


cleaner that eliminates the has- 
ard of cleaning windows from 


the outside. The SAFEWAY 
WINDOW CLEANER provides 
the ‘‘long arm’’ needed for all 
window cleaning jobs—outside 
and inside. 

Made of durable,  featherlight 
magnesium. Fitted with a_ re- 


versible head equipped with a 
felt edge for washing and a rub- 
ber squeegee for wiping. 

Does a professional job. 


Plan NOW to feature this 


salesmaker. 
eee. $3.95 list 
I oi cs Genk became see 2.95 list 


Get all the facts! Write us Today 
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Please send complete information on 


EE 55.5 iain Ace GOS a te eh a 2 


Address 


GE reece 


O lama Retailer [| Tama Jobber 


ACTIVE EQUIPMENT SUPPLY 


276 West 43rd St., N. Y. 18, N. Y. 


116 


| 
your Safeway Window Cleaner. ; 
' 
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friendly towards Pettee’s, is going 
elsewhere.” 

“The housewife,” Mr. Morris 
continues, “seldom holds any griev- 
ance against an individual salesman. 
It’s against the dealer who sponsors 
him.” 

Why do customers come. to 
| Pettee’s when salesmen from other 

dealers are ringing door bells? 
“Service and reliability,” answers 
| Mr. Morris. “We have no outside 
| salesmen making merchandise mis- 
| representations for us to live down. 
| 





Our name is associated with reliable 
products. Actually, we don’t strive 
to make a sale; our aim is to make 
a sale and a customer. 











“For example, we are selling the 
grandchildren the same make of 
range we sold their grandparents. 
People like to trade with us for we 
show them consideration. We stand 
in back of every item we sell, and 
if the occasion warrants it, we will 
go beyond the manufacturer’s 
guarantee. 

“In the past five years, we have 
had two repossessions. One was a 
justifiable one, the other was just 
a plain default.” 

Concluding, Mr. Morris sums it 
up this way: “We are interested in 
net profit, rather than gross sales 
and we are happy to have no outside 
sales organization.” 


Incentive Plan Pays Off for Neis 


(Continued from page 99) 


when required which necessitates 
their being fully acquainted with 
all types of merchandise and the 
sales features of it. 

Full time employees have one day 
a week off. As the hardware store 
| is open Friday nights until 9 P.M. 
employees divide their time to han- 
dle these extra hours. They alter- 
nate for Friday night service. 

A different incentive plan applies 
to Tony Beres, manager of the 
builders’ hardware department, his 
compensation being a straight 7 pct 
commission on all sales in his de- 
partment with no base salary. He 
does his own buying and is re- 
sponsible for housekeeping, display 
and other duties connected with 

















Tony Beres, builders’ hardware manager, left, shows Carl Nahrath, 
hardware store manager, some items he plans to order. 


that department. Mr. Beres, a 
veteran builders’ hardware man, 
has increased the volume of his de- 
partment since being placed on the 
7 pet commission basis. Although 
he spends part of each business day 
making outside contacts he is at 
the store about one quarter of each 
business day. 

Usually Mr. Beres is in the de- 
partment between 8 and 9:30 a.m. 
and 3:30 to 5:30 p.m. as many 
contractors and builders visit the 
store between those hours. The 
balance of the day he normally 
calls on contractors in the Milwau- 
kee and W. Allis areas. When he 
is making calls other employees 
take care of the department. 
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THE SENSATION OF THE INDUSTRY! 


To make your Hotpoint Franchise the Franchise of Leaders, 
Hotpoint proudly offers its newest engineering triumph—the 
Hotpoint Automatic Clothes Dryer. Matched in appearance 
with the Hotpoint Automatic Washer, the drying principle is a 















tadical departure from that employed in any other household 
dryer and eliminates steamed-up windows, damp floors, drip- 
Ping walls, excessive heat and lint in the laundry room. Never 
has there been such a strong sales feature in any automatic 
dothes dryer.—It's another Hotpoint FIRST! 












a 


*ANOTHER HOTPOINT FIRST! 













THE NEW Hotpoint 


AUTOMATIC DRYER 
Eliminates LINT, MOISTURE 
and EXCESSIVE HEAT 
in the LAUNDRY AREA 


HERE’S HOW IT WORKS... 


The new Hotpoint Automatic Dryer has no air 
intake or outlet, thus eliminating ventilation 
problems. Heated air, circulating from the 
motion of the tumbler-drum, absorbs the mois- 
ture from the drying clothes and picks up the 
suspended lint. The moisture-laden and |lint- 
contained air passes through a spray of cold 
water, condensing the water vapor from the 
air and washing out the lint. Moisture and 
lint are then expelled down the drain. 








DRYING ACTION* 
HOTPOINT FULL-LINE LEADERSHIP 


Hotpoint's introduction of this outstanding new Automatic 
Dryer is further proof of Hotpoint's Full-Line Leadership. The 
Hotpoint line includes every major electric home appliance 
for modern kitchens and home laundries. Each appliance 
has gained distinctive leadership in its field. Have your 
Hotpoint distributor give you the complete story on the new 
Hotpoint Automatic Dryer and the other Hotpoint appliances 
which make the Hotpoint Full-Line Franchise the industry's 
most coveted. 
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RANGES « REFRIGERATORS + DISHWASHERS « DISPOSALLS® « WATER HEATERS 
FOOD FREEZERS * AUTOMATIC WASHERS © CLOTHES DRYERS «ROTARY IRONERS CABINETS 


(A General Electric Affiliate) 
5600 West Taylor Street, Chicago 44, Illinois 


117 


Bridgeport 


In national consumer 

magazines we are telling 

1 oh 0] 0/0 01010 Ba -velel-1a- 

In a hardware store v about the Bridgeport 
a 3 ? 

vou see “BrIdeePOr name on the handle 


£ a gcre : 4 ‘ 
handle ae c he of a screw driver. 
you can ws bi 
merchant KD 
It’s also @ 


TRAAODE AK 


Bridgeport 
HARDWARE MANUFACTURING CORP. 


Bridgeport, Connecticut 


Tony Beres regularly visits about 
75 building contractors and often 


| makes his estimates right on the 


job from blueprints contractors 
have at their offices. This service 
saves contractors considerable time 
and Mr. Beres states that because 
of the concern’s reputation many 
contracts are awarded to him with- 
out competitive bidding. His con- 
tract hardware sales on_ small 
homes range from $80 to $200. 
The three floor salesmen for the 
plumbing division receive base 
salaries which are supplemented 


| with a flat 3 pct commission on 


gross sales. Outside salesmen for 
the plumbing division are on a 
straight commission basis. Ser- 
vice and installation men for the 
division are paid at prevailing local 
wage rates for their work. Howard 


| Mack manages the plumbing and 


heating division. 
“We are well satisfied with the 


| pay incentive system thus far,” re- 


ports Willard Neis, secretary of the 
company. “It gives our employees 
an opportunity to earn more money, 


| depending on sales ability, and it 
| also contributes toward greater 


loyalty and interest.” 

To make a pay incentive plan op- 
erate profitably for both employees 
and employer, there must be regu- 
lar sales training, says Mr. Nah- 


| rath. The store holds sales train- 


ing sessions once every three 
weeks. At those meetings a variety 


| of topics are discussed. Factory 


experts give employees the benefit 
of their knowledge at these meet- 
ings. 

Emphasis is also placed upon 


| housekeeping problems, proper 
| cash register procedure, taking 


care of charge accounts, handling 
customers and making related 
sales. Co-ordinating of sales and 
operational methods between de- 
partments and all employees is al- 
ways stressed. 

Considerable time was devoted at 
one of these meetings on the im- 
portance of handling telephone 
calls properly. Mr. Nahrath en- 
phasized at that session that the 
person who telephones the store for 
price or other information is a po 
tential customer and should be 
treated as such. Upon the sales- 
person’s attitude and what he says, 
extra sales depend. 

The firm’s salespeople are re 
quired to thank people for telephon- 
ing and whenever possible invite 
them to visit the store to see mer- 
chandise on display. Such an in- 
vitation, says Mr. Nahrath, builds 
considerable good will for the firm. 
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oe Consistent Advertising YO a 
tS abou a 
id often Builds Sports Goods Sales 
, on the ; 
ieeihods (Continued from page 103) . ‘ 
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“ advertising they are also given fea- + th 
—— ture display on small table top dis- eres 0 er Wi ad 

os plays, each with a large easel-type . 
mn cae price marker. People take particu- 
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a on ing pulled past other lines which 
5200. they may buy on impulse. SOLDER 
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ie benefit 7-in portion of a full page ad. 
ase meet- ° 

le cialis all wiaeete on Why Kester Solder Sells On Sight 
‘ed upon the concern’s 30 minute free park- Kester Solder sales are spurred by a vast 
3, proper ing facilities in the rear of the : ~~ aor 
taking store and to the firm’s budget pay- national advertising campaign in consumer 
a ment plan permitting payment on magazines. Also, your customers know, 

rela large purchases over an extended : 

sales a 1 dastod of time. . through ang experience, that Kester does 
ween de- a perfect job every time. 
ees is al- 
— HARDWARE HUMOR | Sparkling New Counter Display Carton 
1 the im- By Hardware Age KESTER Kester Metal Mender and Radio Solder, 
telephone m | METAL MENDER fast sellers, still at a nominal price, now 
rath = , Kan & GARDEN SOLDER me in their new display carton. 

that the WE HAVE * PPLIES | 
store for HOSE — FREE OFFER: Now available for your 
1 is a DO IN COLORS customers “Soldering Simplified” 
a oad be Kester’s new 16-page, how to solder 
‘he sales- booklet. Send for your supply now. 

t he says, 

—_— Kester Solder Company 
telephon- 4207 Wrightwood Ave., Chicago 39, Ill. 
le invite Z Nework, New Jersey * Brantford, Canada 
see mer- pom 

an in- a 
ch a ‘lds | think I'll take blue. No, | want 
th, bul red. Let's see that green again." 
the firm. 
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HARDWAREMEN 


IN PLANNING FOR ’51 
REMEMBER THE 


3 FACTS 
THAT COUNT MOST! 








VIGORO 1s now 
PREFERRED BY MORE 
PEOPLE THAN ALL OTHER 
BRANDS COMBINED! 


VIGORO tas sroucnr 


HARDWAREMEN MORE 
PROFITS AND GREATER 
VOLUME THAN ANY OTHER 
PLANT FOOD! 











Me ‘aldo: die 





VIGORO’S oranane 
NEW ’51 “SAND-TEST” 
ADVERTISING CAMPAIGN 
MAKES IT MORE 
PROFITABLE THAN EVER 
FOR YOU TO 

FEATURE 


VIGORO™ now 


*vi is the trade-mark for Swift 
& Company's complete, balanced 
plant foed. 















A Product of Sunft 


YIGORO '§ 





Let this name help 
you sell these 


2 oTHER GREAT 
GARDENING AIDS 


END-O-PEST 
the all purpose pes! 
protection every garden 
needs! 


END-O-WEED 
destroys over 100 differ- 
ent kinds of weeds. 
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Emmett Funkhouser runs off one of his weekly mailings at the store. 


How to Do 
Penny Post Card Advertising 


Enthusiastic about his low cost 
advertising program, Emmett 
Funkhouser, proprietor of an out- 
skirts store opened three years 
ago, usually addresses 2000 cards 
at a time, sending his message to 


Penny post cards help Em- 
mett’s Hardware, 583 W. Camel- 
back Rd., Phoenix, Ariz., advertise 
its merchandise to a list of 2000 
homes. Messages are produced on 
a low cost stencil duplicator. 





SRR TS es HARDWARE 
THE HOUSE of QUALITY 
523 WEST CALLBACK PHONE 6-1506 


SPICE RACK 

RUBBER DOOR MAT 

GALVANIZED PLUMBING FITTIi3s 

GARDEN HOSE so! 6.50 = 7.15 - 7.70 and 10.80 

RAFTER SQUAFHS 4.30 and 5.00 

VISES 9.75 and 14.50 

1847 ROGERS BROS. SILVERWARE 33.50 and 64.75 

WEITLOCK ANTIQUE DRAVER PULLS (ENGLISH FINISH) 

LAMP SHADES 3.50 to 7.50 

DOG CHAIZS 

DOG COLLARS, LEATHER LEASHES AND HARNESS 

LAUNDRY BASKETS 2.00 - 2.20 and 

KRANE WINDOW & SHOWER CURTAINS 

CHROME SHOWER CURTAIN RODS 
SHERWIN WILLIAMS PAINT 





.65 CLEANSER KACK 1.50 
6 














Sample of mailing used by the store. Note prices are given for most Items. 
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] Polished ground glass 
lens. 


for civil defense! 


Safe, dependable, portable light is 
a “‘must”’ for the emergencies 
of civil defense. 


2 Reflector channel insu- 
lation to prevent shorting, 





3 Scientifically designed 
parabolic reflector coated 
with pure silver on nickel- 
plated brass. 


4 Reflectorretainerri ng. 


Ray-O-Vac flashlights are precision 





built to assure top performance and long ‘oe 
life under the most difficult conditions. desueed bulb. 
tea Examine the outstanding construction 
° ° 6 Sheck absorbing 
features shown in this cutaway cs anilantieile 
illustration. 
Y Battery contact finder 
for easy loading. 
Famous Ray-O-Vac LEAK PROOF 
H H Selid br c 
; Flashlight Batteries eee cece 
SI ng Give you power that is Sealed in Steel for earrerY Jal iia 
“Light When You Need It!” = tatesontierenteres pet 
; low cost : tive contact, 
Emmett 
»f an out- Only Ray-O0-Vac has the 10 Three position switch 
ree years “*Added4—WerthMore” with flasher button. 
000 cards 1. Steel top 
essage to I] Insulating tube for 


2. Steel bottom added protection against 


corrosion damage from 
ordinary batteries. 


3. Multi-ply insulation. 
Many layers of protec- 
tion against corrosion. 


4. Steel jacket. This com- 
pletes an air-tight seal, 
to stop corrosien and 
keep the battery fresh 
and powerful. 





12 Heavily chrome plat- 
ed corrugated barrel for 
added strength, beauty 
and durability. 





They Stay Fresh-— 
They Are Not Dated 


*GUARANTEE on every Ray-O-Vac 
Leak Proof: “If your flashlight is dam- 
aged by corrosion, leakage or swelling 
of this battery, send it to us with the 
batteriés and we will give you FREE 
a new, comparable flashlight with bat- 
teries.”’ 


13 Equipped with Ray- 
O-Vac LEAK PROOF flash- 
light batteries for guaran- 
teed flashlight protection. 




















4 Special steel contact 
spring. 





15 Streamlined for added 
beauty. 






OVER ONE BILLION SOLD 





RAY-O-VAC COMPANY e MADISON 10, WISCONSIN 


most Items. 
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HOLTITE Machine 

Screws are headed cold 

and the threads are cold 

rolled, not cut. Metal is 

compressed and density 

increased to give 
reater strength and uni- 
ormity. 


Specify HOLTITE to 
your Distributor 


Steady, profitable turnover—satisfied customers—repeat 
sales—these are the profit features of rugged HOLTITE 


Screws, Bolts, Nuts and Allied Fastenings, attractively pack- 
displays on counter or shelf. gu 


aged for eye-arrestin 
labels containing complete informa- 


boxes with shelf-legi 


rdy 


tion of contents in large type . . . color-coded for quick iden- 
tification and time-saving inventory taking. 


Stock the complete HOLTITE line—Wood Screws, Ma- 
chine Screws, Nuts, Stove Bolts, Sheet Metal Screws, Lock 


Cap Screws, Side Knob Screws, Drive Screw 


Sink Bolts, 


$ 
Hanger Bolts and allied fastenings. A dependable quality 
source for over 47 years. 





New Bedford. 
@ Mass.. USA 





HOLTITE- Phillips 
Recessed Head Screws & Bolts 


Feature these modern fastenings for your home workshop 
trade; for repairs and replacements in practically all house- 
nold appliances, automobiles and commercial equipment. 
All sizes, head styles and finishes from which to select your 
requirements. 

The distinctive head of HOLTITE-Phillips screws is 
videly recognized mark of quality. Decorative as well as 
efficient, these modern screws drive easier by hand or power, 
and set up tighter without leaving burrs. 


HOLTITE Tapping 
Screws (Sheet Metal 
Screws) eliminate tap- 
ping by forming per- 
fect mating threads in 
the material as they 
are driven in. Types 
A, B and C. Types 
H & G "TAP" screws. 


Order through 
your Distributor 




















one-half the number on his list 
one week, and taking the balance 
for his next mailing. 

Although most of the cards are 
addressed to householders, by 
name, some go to the attention of 
occupants of some _ addresses. 
Both hand and typewritten ad- 
dresses are used, the addressing 
being the biggest chore in carry- 
ing out Mr. Funkhouser’s promo- 
tion program. 

Mailings usually cover about a 
dozen items with regular prices 
being featured. Paint is one of 
the lines always listed on the 
cards, with the result that it is 
one of the liveliest departments in 
the store. In most instances mer- 
chandise advertised through this 
medium moves well. 


Credit and Collection 
Methods 


(Continued from page 108) 

for himself the amount of time and 
money that can be devoted to credit 
sales promotion. Many effective 
methods can be employed by the re- 
sourceful credit executive in credit 
sales promotion. Because this series 
of articles is concerned primarily 
with correspondence, we are includ- 
ing herewith letters used in some 
parts of the credit sales promotion 
activity. 





New account acceptance letter: 


Dear Mrs. ; 
Thank you for opening a charge 
account with us. Your use of the 
account we hope will strengthen the 
bonds of friendship between us and 
make your shopping trips even 
more enjoyable. 
For your convenience, an itemized 
statement of your purchases will be 
mailed to you monthly and payment 
should be made within ten days of 
receiving the bill. You are cordial- 
ly invited to discuss your credit 
needs with one of our friendly 
credit advisors at any time. It will 
be a pleasure to assist you in mak- 
ing the fullest possible use of the 
various credit facilities we have ar- 
ranged for our customers. 
All of us here at Blank’s want to 
extend to you a sincere welcome 
and promise you our best efforts to 
please you in every way. 

Cordially yours, 


Letter of welcome to newcomer 
to community: 





Dear Mrs. — : 
Just a note to extend to you 4 
cordial welcome to our city. We 
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are sure you will find it a pleasant 
place in which to make your resi- 
dence as you discover the many 
points of interest and merit. 

Early on your “look around” sched- 
ule, we hope you will include a visit 
to our store. Conveniently located, 
on all major transportation lines, 
the store has for over 75 years 
been an important part in the life 
of the community. 

When you come in, please make 
yourself known and you will find all 
of us eager to make you feel thor- 
oughly at home. Especially do we 
invite you to call at our credit 
office. A charge acount can speed- 
ily be arranged, thus making 
your shopping enjoyment complete. 
May we hope that this store will 
become important to you and add to 
your pleasure in living here. We 
shall do our best to make it so. 


Cordially yours, 


New account acceptance letter: 


Dear Mrs. ; 

Your (name of store) charge ac- 
count is ready for your immediate 
use, and we do cordially welcome 
you as a charge customer. 

You will find, along with this letter, 
a booklet which tells you how to 
use your account and also describes 
our other credit services. It may 
be that after you have read it, you 
will want to come in and talk over 
your special needs with us. We 
shall be delighted to have you do so. 
We are here to serve you. 

All of us at the (name of store) 
want you to feel thoroughly at 
home and you have our assurance 
that we will do anything in our 
power to make your shopping trip 
truly pleasant. 


Cordially yours, 


Inactive account letter: 

Dear Mrs. : 

You have been missed! 

Yes, it has been quite some time 
since we had the pleasure of hear- 
mg you say, “Charge it, please,” 
and we wonder why. 

A charge account affords such a 
pleasant, speedy and convenient 
way of shopping that when a cus- 
tomer stops using hers, we are 
genuinely concerned. 

Just now with new merchandise 
coming in and all the excitement 
and color of a new season, there is 
80 much to see and enjoy that we 
specially invite you to pay us a 
sit. Seldom have we seen mer- 
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World 
OI 


SUPERVISED 
SERVICE 4 





Preferred power for portable grinders and a wide range of other equipment for 
railroad maintenance — the world’s most widely used single-cylinder gasoline 
engines on machines and tools for industry, construction, railroads, 
oil fields, etc., and on appliances and equipment for farm and home. 


NLY Briggs & Stratton can give you the benefits of 
more than 30 years of air-cooled power experience 
gained in the production of more than 5,000,000 
single-cylinder, 4-cycle, air-cooled gasoline engines. 
Briggs & Stratton Corporation, Milwaukee 1, Wis., U.S.A. 


In the automotive field Briggs & Stratton is the recognized leader 
and world’s largest producer of locks, keys and related equipment. 
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chandise as appealing as the selec- 
tion we have right now. buildin 
Your charge account is ready to ees ls 
serve you. Its use will add to your lies," 
pleasure in shopping here. rate 
Cordially yours, provide 
Paid up installment account and se 
thank you letter: make | 
tractive 
Dear Mrs. : 
Just a word of appreciation for the 
splendid manner in which you have 
——————E | fulfilled the payments on your Bud- C 
| get Account. We are sure you share De 
g our satisfaction. | 
farted } Your promptness entitles you to ns 
9 enjoy the helpfulness of a regular the ana 
ny) é charge account so we have opened ave Car 
—/~ one for your use. This you will find fed grai 
a great convenience in your every- true, hi 
day shopping. Just charge your Winstor 
purchases and pay in one amount’ Gaines 
‘ within ten days of receiving your Speak 
Show em on statement. Your account is tim- vention 
mediately available. Veterin: 
your counter Of course for those larger pur- tion in 
and they'll sell chases where you find Budget ar- ton poin 
rangements desirable, we shall be do very 
themselves! delighted to see you at any time and much as 
make the necessary arrangements. their wi 
It is our sincere hope that you will carbohy 
come to regard this store as your the inte: 
source of satisfaction in excellence their pr 
of merchandise and completeness of 
service. 
Cordially yours, “Ther 
———. opinions 
dogs an 
HerE is the stand- Rural Trade Demanded who br 
ard knee protection Its Own Hardware Store ff these an 
for gardeners and all sli Fortun: 
cA | ontinued from page 89) the dog, 
other owe - | in the area, on their order, using cat, has 
the-knees | local carpenters and selling the studies. 
workers. All | houses as finished units. The farm- been ace 
you have to do ers who buy such buildings need = re 
is display them | poultry and hog equipment, plus ro TI 
ii) | tools, steel goods, seeds and many 0 dispel 
on your 6 | types of sprays and insecticides. that have 
counter— The firm also builds sectional ous feedi 
they'll sell fast and | corncribs which sell to the farmers P 
make high profits for $200 and up. In doing all these 
farm jobs, store employees have The de 
for you. Order your | the chance to suggest ventilating and cats 
quantity today! | equipment for barns and poultry their bre 
| houses, as well as other hardware Winston | 
> | store items. f rule, he s 
DEALER’S COST The hardware store, which is 65 require 5( 
$18.00 per dozen ak ft _— and bay ft aoe ere iB body 
air space for an independent plumbeée!, u C 
SUGGESTED SELLING PRICE ORDER FROM YOUR JOBBER che does many of the appliance in- Weight, a 
stallations and other jobs for the calories pe 


$30.00 per dozen pair If He Cannot 
. Supply You, Write Direct. 


Allen Lumber Co. This arrange about 28 , 
ment gives the Allen firm the ser 150-pound 





j Made by | vices of a qualified serviceman and per pound 

JUDSEN RUBBER WORKS, INC. is an asset in appliance selling. ing puppie 

$]200 Per dozen pair Chi 24, IMlinoi | “With our combination lumber twice as n 
ee | and hardware business, plus the § dog. 

HARDWARE AGE, MARCH 8, 1951 HARDWAE 





e selec- 


ady to 
to your 


-count 


for the 
ou have 
ur Bud- 
mu share 


you to 
regular 
opened 
will find 
r every- 
ge your 
amount’ 
ng your 


is im- 


ler pur- 
dget ar- 
shall be 
time and 
gements. 
you will 
as your 
acellence 
teness of 


nded 
Store 


89) 


er, using 
ling the 
‘he farm- 
ngs need 
ent, plus 
nd many 
ticides. 

sectional 
> farmers 
r all these 
ees have 
entilating 
1 poultry 
hardware 


nich is 65 
provides 
plumber, 

jliance in- 

s for the 
arrange 

n the sel- 

eman and 

alling. 

m lumber 
plus the 


H 8, 1951 








building services, we are getting 
some large orders from farm fami- 
lies,’ states M. G. Barnes, man- 
ager. “They seem to like to buy as 
much as possible from one firm, 
provided they get the right+prices 
and services. We are trying to 
make that combination more at- 
tractive to them all the time.” 


Dog's Food Needs 
Described by Winston 


Many people believe that because 
the anatomy of dogs indicates they 
are carnivores, they should not be 
fed grains and cereals. Such is not 
true, however, according to A. A. 
Winston, research consultant to the 
Gaines Division of General Foods. 


Speaking before the annual con- 
vention of the Ontario (Canada) 
Veterinary Association on “Nutri- 
tion in Small Animals,” Mr. Wins- 
ton pointed out that dogs nowadays 
do very well on diets containing as 
much as 50 pet carbohydrates. In 
their wild state dogs obtained their 
carbohydrate requirements from 
the intestinal and organ contents of 
their prey, he said. 


Many Opinions 

“There are probably as many 
opinions as to the proper diet for 
dogs and cats as there are people 
who breed, raise and maintain 
these animals,” Mr. Winston said. 
“Fortunately in the past 100 years 
the dog, and to some extent the 
cat, has been used for nutritional 
studies. Considerable data have 
been accumulated as to the nutri- 
tional requirements of these ani- 
mals. This information has helned 
to dispel many of the superstitions 
that have arisen as a result of vari- 
ous feeding practices.” 


Daily Requirements 


The daily requirement of dogs 
and cats for calories varies with 
their breed, size and activity, Mr. 
Winston pointed out. As a general 
tule, he said, a 10-pound dog will 
require 50 calories for every pound 
of body weight, a 20-pound dog 
about 40 calories per pound of body 
weight, a 50-pound dog about 35 
calories per pound, a 100-pound dog 
about 28 calories per pound, and a 
150-pound dog about 25 calories 
per pound of body weight. Grow- 
Ing puppies, he said, require about 
_ as many calories as an adult 
og. 
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“BETTER 
MEASURE 
with 


[ue KIN” 


“UNIVERSAL” 
No. 543 


First to introduce new beauty and durability in long steel tapes with 
the Chrome-Clad “Leader”. .. Lufkin Leads Again by adding new and 
important features to the “Universal”—most popular among steel 
tapes with “Nubian” finish lines—features that are bound to boost 
your sales volume: 


1—Beautiful maroon-colored Vinylite covered case—protects against water, 
Stains and scuffs. 


2—Aluminum side plates to add attractiveness and strength to case. 













3— Recessed flush winding device adds to appearance . 
neater, less bulky tape that’s easier to carry. 


. . provides a narrower, 


4—Jet black “Nubian” line with easy-to-read raised m’rkings in clean, con- 
trasting bright steel. In 25-, 50-, 75- and 100-ft. lengths. 


§—Stainless steel edge band, flush inset—securely fastens Vinylite cover— 
provides a beautiful finishing touch. 


6—Larger push button easier to operate—easier on fingers. 


There's good reason to order an ample supply of new Lufkin “Universal” 
Steel Tapes from your jobber ... when you show ‘em, you'll sell ‘em! 


Advertised To More Than 40 Million Reader-Prospects! 


Every Lufkin ad in the Roto Sections of Leading 
Sunday Newspapers, Industrial Trade Papers and other 
Consumer Magazines reaches and directs more than 
40,000,000 reader-prospects to their Hardware or Tool 
Store. Tie-in with this promotion by prominently dis- 
playing Lufkin Tapes, Rules and Tape-Rules . . . the 
line that promotes YOU. 



















TAPES © RULES 
PRECISION TOOLS 






THE LUFKIN RULE CO. © SAGINAW, MICHIGAN © New York City « Barrie, Ontarie 
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STILL TIME 
TO FEATURE 


( ;e0d-rite 


No-Nib’!] 


Reg. U. S. Pat. Off 


the rabbit repellent 
that really works! 


@ Your customers will go for this rabbit 
repellent that protects flowers, shrubs, 
vegetables and ornamentals. 

Rabbits run at the first bite or two, 
and stay away. Tested by agricultural 
authorities and hundreds of users. A 
really effective and positive repellent. 


easy to apply 


Apply Good-rite No-Nib’! directly from 
the shaker top can, or use it as a spray. 
Non-injurious to animals. Harmless to 
plants and soil. 


sells fast 


Dealers who feature Good-rite No-Nib’! 
in the special counter display report 
fast sales to those who have rabbit trou- 
ble in their gardens — and that means 
almost everybody! 


Here’s your opportunity 
to make good profits on 
a fast-selling specialty. 
Send your order in today 
and cash in on this prof- 
itable spring business. 


Address Dept. CU-3, 


B.F. Goodrich Chemical 


Co., Rose Bldg., Cleve- 
land 15, Ohio. 


( yood.-rite 


No-Nib’] 


Reg. U. S. Pat. Off. 


A product of 


B. F. Goodrich Chemical Co. 


A Division of The B. F. Goodrich Company 


Rose Building Cleveland 15, Ohio 
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Wayne R. Hudson at cash register near which are displayed candies, 
cigars and cigarettes handled to meet customer request. 


Outside Contacts Build Volume 


(Continued from page 105) 


loose leaf note book listing the 
names of ranchers and farmers, 
what they have bought and what 
will likely interest them. In the 
case of agricultural packing. and 
shipping sheds I list not only the 
firm name but also the names of 
manager, ranch superintendent and 
shed foreman.” 

Mr. Field’s listing makes it un- 


necessary for him to bother with 
larger and more cumbersome books 
and office invoices. He knows whom 
to contact and what his customers 
will want from season to season. If 
in doubt on some of these points, 
he phones a customer and learns 
the name of the party who does 
the buying. 


Among Mr. Field’s sales, ob- 


Mobile 8 by 2 ft display rack for seasonal lines. It is of plywood 
on metal frame and wheels and is used outdoors, weather permitting. 
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“another big SARGENT promotion 


WITH A SPECIAL PRICE FOR HARDWARE WEEK 








“easiest lw = 
fo use! "y a i a We Socaling 


APRIL 12 thru 21 


TARO ARG 
WEEK 





® Regular retail price $2.00 ° 













New! Special price for Hardware 
STRAIGHT WRIST 
ACTION 


less Tiring 


Week — with a banner to 






















paste on your display—$1.49 


her with ° 


me books 
ws whom 
ustomers 
eason. If , 
e points, i P f NATIONAL 
id learns - § HARDWARE 


vho does WEEK 


ales, ob- 


PARROT HEAD PRUNER 


A complete promotion, backed by National 
Advertising, to help you sell. 


Sargent Merchandising Kit 9-S includes 
Counter Display in 5 colors . . . Folders for 
your customers . . . Newspaper Mats, 


Order now from your jobber and take advantage 
of the special discount for Hardware Week. 





A better tool by — 





Nargent and Company 


New York NEW HAVEN, CONN. Chicago 
Builders Hardware and Fine Tools since 1864 
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@ This little lady won't get wet 
when she uses her WONDER- 
WAND Fountain Brush. It 
comes complete with a 4 foot 
Aluminum handle and hose at- 
tachment. Eye catching DURO- 
STYRENE bristles in Sapphire 
Blue, Ruby Red and Amber Yel- 
low make WONDER-WAND 


an outstanding seller. 


Wash your carin12 
minutes. Wonder- 

- Wand attaches to 
any garden hose... 
water flows thru 
the brush and floats 
the dirt away. 





Cuts cleaning time 
in half on windows, 
storms and sereens, 
painted floors, out- 
side walls and 
doors, and metal 
awnings. 














WONDER-WAND is a proven sales 
leader in America’s top housewares 
departments. One jobber has sold 
50,000 WON DER-WANDS in one 
ear. Retailers consistently report 
Lcome than 5 to 1 returns on WON- 
DER-WAND advertising. 


Get the facts on WONDER-WAND 
write to 


WESTERN HOME PRODUCTS 


PRUDENTIAL BLDG. 
BUFFALO, NEW YORK 








tained in 1950, as a result of rust- 
ling business from customers listed 
in his book, was a total of 250 
dozen thinning hoes of all sizes. 
“Long before the seed goes into the 
ground,” he explains, “I am out 
among farmers talking about thin- 
ning hoes.” 

Too busy to make all of his usual 
personal calls, last October, he cov- 
ered much of his customer list over 
the phone and sold $2,484 worth of 
culvert to six ranchers. A personal 
call at a packing and shipping shed 
in the same month resulted in sale 
of $432 worth of belting. 

“By keeping in touch with our 
customers as Bob Field does,” says 
Mr. Hudson, “we’re able to make 
friends. When a distributor tells 
us an item is likely to go up in 
price we can convey this informa- 
tion to our customers because of 
this constant contact. Our custom- 
ers know we’re looking after their 
interests. If we contented our- 
selves with just waiting on trade 
that comes to the store we couldn’t 
do this.” 

The firm’s replacement, last year, 
of a 42-year-old wooden frame, 





























sheet iron and stucco front hard- 
ware store building with a modern 
steel and cement block structure 
has been a real traffic booster. In 
addition to its 6,000 sq. ft. of sales 
area the new building has 1200 sq. 
ft. of stockroom space. The new 
sales area gives the firm better op- 
portunity to display its complete 
lines of hardware, paint and farm 
supplies. 

Although the store is still largely 
stocked with lines of interest to 
men, the new and attractive build- 
ing has increased feminine traffic. 
Paint is an example of the depart- 
ments that have enjoyed a good vol- 
ume increase because of greater 
feminine traffic. 

When the new store’s grand 
opening was held, last February, a 
special six-page newspaper adver- 
tising section included announce- 
ments by the Eaves company as 
well as ads from manufacturers 
and distributors supplying lines of- 
fered by the store. Interspersed 
with the ads were news style ar- 
ticles on painting, tool rental ser- 
vices and other services and lines 
sold by the company. 





Homemade Fixtures Emphasize Visibility— 
Sales Rise 100% 


(Continued from page 96) 


on the doors, replacement stock be- 
ing carried in the closed compart- 
ments underneath the open display 
shelf. 

Merchandise in each cabinet is 
placed in the compartments op- 
posite the door on which those 
items are displayed. When waiting 
on a customer the sales clerk thus 
does not have to swing cabinet 
doors open in the customer’s face 
to obtain the selected item. Equally 
convenient is the pasting of a 
catalog clipping for each item on 
the inside of the opposite cabinet 
door, with complete descriptive 
data including catalog number and 
retail price. 

Hand and power tools are dis- 
played on the right hand wall, the 
latter in the front portion of the 
section. Hand saws are shown on 
utility hooks the handles on one 
hook and the other end of the saws 
on a rubber hose-covered hook. 
Planes are shown in the same sec- 
tion on a sloping panel covered 
with gray carpeting. 

In the sporting goods department 
a waist high flat surface is used for 
showing guns, other numbers be- 
ing left in brackets behind the 
display. Thus a prospect’s entire at- 





tention is given to the number be- 
ing examined and explained. Ths 
carpeted surface protects stock and 
barrel of the gun from being 
scratched or marred. This idea 
impresses people with the care with 
which merchandise is handled. 





Creative Selling 
(Continued from pige 88) 


And be sure to carry samples. 
Certainly, it’s more work to carry 
samples, but samples are to selling 
what fingers are to a blind man. Put 
the actual sample in his hands and 
watch sales rise. Carry as many 
actual samples as you possibly can. 

Follow through on your orders. 
Represent your dealer in your own 
company. If he doesn’t like back or- 
ders, see that none are shipped. If 
he has a complaint, see that it’s set- 
tled quickly. If he’s slow in paying, 
help him understand the advantages 
of prompt payment. You can’t sell 
a dealer you can’t collect from. His 
success is also your success. For the 
salesman who serves his dealers 
honestly and who sells his company 
and himself, there will always be a 
comfortable and secure spot in this 
hardware trade. 
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INSECT WIRE 
SCREENING 











Hardware and allied 
trade events up-to- 
date in each issue 
of Hardware Age 


Roebling-Alclad is 
non-staining eee 
lasts longer 








National Events 


berg, National Housewares Manu- 
facturers’ Assn., 1140 Merchandise 
Mart, Chicago 54. 

National Hardware Week, April 12- 
21. Sponsored by the National Re- 
tail Hardware Assn., Indianapolis, 
Ind. 


American Hardware Manufacturers’ 
Assn., 100th semi-annual convention 
held jointly with the 60th annual 
convention of the Southern Whole- 
sale Hardware Assn., April 8-12 at 
the Palm Beach Biltmore Hotel, 
Palm Beach, Fla. Secretary-trea- 











surer, manufacturers’ group, Arthur 
L. Faubel, 342 Madison Ave., New 
York City 17; managing director, 
wholesalers’ group, T. W. McAllis- 
ter, 814 Metcalf Bldg., Orlando, Fla. 


Southern Wholesale Hardware Assn., 
60th annual convention held jointly 
with the 100th semi-annual conven- 
tion of the American Hardware 
Manufacturers Assn., April 8-12, at 


































the Palm Beach Biltmore Hotel, 
Palm Beach, Fla. Managing direc- 
tor, wholesalers’ group, T. W. Me- 


American Toy Fair, March 5-16 at 200 
Fifth Ave., 1107 Broadway, and 
other permanent showrooms and the 





U. S. A., Inc., 200 Fifth Ave., New 
York City, Horatio D. Clark, secre- 


| 
THE FINEST insect wire screening , Allister, 814 Metcalf Bldg., Or- 
you can sell today is Roebling Alumi- | Hotel McAlJpin and Hotel New ie Olas secretary-treasurer 
num Screening woven from “Roebling- Yorker, New York City. Sponsored cnneeatindteemuadl group, Arthur L 
Alclad”. This remarkahle aluminum | by the Toy Manufacturers of the Faubel, 342 Madison Ave., New 


alloy has unsurpassed durability and 
puts a stop to the customary staining 
problem. Meeting the rigid Dept. of — F | 
Commerce Commercial Standard CS 
138-49, Roebling Aluminum Wire 
Screening is available from your job- 
ber; 100 ft. rolls; all standard widths. 

In addition, the Roebling line of 
Insect Wire Screening enables you to 
offer Bronze (Bright or Antique) and 
Zintex (Electro Galvanized Steel) . . . 
each an outstanding buy in its own 
class. And the full range of Roebling 
Galvanized Hardware Cloth is tops 
for sales—always. Mail coupon for the 
full Roebling-Alclad story. 


WOVEN WIRE FABRICS 
DIVISION 
John A. Roebling’s Sons Company 


York City 17. 
Sporting Goods Show and convention 
F (National), Jan. 20-24, 1952, at the 
me Appliance Morrison Hotel, Chicago. Sponsored 
Manufacturers’ Exhibit, July 9-13, by the National Sporting Goods 


| tary. 

| 

| 

| at the Atlantic City, N. J., Audi- Assn., 1 No. LaSalle St., Chicago 2. 
| 


Housewares and Home 


torium. Secretary, A. W. Budden- G. Marvin Shutt, secretary. 


Regional Events 


Buffalo Sports and Boat Show, March 
10-18, 65th Regiment Armory, Buf- 
falo, N. Y. 

Builders’ Hardware Conference (Pa- 
cific Coast), April 24-26, at Victoria, 
B. C., sponsored by Districts 18, 19, 
and 20 of the National Contract 
Hdwe. Assn. and the American So- 
ciety of Architectural Hdwe. Con- 
sultants. Managing director Consul- 


Detroit Congress Sportsmens’ and 
Detroit News Travel Show, March 
31-April 8, State Fair Grounds, De- 
troit, Mich. 


Eastern Hardware Golf Assn. 14th 
annual golf tournament, May 22-24, 
Shawnee Country Club, Shawnee- 
on-Delaware, Pa. Secretary, H. L- 
Gillian, 30 Rockefeller Plaza, New 














tary, Nat Pearsall, P. O. Box 336, 
La Feria, Tex. 


Central Organization, Inc., 43 Main 
St. S. E., Minneapolis, Minn. 


Roebling, New Jersey York City 
_—. tant’s group, John R. Schoemer, 420 4 

ee re oe re ee aa ; * 
| Woven Wire Fabrics Division | Madison Ave., New York City. Texas Wholesale Hardware Assn. 
i — ee yet gane — N.J. 4 Coast-to-Coast Stores Mastercraft semi-annual convention, June 8-9, 
| Gechling-Alded lncot Wie Gupeien oot | convention for sales people, April Shamrock Hotel, Houston, Tex, 
1 name of my nearest jobber. 1 15-17. York Langton, trade exten- meeting jointly with the Texas 
Co ER OES Eine eee sion manager, Coast-to-Coast Stores Hardware Boosters Club. Secre 
| 1 | 
1 | 
' 


State Events 


25, at Admiral Semmes Hotel, Mo 
bile. Secretary, Mrs. Euna G. Ram- 


Alabama Retail Hdwe. Assn., annual 
convention and exhibition, April 24- 
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UNIFORMITY STRENGTH IN EVERY PRICE 


wun! O8 4 tun, Or 
a —_* by 
_ Housekeeping 


* 
945 aovennisto Twi 


NATIONALLY ADVERTISED 








WHITE OAK 











UMS ON 
Fz 


CUTLERY 


Easy To Sell And Sure 
To Satisfy Customers 


Sell Lamson’'s strikingly beau- 
Matching Steak 
Set—tthe most attractive cutlery 
on the market. Hammer forged 
blades—taper 
groynd—mirror finished— 
Beauty-wood handles that keep 
their brilliant new appearance 
Handsomely gift 


tiful “Master” 


Stainless 


indefinitely ... 


boxed. 





Ps4330M—Combination Steak Set 


KITCHEN SETS 





Right: 6046B— 
Cleaver Set—6” 
cleaver with 
Rock Maple 
chopping board 
—every kitch- 
en needs one— 
for “budget 
wise” shoppers 
— attractively 
packaged. 


When you sell LAMSON you sell 
“A Product You Can Trust” 


steel 








Send for illustrated literature! 


LAMSON & GOODNOW 


MFG. CO. 
Shelburne Falls, Moss. 





Left: 6s7— 
Kitchen Set— 
7 pieces of 
needed kitchen 
cutlery— beau- 
tiful—practical 
-.+. wooden 
wall rack in 
choice of 4 
sparkling color 
combinations— 
gift boxed. 











sey, 509 N. 19th St., Birmingham 3. 

Carolinas Hardware Association of, 
convention, June 19-20, Ocean For- 
est Hotel, Myrtle Beach, S. C. Sec- 
retary-treasurer, Mrs. Sally Couch 
Masten, 118% E. Fourth St., Char- 
lotte 2, N. C. 


Florida and Georgia Retail Hdwe. 
Assns. joint convention and exhibit, 
May 7-9, Geo. Washington Hotel, 
Jacksonville, Fla. Executive Man- 
ager, William W. Howell, Waycross, 
Ga. 


Louisiana Retail Hdwe. Assn., conven- 
tion, March 11-13, at the Evangeline 
Hotel, Lafayette, La. Secretary, 
David O. Mansfield, 226 S. State 
St., Jackson, Miss. 





Michigan Retail Hardware Assn., an- 
nual convention and exhibit, Feb. 
19-21, 1952, at Grand Rapids, Mich. 
Headquarters Pantlind Hotel; ex- 
hibit, Auditorium. Secretary, Har- 


old W. Schumacher, 1916 Olds 
Tower Bldg., Lansing. 
Mississippi Retail Hdwe. and Imp. 


Assn., convention and exhibit, June 
3-5, Buena Vista Hotel, Biloxi. Sec- 
retary, David O. Mansfield, 226 S. 
State St., Jackson. 


North Dakota Retail Hdwe. Assn., 
convention and exhibit, March 19-21, 
Fargo. Headquarters, Gardner Ho- 
tel. Exhibit, Sports Arena. Secre- 
tary, Frank M. Bayer, 54% Broad- 
way, Fargo. 


South Dakota Retail Hdwe. Assn., 
convention and exhibit, March 13- 
15, Sioux Falls, S. D. Headquarters, 
Cataract Hotel. Exhibit, Coliseum: 
secretary, O. R. Baily, 300 S. Jef- 
ferson Ave., Sioux Falls. 


Virginia Retail Hardware Assn., con- 
vention and exhibit, March 27-29, 
Roanoke. Headquarters, Hotel 
Roanoke. Exhibit, American Legion 
Auditorium. Secretary, G. T. Omo- 
hundro, Jr., Scottsville, Va. 





HARDWARE HUMOR 
By Hardware Age 


| sporTinc coops | 






































“The directions are right on the box." 








SPANDY 


the cenrie killer 
is 


COMING! 


- 
| 
| 
| 
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Tapat«co 


PROFIL TIP 








Popularity means profits, and Ta-pat-co boat 
cushions are a perfect example of popularity. 
First choice of water sports enthusiasts every- 
where. Ta-pat-co bouyant life-save cushions are 
top profit items for dealers. They are filled with 
New Java Kapok (6 times as buoyant as cork), 
covered with soft leatherette, heavy duck or 
strong vinyl plastic and are available in 4 
variety of attractive colors, with or without 
designs. 


Stock and sell all Ta-pat-co profit products. 
Write us or see your jobber for details. 


THE AMERICAN PAD & TEXTILE CO 
Greenfield, Ohio 





LIFE SAVE VESTS, BUOYANT CUSHIONS, SLEEPING 
BAGS SPORTS CLOTHING, CAMP EQUIPMENT, HORSE 
COLLAR PADS, TRACTOR SEAT CUSHIONS 
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Is soap and water 
floor scrubbing nec- 
essary? Definitely no. 
Not only is soap and water scrubbing the hard- 
est, dirtiest job in housekeeping, but it is espe- 
cially harmful to wood floors. 








Can you really get floors clean any 
@ other way? Absolutely! Both Bruce Floor 
Cleaner and new Bruce Cleaning Wax contain 
effective dry-cleaning ingredients that actually 
clean deeper and more thoroughly than ordinary 
soap and water scrubbing and mopping. And 
because they wax as you clean, the entire floor 
care job is done in one easy operation. 


What is the difference between Bruce 
@ Floor Cleaner and Bruce Cleaning Wax? 
Bruce Floor Cleaner deposits about the same 
amount of wax as the average ‘‘self-polish,” 
making it ideal for linoleum and lightly traf- 
ficked wood floors. Bruce Cleaning Wax con- 
tains three times as much wax and is especially 
recommended to give extra protection and 
lustre to wood floors. 


Does floor cleaning and waxing have 

@ to be done on the hands and knees? 
Not since the invention of the Bruce Doozit. 
This long-handled appliance is scientifically de- 





by the world’s largest maker of hardwoed floors 


E.L. BRUCE CO. * Memphis, Tennessee 
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to your customers’ questions 


about floor care 


signed for use with either Bruce Floor Cleaner 
or Bruce Cleaning Wax. Its fine steel wool Pad 
is the most effective floor cleaning and polishing 
material known. 


Do women like this new kind of floor 
@ care? The best answer to this is found in 
the fact that nine out of ten who have ever tried 
Bruce Floor Cleaner are still enthusiastically 
buying and using it today. New Bruce Cleaning 
Wax is now receiving the same kind of response 
from those who try it. More than 1,000,000 
women are using the Bruce Doozit. 


How do you care for asphalt and rub- 

@ ber tile? Recommend Bruce Asphalt Tile 
Cleaner and Self-Polishing Wax, especially de- 
veloped for this purpose. Solvent-type waxes 
and cleaners such as Bruce Floor Cleaner and 
Cleaning Wax should not be used on these floors. 


Are Bruce Floor Products guaranteed? 
@ Positively! Every Bruce product guaran- 
tees complete satisfaction or money back. 


What about unusual floor problems 

@ and other questions? Bruce floor care 
experts are always glad to help you and your 
customers with special problems. Feel free to 
write at any time or ask your local Bruce man. 


C (NOTE TO RETAILERS: This adver- 


tisement has been prepared for the 
benefit of your salespeople. If you need 
reprints, write us.) 
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When the Rug-a-Boo frightens women, 
he chases them right into your store to 
buy Bissells®! 

This fleet-footed fiend symbolizes sur- 
face dirt. That’s the litter that gets on rugs 
and works down into the fibers between 
vacuumings. The Carpet Institute, Inc. 
says it’s a real problem to women! 


Grand Rapids 2, Michigan 





Star salesman at work - tor YOU! 


Better have your Bissell Sweepers ready 
when this little demon chases women into 
your store. The Rug-a-Boo will get you 
sales—if you watch out! 


_ BISSELL SWEEPERS 


Bissell Carpet Sweeper Company 





The Rug-a-Boo is in every Bissell ad for 
1951, appearing in 20 leading women’s 
magazines that reach 3 out of 5 of your 
customers. 















WHY IT PAYS You | 
TO SELL ROGERS 
“Gorilla Grip” GLUE! | 


sa! 
834 
‘ 


































YOU WIN CUSTOMER SATISFACTION. 
Rogers is the quality glue. There's 

a ton of strength in every drop. 
Customers buy it, like it, and 

buy it again. 





YOUR PROFITS ARE PROTECTED. 
Rogers is sold only to the 
hardware trade — never to 
group buyers, chain stores 
or mail order houses. This 
protects you from cut-price 
competition. 


Rogers creates demand — 
makes more business for you 
by continuous national 
advertising in POPULAR 
HOME CRAFT, POPULAR 
MECHANICS, POPULAR 
SCIENCE, SCIENCE AND 
MECHANICS and MECHANIX 
ILLUSTRATED. 

Order today through your 
jobber or write us direct. 


ROGERS ISINGLASS & GLUE CO. 
GLOUCESTER, MASS. 


/-Xokes 3-35 the bedt LIQUID FISH GLUE 


GLOUCESTER, MASS. 


ROGERS IS BACKED BY NATIONAL ADVERTISING. 








THEY REMEMBER AT HOME 
FORGET IN YOUR STORE! 


(or 





SEAM AND EDGE BINDING 
GET EXTRA SALES WITH S & W'S 
SELF-SELLING DISPLAY! 


Many a repair job gets neglected 
because the home owner forgets 
to make a purchase while in your 
store ... and you lose an extra 
sale! Put the S$ & W linoleum seam 
and edge binding displays near 





INDIVIDUAL 


ae, CARTONS 


12 feet of pliant, sil- 
very zinc in each small 


box... pre-shaped, your cash register and watch them 
prepunched with nail empty out. No cutting... no meas- 
holes . . . plus all nec- uring. The customer pockets the 


essary nails. Available 
also in brass, steel and 
plastic in 75 ft. rolls. 


handy box. You ring up the sale! 


WRITE FOR PRICES, LITERATURE, 
AND JOBBER INFORMATION 


S & W MOULDING CO. 


980 PARSONS AVE., COLUMBUS, OHIO 
ALSO MIRAPLAS WALL TILE AND MASTER MASTIC 
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SMASHING SUCCESS with 





FRASER 
ABETH 
ELIS public Sror 


Make big-profits with 
this smart new item... 


PIC-A-PIC 


Complete with Dispenser 


A hit with smart hostesses every- 
where! Glamorous plastic party 
picks packed in clear styron plas- 
tic dispenser. Approximately 200 
picks in assorted bright colors. 
Yellow, red, green, pink, blue. 
Picks 212” long. Ideal for cock- 
tails, club sandwiches, etc. 
Packed: 6 dozen in master carton. 
Weight: 6 dozen: 10 Ibs. (Prepaid 
to city of destination). 

Profit: By the experience of lead- 
ing hardware stores who feature 
PIC-A-PIC. 

Requires little space but 

yields big profits! 


SOODHALTER 


PLASTIC PRODUCTS 





LEADING HARDWARE STORES REPORT 





























Just shake it 
and out they come 
one-by-one! 


soonraet QE 






7170 MELROSE AVENUE 
HOLLYWOOD 46, CALIF. 
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FRUIT JUICES 
Soft drinks of all kinds 


customer satisfaction . . 


qT 
/.) Made by the makers of 
the famous Speedy- Clean 
Chrome Cooking Utensils! 


















KNOWN FOR QUALITY 


DUST 
PANS 







DESIGNED FOR 
INDUSTRIAL, JANITOR 
OR DOMESTIC USE. 






Heavily made to stand rough Ne. 60 
commercial service. 





Manu- 
factured in black enamel, red 
or green, either the hooded 
or open pattern, with extra 
large and heavy corrugated 
bottom. Packed 4 dozen to 
the container. 





Write today for literature and price list 
on the "Fulton Line" 


PATENT NOVELTY CO. 


DEPT. HA FULTON, ILLINOIS 





CATSUP ROOT BEER 
Good old home brew 


If you want a steady seller that rings up easy profits... 
grab a gross of the fastest selling bottle capper in the world! 
Quality-made of high carbon steel, expertly engineered for 


. and enameled fire-engine red for 


eye appeal (and rust prevention!). Man-sized handle works 
easily and springs back, ready for the next bottle. And... 
it takes ANY size bottle, up to a quart. 





The EVEREDY @. 








SOMETHING YA 
FOR YOUR CUSTOMERS 


this beautiful 
79¢ value 
PLASTIC APRON 





when mailed 
with this coupon! 


This powerful consumer-incentive 
premiutn will be featured all spring 
in WIPE-ON advertising via 



































* 








big newspaper ads television in 


in many cities! 


| SOMETHING EXTRA FOR YOU! — 


1 UP TO 12% EXTRA WIPE-ON 
PROFITS in equivalent-value prize 
awards—in Wipe-On’s new dealer 
contest! Get the facts from your 
distributor—or write today! 


2 FREE! CHROMED-STEEL COUN- 
TER DISPLAY WORTH $1.75. No 
obligation! Yours for the asking to 
help you sell more Wipe-On. Lim- 
ited quantity—offer good only while 
they last—so write today! 


USE THIS COUPON NOW! 


Embree Mfg. Co., Elizabeth 4, N. J. HA-8 


SEND ME( ) FREE—compact, chromed-steel 
counter display worth $1.75. No 
obligation on my part. 

( ) Facts on Dealer Contest featur- 
ing awards worth up to 12% 
extra Wipe-On profit for me. 

( ) Information on how I can tie in 
with Wipe-On’s big consumer 
promotion for spring. 














Ee LS SESS Oe . 
Address 







































City Zone 











either he abandons his right to the other. 
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———What the Law Says— 


Return of Goods Required 
For Refund 


By ALBERT WOODRUFF GRAY 








A buyer who demands the return of his money paid 
for goods which he claims are not as represented or 
fail to fulfill the purpose the dealer said they would, 
may, if his contention is justified, recover his money 
and rescind the sale. He must at the same time re- 
turn the goods. 

He cannot in law both recover his money and keep 
the goods. Further, by such a transaction the sale is 
nullified and no longer exists. Hence, he can collect 
no damages since his right to do so is grounded on 
the sale which he has thus abrogated. 

A man in Indiana made a contract for the installa- 
tion of an oil-burning furnace, oil tanks, warm and 
cold air runs, with a guarantee by the dealer and 
contractor that the furnace would maintain a tem- 
perature of 72°F in zero weather. The furnace failed 
to fulfill this condition. The contractor sued to fore- 
close his lien. The customer’s defense was that the 
contract had been secured by fraud and misrepresen- 
tation. He demanded not only the return of his down 
payment but made neither offer nor effort to return 
the furnace which had been installed. 


Rescission, held the court, as a remedy for breach 
of contract or for fraud in its execution or perform- 
ance, has been given a well defined meaning. It has 
been uniformly held that it includes the restoration 
of both parties to the contract, to their condition and 
circumstances before the transaction and the return 
by each to the other of the consideration given and 
received. 


Claim Rests on Sale 


When, too, a buyer does not receive the goods he 
thought he was buying and with the return or offer 
to return those goods he seeks not only a refund of 
the price he paid but damages for injuries he claims 
he suffered through the transaction, he most likely 
will be disappointed. His claim for damages rests on 
the sale. With the return of the goods and the refund 
of the money paid, there is no sale and the foundation 
of his claim for damages has vanished. 

The operator of an ice cream parlor and candy 
kitchen in Iowa bought an electric engine with gen- 
erator and batteries. He made a down payment but 
refused to pay more since, as he claimed, the machine 
failed to operate properly. He demanded a refund 
of his initial payment and with that demand and an 
offer to return the engine he insisted on the payment 
by the dealer of the additional expenses he had in- 
curred in the installation of the machine. 

The court refused to allow the recovery of any 
damages and in its decision laid down the rule that 
governs in such circumstances. The purchaser has 
one of two remedies said the court. He can keep 
the purchased article and recover his damages or he 


| can restore the article and recover what he has paid. 


He cannot have both remedies and by the choice of 
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Dealer Not Liable on 
Manufacturer's Guarantee 


The manufacturer’s guarantee of an article is solely 
the obligation of the manufacturer and the sale of a 
machine by a dealer to a customer with a tag setting 
out the terms of the guarantee attached to the ma- 
chine imposes no liability and the dealer is not re- 
sponsible on that account, for the promises and rep- 
resentations which are set out on the tag of the manu- 
facturer. 


A hardware dealer in Washington, D. C., sold a cus- 
tomer a washing machine manufactured by an east- 
ern firm. Attached to the machine was a tag by which 
the manufacturer guaranteed the machine for a year 
against defects in workmanship or material followed 
by the name of the manufacturer. 

A week after the machine had been delivered the 
buyer had trouble in operating it and at the end of 
two weeks it would not operate. The customer sued 
the dealer from whom she had bought the machine 
for a breach of the guarantee attached to the machine 
when it had been delivered. 


Not Sufficient 


In its refusal to hold the dealer bound by the terms 
of this guarantee of the manufacturer the District of 
Columbia court said that the mere resale of an article 
to.which the manufacturer had attached a warranty 
or guarantee was not sufficient to obligate a retail 
dealer in a resale of the article, to fulfill the terms 
of the guarantee. There must be some affirmation of 
fact or a promise by the dealer on which the customer 
can rely. 


As authority for this decision the Washington court 
referred to a similar incident that occured in Tennes- 
see a few years ago in which a dairy farmer, after 
corresponding with the manufacturer of an homo- 
genizer machine, asked a Knoxville hardware dealer 
to order the machine for him. 


In a letter to the dealer the manufacturer had made 
the statement, “Please understand that the machine 
will be perfectly satisfactory for the use of natural 
cream.” 

When the farmer discovered the machine was un- 
fitted to perform as represented he refused to pay. 
The dealer sued and was met by the defense that the 
dealer was responsible under this guarantee set out 
by the manufacturer in the letter. 


No Dealer Promise ° 


In his decision in favor of the dealer the court 
pointed out that no promise whatever had been made 
by the dealer in connection with the machine. On 
the other hand the customer had asked the dealer to 
order the machine on his account that he might secure 
additional time within which to pay. 

“To constitute an express warranty,” concluded the 
court here, “there must be either an express agree- 
ment to warrant in so many words or representations 
Must be made in such manner and circumstances as to 
authorize the buyer to understand that the seller in- 
tended to be bound by them as a part of the contract 
- sale and he must have purchased in reliance on 
them.” 
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AL FAST 


Vig TURNOVER™ 








‘ 


FOR HEX SOCKET SCREWS 


MUN KEYIT | 












LEN WITHA 
TIDY PROFIT” 








A dozen 7-size hex-key assortments, enabling 
the buyer to fit any hex socket set screw from 
No. 8 to “e or any socket head cap screw 


from No. 3 to 3". Displayed to catch the 
eye. Priced to sell on sight at 75 cents. 


Dealer’s price $6.03 complete as illustrated. 

List price $9.00. Dealer’s Profit $2.97. Buy from 
your Allen Hardware Jobber. For further details 
on this and other 
key and screw 
merchandisers, 
write directly to 
the factory. 










arrrore : uf, WS. 
MEW YORK, CLEVELAND. DETROM, CHICAGO. LOS ANGELES 
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Hardware Week Promotions 





(Continued from page 13) 


post cards. Dealer helps for side- 
walk skates include with each dozen 
pair, model 101, a large wooden 
counter display, and display car- 
tons. Also available is a gold letter 
door or window sign, how to roller 
skate booklet, gold skate pins and 
ankle pads. Chicago Roller Skate 
Co., 4406-58 West Lake St., Chi- 
cago 24, IIl. 





Screwdriver Pack 


Serew driver 5-in-1 handy sets 
each hold one unbreakable amber 
handle plus five tempered steel 
blades; two sizes for cross cut 
screws, 1 midget blade, 1 cabinet 





blade and 1 all-purpose blade. Set 
51, mounted on a display card, 
packed six sets to a box. Set 52, 
packed in a plastic roll kit, six sets 
to a box. The blades are oil-tem- 
pered and hardened hi-carbon steel. 
Fuller Tool Co., Inc., 905 Faile St., 
Bronx 59, N. Y. 





Outdoor Fireplace Book 


The Majestic revised outdoor 
fire-place book, How to Enjoy an 
Outdoor Cook-Nook, containing 56 
pages. Featured in the edition is 
the TV Cook-Nook. With this lat- 
ter design, Majestic introduces 
three metal parts and accessories 
suitable for use in other styles of 
Cook-Nooks. Also available to 
dealers is a floor display to be used 
in connection with a floor model of 
the fireplace unit. The Majestic 
Co., Huntington, Ind. 





White Tape 


White tape rules made in six, 
eight and 10 ft. sizes, feature black 
markings on white steel with large 
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bold numbers. High carbon steel 


blade is tempered, enameled and 
on electrothermically 


baked con- 





trolled equipment. Encased in die- 
cast unit with sure-grip edges, 
heavily chrome plated. The rule 
measures inside and out. The new 
automatic break prevents creep yet 
does not touch either surface of 
tape. Each rule is_ individually 
boxed. Available also is a one-dozen 
display unit carrving all sizes. Re- 
tail: six, 98 cents; eight, $1.19; 10, 
$1.49. Evans & Co., 57 Branford 
St., Newark 5, N. J. 


Electrical Merchandiser 
Electrical treasure chest is a per- 
manent welded all-steel vending dis- 
play fixture containing an assort- 
ment of the fastest selling Eagle 
everyday household electrical neces- 
sities. The display chest is 20x28x28 
in. high, done in colors. Descrip- 
tions are marked for the custom- 





ers’ and clerks’ guidance. Space 
is provided for marking prices. On 
back of the display are listed de- 
scriptions and _ suggested retail 
prices. All merchandise is packed 
in the display. Total value, $100, re- 
tail value, $80, metal display worth, 
$20, dealer cost, $53. Eagle Electric 









Mfg. Co., Inc., 23-10 Bridge Plaza 
South, Long Island City 1, N. Y. 





Screen Display Carton 


To merchandise the Reddy-Lock 
adjustable window screens, a dis- 
play carton is featured for Hard- 
ware Week. Schumacher extension 
window screens are available in 13 
widths and heights to accommodate 
almost all household window sizes. 
They lock securely at any adjust- 
ment and are equipped with a metal 
slide and four grips. The screens 
feature double strength glued under 
pressure corner construction. The 





wire cloth is machine stitched and 
anchored in wood and metal up- 
rights. The F. E. Schumacher Co., 
Hartville, Ohio. 





Snap-Lock Unit 


A six color demonstration dis- 
play holds six of the Snap-Lock 
plier wrenches, four of the 10 in. 
size and. two of the 7 in. size. The 
tool features a swivel jaw that 
adapts itself to the shape of piece 
to be held, jaw size indicator and 
lock release. Seymour Smith & 
Son, Inc., Oakville, Conn. 





Stock Tank Heaters 


Gas burning stock tank heaters 
are available with automatic, semi- 
automatic or manual controls, lat- 
ter illustrated, and may be installed 
in any stock watering tank. The 
self-sinking feature permits heaters 
to be put directly in the water tank. 
Spiral baffle in the combustion 
chamber generates maximum heat 
intensity in the radiator before the 
fire reaches the draft stack. The au- 
tomatic model features the Robert- 
shaw Unitrol controls and the semi- 
automatic model is equipped with 
an automatic pilot and Baso Thermo 
valve which shuts off gas if fire ex- 
tinguishes. A metering valve, a fea- | 
ture of the manually controlled, 
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Contains 
FULLER 
COMPLETE BASIC 
ASSORTMENT 


complete range of wan 


SELF-SERVICE DEPARTMENT 


HEADOUVARTERS FOR FINE QUALITY 


Fullorg 


ls er ie 


vty 


© 4 Dozen Screw Drivers in 


Priced for FAST TURNOVER. Plenty of room for your present open stock. 
Order today thru your wholesaler; or directly from Fuller; we'll ship and bill thru your jobber. 


FULLER TOOL CO., 


World's Largest Producers of Unbreakable Amber Handle Tools 


Display it! Keep it filled! 


CREW DRIVER & WOOD CHISEL 


Gcrew © 
DRIVERS | 


= ‘men 
SELS 















ad 


#2160 


HANDLES 







Yours 


FREE 


Fuller Metal 
Display Rack 
in Eye - Striking 
Blue and Orange. 
Worth $5! You 
Pay only for the 
Screw Drivers and 
Wood Chisels. 


RETAIL LIST 
$24.40 


Shipping weight 12 Ibs. 













° | Dozen 
Wood Chisels 


ted sizes in 3 sizes 


INC. 905 FAILE ST., BRONX 59, W. Y. 






































HAND POWER GRINDERS 


Heavy and Lighter Duty Hand 
Power Tool Grinders. 4”, 5”, 
6”, 7” wheel sizes. One-piece 
gear case, accurately machined 
bearings, smooth, quiet gears, 
attractively finished. Competi- 
tively priced from $2.80 to 
$8.00 (List, F.0.8. Minneapolis). 
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WRITE FOR DESCRIPTIVE CATALOG TODAY! 


A COMPLETE LINE... BACKED 
BY MOST YEARS’ EXPERIENCE 
IN DESIGN AND MANUFAC- 
TURE OF TOOL GRINDERS. 









SICKLE GRINDERS 


For Farm and Farm Service Shop. Heavy duty 1/3 H.P. 
motor mounted behind and away, allowing easy, 100% 

ibility to gri wheels. Designed for rough, 
awkward, long handled grind- 
ing jobs. List Price, only $54.12 
(F.0.8. Minneapolis). 


STREAMLINED GRINDERS 


Made with 6x1”, 5x1”, 4x1” 
fully vitrified abrasive wheels. 
Supplied also as buffing and 
polishing heads, without wheels. 
Also, heavy duty models with 6 
to 10 inch wheels. List $2.50- 
$36.00, F.0.B. Mpls. 


WHEELS PROJECT IN FRONT 
OF FRAME PROVIDING FULL 
ACCESSIBILITY. 





TOP QUALITY SICKLE CONES AND WHEELS f 


SP AOuUnN—s : 


Manufactured in our own aod wheel Brae 
to highest specifi 

to increase your sales! reity vitrified 
cially bonded, accurately 
dressed. Available loose and 
in popular assortments. 





ASK YOUR JOBBER 








| high, 40 in. wide and 30 in. 








Hardware Week 
Promotions 





heater, permits burner to operate 
at any one of seven heat intensities. 
Siebring Mfg. Co., George, Iowa. 





Packaged Wheelbarrow 


Whiz Buchbarrow is packaged 
complete in a single carton. to save 





shipping and storage space. Carrier 
has a 3 cu. ft. heaped capacity and 
features 10 in. cushion tired wheel, 
oilite bearings; pressed steel seam- 
less tray, and rubber handle grips. 
Can be assembled in five minutes. 
Buch Mfg. Co., Elizabethtown, Pa. 





Screening Display Rack 


Display rack of steel for Lumite 
screening has’ streamlined side 
panels, and provides for storing, 
dispensing, measuring and cutting. 


Including its own measuring device, 
| cutting knife, 


explanatory 


ri 
ata. | 


and 








LUMITE 





folders, the rack measures 66 in. 
deev. 
The orange 98 lb. rack has a non- 
rusting, baked-on enamel finish 
with an aluminum shelf. In the 
upper part of the rack are six 100 
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ft. rolls of screening in the 24, 26, 
28, 30, 32, and 36 in. widths. Cost 
to dealer: $30.92, plus a minimum 
order of six rolls of screening. 
Lumite Division, Chicopee Mfg. 
Corp., 40 Worth St., New York 
City. 
Colored Planes 

Two-tone planes in maroon and 





yellow combinatons—one each jack | 


and smooth planes with full-size 





handles and knobs, adjustable tool 
steel cutters and two standard size 
block planes. Ad mats in one and 
two column sizes are available for 
dealers’ use in promoting the two- 
tone planes during Hardware Week. 
An 11x14 in. window poster is 
packed with each unit. Stanley 
Tools, New Britain, Conn. 


No-Slip Floor Polish 


To point up the non-skid and 





colored tag saying, don't fall for a 


FAL 


for a 
Slippery Floor! 


t 


DAW-DEE 


NO-SLIPPING 
Floor Polish 





slippery floor, use plastic Dan-Dee, 
the original no-slipping floor polish. 
Broadsides showing the tag and its 
use, together with a preview of the 
promotion program are being sent 
to the dealers. Twin City Shellae 
Co., Brooklyn, N. Y. 





Wood Levels 


Utility wood level model 67NH, 
2%x114x18 in. fitted with one level 
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Switch to Quality Buffalo Bolts in 


RUGEC, 


HANDY-PACK BOLT CARTONS 













@ Bolt storage. shipping and 
handling headaches are a thing 
of the past when you put husky 
Handy-Packs on the job. And when 
you order Buffalo Bolts, you not only 
vet Handy-Packs...you get the world’s 
best bolts as well. 


HANDY-PACK @ Same price as ‘ordinary’ bolts in ‘ordinary’ cartons. 


@ Same carton quantities as always, same method of ordering. 
@ Cartons are re-shippable without tying or wrapping. 

® Covers make durable open drawers for bolt cabinets. 

@ Can be ordered in carload or less-than-carload lots. 





Write for circular on quantities and weights of Handy-Pack Cartons. 


BUFFALO BOLT COMPANY 


Division of Buffalo-Eclipse Corporation 
North Tonawanda, N. Y. 


Sales Offices in Principal Cities. Export Sales Office: 
Buffalo International Corp., 50 Church Street, New York City 


PRODUCERS OF CIRCLE ® PRODUCTS — BOLTS * NUTS « RIVETS AND SPECIAL FASTENERS 
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Cus! 
Hardware Week $e 
and 
e high 
Promotions is 
exce’ 
° six } 
and one plumb set in large white 
plastic-lined openings, permanently 
sealed aganst dust, dirt and mois- 
ture by heavy lens. It is equipped 
with a hanger hole. Model 68NH is 
214x11x24 in. and fitted with one 
These Shears are specially designed level and one plumb set in large 
for the price-conscious, present day plastic lined openings. It has the 
market. Today as never before same features as other model. 
women are shopping, comparing Mayes Bros. Tool Mfg. Co., Port 
quality and price, getting the most Austin, Mich. 
for their money. | ——— 
The biggest section of this price- SA ERP | Tool Caddies 
conscious Shear market is made up 2 he) | Two new Stanley tool kits made 
of women who can afford De Luxe 1 | of plastic in two colors. featuring 
KLEENCUT top quality. streal 
We invite comparison of style, ap- availa 
pearance, quality and performance 23rd | 
with merchandise at twice the price. - 
Circ 
No. 132C Dri 
8” Fully Nickel-plat 
ed Kitchen Shears cuts I 
we and p 
No. 180 Individually 
pig yh eee | ore 
Shears. Nickel | e 
Bleck enamel’ han: —— turn a 
aaa § RY tt 
ONLY from 
$ cmcinisbin groove 
349 No. 110C ie 
— 7” Fully Nickel-plat 
ed Straight Shears 
ONLY 


RETAIL 





popular selections of Stanley and 
Defiance tools selected for everyday 
jobs. Caddy will hang on the back 
of a door or on the wall. Two col- 
umn ad mats are available to 
dealers on request to promote the 
Tool Caddy specials for Hardware 
Week. Stanley Tools, New Britain, 





+169 


RETAIL 


Available with black 
enamel handles, No, 
1000, only 

$1.29 Retail 











IMPORTANT Carn | Conn. 
rl +04 Housekeeping | 
De luxe KLEENCUT Advantages! Rae ae Sprinkler Promotion 

2 Seer ey eae De Iy Promotion material for the Crys- 
lagen CUT rt | tal Mist remote control lawn ings an 
>i sails @Vvailable ace | sprinkler includes—counter display, by clan 
Galton eauestins SHractive eo, " consumer circulars and carton and of a vis 
eisai tinimses ter merche wis counter card used as a display. soft m« 
Dashed by Wertd’s Lereset disers sa Chicago Roller Skate Co., 4406-58 with 4 
anufacturer of Scissors and Shears West Lake St., Chicago 24, IIl. nicke] ; 
Federal 
_ Hydro-Matic Mop ray St, 

KLEENCUT and EVERSHARP offer maximum dealer profits This mop wrings water from the 
DuPont process sponge automatic- Saw - 
Ask your Jobber or Write ally with one movement of the hand Two ; 
THE ACME ; lever located high up on the handle. models ; 
SHEAR Co. Bridgeport 1, Conn. The sponge head cleans itself and T-2412 | 


there are no metal squeezers on mop- the bra 
head to mar furniture or woodwork. Made in 
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Cushion bumpers are on mophead. 
The metal parts are highly plated 


and polished. The mophead is 2 in. 
high off the floor. The sponge head 
is replaceable for $1.29. All parts, 


except sponge. are guaranteed for 


six years. Window display cards, 





streamers and consumer folders are 
available. Minute Mop Co., 17 E. 
23rd St., Chicago 16, IIl. 





Circular Saw Attachment 


Drill-saw attachment model 600 
cuts plywood, wallboard, shelving 
and plastics. Saw-Rite employs a 
blade, 4 in. diameter of chrome 
nickel alloy. The attachment will 
turn any 4 in. drill into a circular 
saw. The attachment is adjustable 
from % to 1-% in. cut, and will 
groove dadoes or rabbet. The unit 
is equipped with oilite bronze bear- 





ings and is convertible to table saw 
by clamping housing between jaw 
of a vise. Metal cutting blade for 
soft metals, retail $3. Complete 
with 4 in. combination chrome 
nickel alloy blade, retail: $10.95. 
Federal Engineering Co., 37 Mur- 
ray St., New York City 7. 





Saw Horse Brackets 


Two saw horse bracket counter 


models are available free with No. 
T-2412 combination assortment of 
the brackets. The brackets are 
made in three sizes for 1 and 2 in. 


| 





THIS TAG MEANS BUSINESS! 








F5 —_— 
MODEL G — 2 HP. 


For average home and 


suburban gardens. 
MODEL H — 3 HP. 


For estates, parks, large 
commercial gardens, 


MODEL R — 5 HP. 
Riding tractor high in per- 
formance, low in cost. 














MORE THAN 2O WORK-PROVEN 
ATTACHMENTS TO MEET EVERY NEED 


WATERBURY 
ortable 


p 
POWER 





EXCLUSIVE POWER- 


FLO CLUTCH for silk-smooth 


power feed 





EXCLUSIVE EASY- 
HITCH for quick, simple tool 
attachment 


L - 














AND INSURES MAINTENANCE-FREE OPERATION 
RESULTING FROM PRECISION DESIGN AND MANUFACTURE 












OUTSTANDING 
SALES POWER 
10 KEEP YOUR 
WATERBURY 
TURNOVER THE 
BIG TRACTOR 
news OF ‘51 





NATIONALLY ADVERTISED TO CREATE PROSPECTS -- 
PLUS LOCAL MERCHANDISING TO BRING ‘EM IN. 


WATERBURY TOOL DIVISION 


A SUBSIDIARY OF THE SPERRY CORPORATION 


115 AURORA ST., WATERBURY 20, CONN. 








Economical 





ROTABINS... 


FOR BOLTS AND PIPE FITTINGS 








~~. + 
Series RB-3400 


Each section has 5 compartments 21” wide. 
Additional Bin Dividers are extra. 


Available in 8,7 or 4 
section models. 


REVOLVO ior nas 


r 25 B—S5 sections, 25 





compartments, each 
holding a keg of nails 





500 A—S5 sections, 50 
compartments, each 


tw holding a keg of nails 


MODEL 25 B 


Other sizes to fit your particular needs. 


Write for — 
Free descriptive literature 


THE FRICK-GALLAGHER MFG. CO. 
400 Shubert Bidg., Phila. 2, Pa. 


FRICK - 
GALLAGHER 


WELLSTON, OHIO 


SHELVING + PARTS BINS + ROTABINS 
COUNTERS + RACKS «+ TABLES 
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lumber. Counter models provide 
complete instructions on ‘how to 
assemble and the various uses for 





the brackets. Assortment is packed 
in individual red and black boxes 
showing applications. Chas. O. 
Larson Co., Sterling, Il. 





Homemaker's Tool Kit 


Mother’s Own set of tools 40. 
MO2 includes 11 items—lady’s 
size hammer, snip, slip joint plier, 
pincer, scratch awl, screw drivers, 
tape measure, carton of assorted 
nails and carton of assorted screws. 
The set is 1434 x 12 9/16 x 1% in. 
The easel back, plastic faced dis- 
play, box green leatherette covered. 
The set features an apron type kit 
of gray duck with translucent 





pockets for door or wall hanging. 
A colored price card is included in 
each. Packed wrapped individually 
in corrugated cardboard. Retail: 
$9.95—dealer cost, $6.63. The Peck, 
Stow & Wilcox Co., Southington, 
Conn. 


Magnetic Holder Kit 


The Utica Magnekit consists of 
two pliers and a wrench on a mag- 





netic holder. Model 654—6 in. long 
chain nose side cutting pliers, model 
90—6 in. adjustable wrench, model 
523—7 in. angle nose gripping 
pliers, No. 1 magnetic tool holder. 
Latter holds up to 13 lb. of tools 
and keeps magnetism indefinitely. 
UMI-5 shipped five kits to display 
carton or UM1-3, packed three kits 





to carton. The unit retails for $7.24 
separately, but in the kit as a pack- 
age, the retail price is $5.85. Utica 
Drop Forge & Tool Corp., Utica 4, 
2 


Vogue Utensils 


The Vogue white, red or black 
trim five quart tea kettle is avail- 
able for $8.75 (regular price, 
$9.50). Also the Vogue white, red 
or black trim 5-1 cooker, illustrated 
(regular price, $10.10), special 








price, $9.50. A broadside covering 
the promotion offered will be sent 
to dealers. Federal Enameling & 
Stamping Co., Pittsburgh, Pa. 
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WHO SELLS THE BEST LINE OF — 
DRNLS FOR THE RETAIL TRADE? 









A Brand New - 
QUALITY DRILL SET 
Packaged - READY FOR SALE 





Chose from 6 Combinations — 


CARBON SETS DRILLS HIGH SPEED SETS 
oe a vasewes Oey Fei Fas 0000 H-93 $1.35 
H-34 1.16 ...... (Ye, Ye, Vo, Va).....- H-94 2.19 


H-35 1.16 .... (6, %42, Va, Ye, He)... H-95 2.21 





Ask your Wholesaler for our The RIGHT set for your portable 
Complete Hardware Catalog — Electric Drill—Available with 4” 
shanks. 


Lists and Illustrates Drills, 
CARBON SETS 


H-22 (Sizes 4, Xs, ¥2, 2) $2.65 
H-23 (Sizes %4, He, ¥2, He, 


Drill Sets, Reamers, Auger 
Bits, Power Bits, Masonry 





panes Glass Drills, Counter- ae $3.55 
sinks, Screw Extractors, etc. 
HIGH SPEED 
H-239 (Sizes Y%4, Hs, %, 
is ticcneeied $7.81 








ow? oe geen? 
* » of 
Ye sod 





CHICAGO-LATROBE 





411 WEST ONTARIO ST, @ CHICAGO 10, ILLINOIS 
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BRING THE WHOLE FAMILY 
INTO YOUR STORE-—with 


SouTH BENb Croquet! 


Catch the eyes of youngsters and 
grown-ups alike by displaying this 
popular family game—it will mean 


more sales of all outdoor items! 


ene ok em 


\ 
\ 
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| j 
Ls _ 


= 
a 
' 
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MODEL 


11 different models NO. 836 


to meet every family need. 


SALES REPRESENTATIVES 
East—Julius Levenson, 7 East 17th St., N.Y. 
South —-Louis Williams & Co., 3rd National 

Bank Bldg., Nashville, Tenn. 
Midwest—South Bend Toy Mfg., So. Bend, Ind. 
So. Calif. & S. W.—Anderson Sales Company, 

730 W. 10th Place, Los Angeles 15, Calif. 
No. Calif.-Standard Toy Agencies, 718 Mission, 

San Francisco, Calif. 

Denver & Pac. N. W.-Leo Scherrer, 2840 W. 
93rd St., Seattle 7, Wash. 

Export — Affiliated Exporters, Inc., 10 East 
34th Street, New York City 


SOUTH BEND TOY MFG. CO. 
SOUTH BEND 23, INDIANA 
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' Promotions 








Bathroom Trim 
In connection with Hardware 
Week, plans have been drawn for 
dealers to give to customers em- 
ploying the use of Chromtrim 
| shapes for modernizing bathrooms. 
Available also are newspaper ad 
mats. R. E. Werner Co., Inc., 295 
| Fifth Ave., New York City. 
| 
| Sprayer Assortment 
A package deal consists of an as- 
sortment of sprayers in half pt., 
one qt., and two qt. sizes and the 
five oz. sprayer. The 54 sprayers 
in the assortment are packed in two 
units and specially labeled. Com- 





plete merchandising materials are 
packed in one of these units. 
is 


In- 
a counter display ar- 


| UEFENU TUUH HUME | 
Senay away Pout and Dice f 


Lowen 


cluded 






ATO we SPe@ay 


Pick ment 


ranged to permit the demonstration 


of the half pt. Atom-Spray. Day- 
| Glo lettering is featured on the 
display with  silk-screened sales 


points on the back. Also a win- 
dow banner, merchandising sugges- 
tion sheet, dealer ad mats and cir- 
culars. The No. 400 four Jet Atom- 
Spray features four nozzle jets that 
emit a fine spray with each stroke. 
Lowell Mfg. Co., 577 E. Illinois St., 
| Chicago 11, Ill. 


THREE WAYS TO 
BOOST PROFITS 


WITH MILK FILTER DISCS 


MEET THE NEEDS OF ALL YOUR TRADE 


1 
Sell Perfection 


CLOTH FACED and PLAIN FINISH 
AMERICA'S FINEST MILK FILTER DISCS 


2 
Sell Elgrade 
O.K. FOR THE SMALLER MILK PRODUCERS 


3 
Feature Perfection 


DUBL-CHEM-FACED 
TOP QUALITY AT LOW COST 
The only “‘Tripi-Filtring”’ Filters 





The only Nationally Advertised Line 
with over 38 million ads in 1951 


Ask your supplier or write for Free 
Samples and Merchandising Aids 






i varsig at Sat 





wm n Be 
Be ca 






SCHWARTZ MFG. CO. 


Two Rivers, Wisconsin 









AMERICA’S FOREMOST MANUFACTURER OF 
SANITARY FILTERING AIDS FOR DAIRYMEN 





















W 


Pow 
Th 


chest 

house 
rying 
517, 





with 6 
ishing | 
arbor 

three s 
drill ch 
set of s 
steel bs 
Skil au 
Elston 


Pantr 


Canis 
styrene 
four 71 
tainer ]i 
tainer | 
spatula; 





Retail: : 
Dutch di 
die-cut di 
Pak. The 
uses of t 
Ine., 1601 
21, Cal. 


Televis 
Four n 


are avail. 


HARDWA 








HARDWARE AGE, MARCH 8, 1951 





IS 


ISCS 





NISH 
t DISCS 


ODUCERS 


we 
) 
cost 
' Filters 





tised Line 
jin 1951 


» for Free 
sing Aids 


CTURER OF 
DAIRYMEN 








cH 8, 1951 


A ee ee ee, oe 


Power Tooi Kit 


The new Skil home shop power 
chest model 582 provides a complete 
household workshop in a steel car- 
rying case. Included are: model 
517, 3000 r.p.m. sander-polisher 








with 6 in. diameter sanding or pol- 
ishing surface, 3 in. grinding wheel, 
arbor adapter, lambswool bonnet, 
three sanding discs, % in. hex-key 
drill chuck, horizontal bench stand, 
set of seven twist drills, rubber pad, 
steel backing disc and pint can of 
Skil autd polish. Skilsaw, Inc., 5033 
Elston Ave., Chicago 30, III. 





Pantry Set 


Canister set of lustrex poly- 
styrene is composed of 10 pieces: 
four 744 oz. containers; two con- 
tainer lids with solid tops; two con- 
tainer lids with an opening for a 
spatula; and two separate spatulas. 





Retail: 98 cts. The Pennsylvania 
Dutch designed gift box employs 
die-cut doors to display the Pantry 
Pak. The box’s rear side details the 
uses of the set... Alladin Plastics, 
Inc., 1601 E. 16th St., Los Angeles 
21, Cal. 





Television Sets 


Four new 16 and 19 in. tv models 
are available. Model 674, 16 in. 
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ATLANTA 





JOHNSON XLO Music Spring Wire is packaged tor 
easy handling and attractive display. "The wire of 
a thousand uses" is a must item for the up-to-date 
hardware store because it is a constant answer to 
the need for high carbon wire in small quantities. 
The modern hardware man is always prepared to 
respond to the customer who wants quality, high 
tensile wire. 


Johnson XLO Music Spring Wire is drawn with 
micrometer precision. The wire range—from..003" 
(38,026 feet to the pound) up to .200" (9 feet to the 
pound). Packaged—'/s Ib., '/2 Ib. and 1 Ib. 


JOHNSON 


STEEL AND WIRE CO., INC. 
WORCESTER 1, MASS. 


NEW YORK PHILADELPHIA CLEVELAND DETROIT AKRON CHICAGO 
TORONTO 


HOUSTON TULSA LOS ANGELES 
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KARL MOEGERLE 
of Philadelphia 


says “Klean-Strip 
_ sells itself” 











Philadelphians have a reputation for 
being smart buyers . . . they don’t accept 
something unless they know it’s good! 
Karl Moegerle, owner of a progressive 
paint and glass store in the “City of 
Brotherly Love,” says: ‘“Klean-Strip must 
be good because my customers are buying 
it and then coming back for more. In fact, 
with the ‘TRY-IT-YOURSELF’ PACK 


on my counter, Klean-Strip actually sells | 
itself. All I have to do is to ring up the | 


sale on the cash register!” 


It’s a New-Type Remover 


Klean-Strip fills the need for a paint strip- 
per that’s safe, fast and easy-to-use. It has 
these advantages over dangerous, messy, 
old-fashioned removers: (1) Non-inflam- 
mable—cannot burn or explode. (2) Re- 
quires no “after-wash” or neutralizing. (3) 
Removes any finish from any surface with 
one application. (4) Clean and easy to use. 
Order one of the new “TRY-IT-YOUR- 
SELF” PACKS from your jobber today— 
and watch your paint remover (and paint) 
sales increase. Write us for free sample. 


W. M. BARR & CO. 
2342 S. Lauderdale, Memphis, Tenn. 


LEAN-STRIP 


‘‘Peels Off Paint’’ 











WHAT'S NEW 








table model set in mahogany ve- 
neer retails for $259.95; 678, 16 in. 
tv console in mahogany veneer to 
retail at $289.95, and 677, 16 in. 
set housed in a deluxe design ma- 
hogany veneer console with doors 
retails at $329.95. Fourth model is 
19 in. in a period styled mahogany 
veneer console. Model 675 retails 
for $399.95. All features full screen 
focus, Black Magic Contrast, pre- 





tuned built-in antenna and one- 
| knob tuning. Emerson Radio & 
| Phonograph Corp., 111 Eighth 


Ave., New York City. 





Screw Driver Bits 


A new line of screw driver bits 
for hand brace use is now available 








| in % (illustrated), 5/16, % and % 
| in. sizes. Hand forged and preci- 
sion ground, they are highly pol- 
ished and packed six in a display 
box. Midway Tool Co., Inc., The 
Arcade, Cleveland, Ohio. 


Shellfish Knife Line 


Seven stainless steel rust- and 
break-proof knives for shucking 
shell-fish features one-piece stain- 





less blade and handle. This new 
line includes the Providence, New 
| Haven and Boston Oyster, two clam 
(different length blades), a scallop 
and a crabmeat knife. R. Murphy’s 
Sons Co., Ayer, Mass. 








Portable Picnic Jug 


Triple insulated with fiberglas, 
airtight walls and reflecting inner 


surfaces, model No. 301 is made of 
tin-coated steel with Vinylite finish. 
It is 12 x 9 in. and has a 2 gal. ca- 





pacity. Extra large opening allows 
pouring, serving or ladling from 
Jug-A-Lug. Hamilton Metal Prod- 
ucts Co., Hamilton, Ohio. 





Outdoor Furniture 


A new line of all-weather out- 
door furniture made of stretched 
steel, featuring a rustproofing proc- 
ess. The expanded metal is smooth 
and comfortably resilient. It is 
welded by Salterini to wrought iron 
frames. Included in the Sta-Out 
line are straight chairs, spring- 


steel base chairs with swing-out 
illustrated, 
coffee tables, 


rockers, arm 
end tables 


tray, 
chairs, 





with magazine rack and right-arm 
and left-arm chairs that may be 
combined to make a settee. All 
pieces are snag proof. Suites are 
available in white finish and an as- 
sortment of seven colors. Retail: 
$20-$60. Wheeling Corrugating Co., 
Wheeling, West Va. 
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No. 227 Extension. All the famous “Green End” features 
plus a 6-inch brass extension slide for accurate inside 
measuring. Extra thick sticks. Double-edge graduvations—= 
both sides. 6’ long. 





————EE 
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STANLEY RULE 


There’s a big, profitable, “‘made-to-measure”’ 
market for Stanley Rules . . 





. every one of 
your customers is a prospect. A complete 
line . . . priced for every pocket, Stanley 
Rules have many exclusive features that 
add up to customer confidence and repeat 
business for you. Famous Stanley “Zig- 
Zag”’, ““Pull-Push” and Boxwood Rules are 
available in a wide range of styles, sizes and 
markings. A few are shown here. * 


STANLEY TOOLS + NEW BRITAIN, CONNECTICUT 


THE TOOL BOX OF THE WORLD 


TANLEY 


Reg. U.S. Pat. Off. 


HARDWARE e TOOLS « ELECTRIC TOOLS 
STEEL STRAPPING « STEEL 
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~PSHEFFIELD 


BOLT and NUT 


PRODUCTS 


te it 
takes to 
TAKE IT! 


It takes a high level of quality to take the 
strains, wear and abuse bolts and nuts are 
subjected to. Full-bodied, true shaped 
heads, tough, accurately gauged shanks, 
strong, clean-cut, precision formed threads 
and close tolerance nut-to-bolt fit give 
Sheffield bolt and nut products the strength 
and toughness to draw and hold a 
tight fastening. 


Ever since 1888, this Sheffield quality level 
has not only been maintained but is con- 
stantly raised through Sheffield’s statistical 
quality control at every step of manufac- 
ture in Sheffield’s own’steel plants. Through 
ili aaah these have come the exacting metal speci- 
them back on again-no mistakes fications, heat treatment and oil quenching 


alate ay adios job. which insures uniform high level quality. 





It’s easier, also, to handle and sell these 
better Sheffield Bolt and Nut products. They 
come packaged to attract buyer attention in 
strong, plainly marked boxes whose hinged 
Corben and Aey Stoel lids lift up for display and easy access. 
Ingots, Blooms, Billets, Plates 
Sheets, Hot Rolled Bars 


Steel Joists, Structural Shopes HEY SE i a Dee et 


Reinforcing Bars 





f— SHEFFIELD 
Steel Products 


Welded Wire Mesh CORPORATION 
Wire Products, Wire Rods HOUSTON KANSAS CITY TULSA 
Fence, Spring Wire 
Nails, Rivets DISTRICT SALES OFFICES: Chicago, IIlI.; St. 
Grinding Media, Forgings Louis, Mo.; Des Moines, Ia.; Omaha, Nebr.; Wich- 


ita, Kans.; Denver, Colo.; Oklahoma City, Okla.; 
Set cuad Nak Seales Dallas, Tex.; San Antonio, Tex.; Lubbock, Tex.; 
a GNe Wer Frees El Paso, Tex.; New Orleans, La.; Shreveport, La 


Track Spikes 
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Electric Steam Radiator 


Portable electric steam steel rad- 
iator provides forced steam _ heat- 
ing through pressure jets in all 
sections of the radiator plus turbu- 
lent steam boiler heating from the 
Electresteem boiler. The unit has 
a fusible safety plug that releases 
at a pressure of eight lb. Radiator 
has no exposed wires, elements or 
flame. Electresteem is designed to 
maintain pressure under two lb. 
A nickel chrome element is em- 
ployed, extending the full length of 
the radiator. Finished in ivory or 
walnut oven baked wrinkled en- 
amel. Retail: eight section, $37.95. 
Electric Steam Radiator Corp., 1 
Electric Ave., Paris, Ky. 





Floor Cleaning Device 


Re-designed long-handled clean- 
ing, waxing, polishing device for 
hardwood and linoleum floors is 
backed by a five-year guarantee. 





Chief improvements in the Doozit 
are streamlined appearance and 
more sturdy construction through 
the use of more metal and the elimi- 
nation of a koroseal band around 
the base. The new model also holds 
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the changeable pads more securely. 
Each unit is sold with three pads 
which are reusable and reversible. 
Retail: $3.79. Additional pads: 19 
cts. E. L. Bruce Co., Memphis 1, 
Tenn. 





Terminal Sterilizer 


The new terminal _ sterilizer 
model 600 for sterilizing baby’s 
nursing bottles is deeper than 
previous models, to hold new type 
nursing bottles with caps. The 
bottles feature an extra cap to keep 
the nipple sterile, and a rubber 





feeding nipple. This sterilizer may 
also be used for the regular Ascep- 
tic sterilizing method. The unit is 
made of Columbia white enameled- 
ware, has an eight bottle capacity 
and a pot capacity of nine qts. The 
sterilizer is 914 x 9144 in. The dis- 
play carton, instruction leaflet and 
label are done in colors. Retails: 


COBURN: 
Overhead 
Conveying 
quipment == 











° 


~ Gives You Real Dollar-Volume Business 


Industrial plants, factories, warehouses, commercial garages 
and repair shops—all are logical prospects for Coburn Overhead 
Conveying Equipment. 

Coburn Enclosed Overhead Monorail helps them boost pro- 
_ duction or expedite deliveries through faster handling of mate- 
| rials. It provides unobstructed floor space, requires very little 
| headroom, makes it easy to spot work directly over machines. 





$4.39. Columbian Enameling & 
Stamping Co., Inc., Terre Haute, 
Ind. 





Furniture Polish 


Featuring the new compound sili- 
cone, Dri-Glo furniture polish that 








puts a glass-like coating on wood, | 
enamel and porcelain surfaces. New | 
ational promotion of Dri-Glo will 
coincide with Hardware week. 
Packed in a 10 oz. bottle. Retail: | 
% cts. O-Cedar Corp’n, 2246 West 
49th St., Chicago 9, II. 
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Sectional design permits easy installation, rearrangement or 
extension as required, Used with hand chain or electric hoist, 
| it will carry loads up to 3000 pounds, Power operated equip- 
| ment is also available. 

/ Write for catalog #220 describing Coburn Overhead Con- 
veying Equipment, and for information on the engineering help 
we can give you in selling this profitable, dollar-volume item. 





Track 








Bracke? Single Swing-out Carrier 





A Product of WICKWIRE SPENCER STEEL DIVISION OF 

THE COLORADO FUEL AND IRON CORPORATION 
Sales and Engineering—56 Sterling Street, Clinton, Mass. 
Executive Office—500 Fifth Avenue, New York 18, N, Y. 
Sales Offices—Atlanta * Boston * Buffalo * Chicago * Denver * Detroit « Philadelphia 
Pacific Coast—The California Wire Cloth Corp., Qakland 6, California 
















HANDY A 
HUNDRED 
WAYS IN 
THE HOME 
OR SHOP! 






YANKEE 


ppblAl! HanpyMan 
ror IRHA RATCHET 
HARDWARE WEEK SCREW DRIVER 


oon A This eye-catching window streamer FREE 


With each No. 2HW “‘Yankee-Handyman”’ 
Merchandiser for IRHA Hardware Week 
you get the attractive window streamer 











2H 










FOR 
THOSE 
SMALL SCREWS 




































it reminds passers-by that your store is the 
place to stop... 
during IRHA Hardware Week .. . and all 
through the year. No. 2HW holds 24 of 
» these handy No. 2H Screw Drivers in less 
than a foot of counter space. Has color- 
ful band announcing the special low 
price of 39c. After April 21st the band 
can easily be removed if all the 
drivers are not sold. 

Make sure you have a good 
. stock of this ‘“Yankee”’ Special 

» for the big-selling Week. 

& Order No. 2HW Merchan- 
& diser from your jobber. | 


/ YANKEE" TOOLS NOW PART OF 


fog Vi. Pen OFF 





TRIPLE the SALES 
with TRIPLE the CUTS! 


ANNOUNCING 


NOT ONE—NOT 12-—BUT 
40 DIFFERENT CUTS! 


» DADO SAWING WASHERS 


New improved Warren Washers open 
a broader market for you in ‘51! Be 
ready for new sales, replacement sales 
—easier sales! 


GOOD PROFITS FOR YOU! 

No increase in price—new Warren Washers 
still retail at popular price of $4.95 per set, 
with no cut in dealer margin! 


NATIONALLY ADVERTISED — 
UNIVERSALLY ACCEPTED! 
Craftsmen praise them for making smooth 
dados, quickly and easily with regular saw 
blade. National advertising reaches 16 mil- 
lion people—makes Warren Washers a name 
they remember! 


SEND TODAY FOR TRIAL OFFER! 


Send for just 6 sets at your dealer's discount 
of 33144%-—receive absolutely free colorful 
working counter display and descriptive sell- 
ing literature! 


WARREN DADO SAWING WASHERS CO. 
DEPT. 103 © 70 MEDBURY © DETROIT 2, MICH. 





FUSE COUPLING 


A BIG VOLUME, FAST MOVING 
PROFITABLE SPECIALTY! 


Guards against fires caused by dam- 
aged electrical cords. Holds fuse 
small enough to give fire-safety pro- 
tection. Shuts off danger point from 
main line — automatically. Fits any 
standard wall outlet. Saves time 
and inconvenience — locates dam- 














room. 


FIREGUARD opens new 
markets . . . every wired 
home is a prospect, and al- 
most every office and store. 


CONTACT YOUR JOBBER 
Contact your Jobber to- 
day. Write us for detailed 
information . . . giving us 
your Jobber’s name. 





F. H. SMITH MFG. CO- 


ATIOMAL SALES OFFICE 
* CHICAGO 9, ILLINOIS 


3628 SOUTH BLAKE ST 
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shown above. Displayed in your window | 


and shop for big values | 


WHAT'S NEW 








Puller Sets 

Master puller set No. 4000AB for 
all types of vehicle, equipment and 
plant maintenance includes heavy, 
medium, light, wheel, slide-hammer 
and bearing-separator type pullers 


t i TTT 
4020 
* 
4010¢ Ly 
4056A 


| with interchangeable parts. Proto 
| set No. 4010C is a heavy-duty type 
| with regular and cap screw jaws for 
use on vehicle and industrial jobs. 
It is especially suited for pushing 








THE TOOL BOX OF THE WORLD | out shafting, bearings, sleeves and 


| sub-assemblies. 


Set No. 4020C has 
| two cap screws and a slotted cross- 
| arm that permits a wide range of 
adjustments up to 6 in. for pulling 


|harmonic balancer and pulley as- 


| high-strength jaws. 


semblies, timing gears, etc. Set No. 
4056A is a slide-hammer type with 
a short rod and two long, narrow, 
It removes the 


| clutch pilot bearings from flywheels 


and handles practically all bearings 
with a bore of 5% to 134 in. Plomb 
Tool Co., 2209 Santa Fe Ave., Los 


Angeles 54, Calif. 


Chuck 


aged cord immediately and makes | 
it possible to change fuse in lighted 


Supreme brand chucks are pre- 
cise, accurate and dependable. The 





chucks and keys are completely in- 
terchangeable with those of other 
manufacturers. Supreme Products, 





Inc., 2222 S. Calumet Street, Chi- 
cago, Ill. 
HARDWARE AGE, MARCH 8. 1951 
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Food Mixer 
A new food mixer that beats a 


heavy batter to a smooth consis- | 


tency without slowing down. The 
Food Crafter, FM-511, may be used 


with either hand. The shape and | 


design of beaters and the two 





Pyrex Merry-Go-Round bowls per- 
mit many time-saving steps. 
mixing action permits user to add 
dry and liquid ingredients simul- 
taneously without splatter. 
gredients usually can be mixed on 
one pre-selected speed setting. Two 
tension springs are mounted on the 
shafts of the mixing blades to keep 
the blades in contact with the bot- 
tom of the bowls. The mix dial is 
on the top at the front of the handle 
where a thumb movement will con- 
trol it. Dial markings include juice, 
blend, cream, beat, whip, and grind. 
A new plastic juicer accessory, re- 
tail: $4.45, with a _ pitcher-type 
bowl is available. 


full juicing on any size fruit. 


Pitcher bowl is marked at the 6, 12, | 
Retail: $39.50. | 
Electric Appliance Div., Westing- | 


18 and 24 oz. levels. 


house Electric Corp., Mansfield, O. 


Sawhorse Brackets 


Mechancal in operation, these 
heavy gage metal sawhorse brackets 


operate by tightening the wingnut. | 


The legs and rail cannot slip or pull 


apart because the vertical jaws are | 


provided with teeth on top edges 
that bite into the rail. Spreader- 
plates hinged to leg sockets auto- 
matically lock the legs in place. The 
brackets have a rust resistant finish 
and are available in two sizes to fit 
1x4’s and 2x4’s. Dalton Mfg. Co., 
20 S. Central Ave., St. Louis 5, Mo. 


Portable Electric Heater 


An addition to the Arvin portable 
electric heater line is model 224. 
Streamlined in design, the shell is 


finished in green baked-on enamel | 
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The | 


In- | 


Reamer blades | 
are extra wide and flared to permit | 


FEATURE 





FLOOR 
FANS 





Here’s why they sell: 


They’re Beautiful —Eye-appealing, with modern design 
and handsome finish. 


They’re Clean—FASCO's exclusive solid base keeps floor 
dust out of the breeze. 


They’re Safe—Guards and careful design protect children 
and pets. 


They're Rugged —All metal construction, die-cast legs, 
heavy duty motor. 


They're Quiet—Silent blades; resilient mounted motor 
doesn't interfere with radio or TV. 


They're Effective—Power-plus motor, deep-pitched blades, 
plus scientific design. All the air in the room moves 
. . without a draft. 


ALWAYS FAST SELLERS... 
FASCO Oscillating Fams—Unbeatable values, 


beautifully styled, precision made—and priced 
to sell. Available in seven models—10”, 12”, and 
16” blade sizes. Pedestal models tool 





FASCO — the featured line of better merchants. 


WRITE TODAY FOR 
FULL DETAILS AND PRICES! 


formerly F 


/ AIS&0O industries, Inc. 


A. SMITH MFG, CO., INC. 


ROCHESTER 2, N.Y. 


FOR bigger SALES 


ASCO 
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LANDEN PUTTY WORKS, Inc. 
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For 
PROFITABLE? _ 
VOLUME ° 
BUSINESS - 


A, 


att 


f 








Exceeds 
Federal Specifications 
More and more contractors, 


Rests end 


roofers, sidewall applicators 
and all the others are demand- 
ing FLEXISEAL Caulking Com- 
pound. They like its true white- 
ness and easy application... its 
long life protection and non- 
staining qualities. They know 
what they want...let them know 
that you sell this Tested Quality 
Caulking Compound and watch 
your sales soar. 


AVAILABLE IN 


SPOUTED CARTRIDGES 
for skeleton guns. 


REGULAR CARTRIDGES 
for conventional guns. 


CANS OR PAILS in bulk 
for Professional Users 
COLLAPSIBLE TUBES 
for Occasional Users 
Years and years of continued 
laboratory research and con- 
stant production control are 
good reasons for the dominant 
position Flexiseal holds today. 


Priced right for a good profit! 
FREE: peauer HELPS AVAILABLE 
ORDER FLEXISEAL FROM 


YOUR JOBBER 
or write 


Malden, Massachusetts 

















WHAT'S NEW 


trimmed with chrome guard rails. 
Hand-hold is fitted to the back of 
the heater. Delivering 42 cu. ft. of 
air per minute, the heater draws 
cold air from the floor, heats it and 
fan-forces it over a wide area. 
Powered by an induction motor that 
causes no radio or TV interference, 
it operates on 110/120 volt AC, de- 
veloping 1320 watts. Heater height 
is 1234 in. It is 10 x 7 in. at the 
base. Weighs less than 7 lb. and 
features a one-year yuarantee and 
Underwriters’ Laboratory approval. 
Retail $12.95. Arvin Industries, 
Columbus, Ohio. 








Electric Sprayer 
New all-purpose deluxe electric 


| sprayer, with three-color label, is 





equipped with a multi-vein spinner 





nozzle imparting a swirling motion 
to the fluid being sprayed aiding 
atomization. A selection of coarse 
and fine spinners for heavy and 
light-bodied liquids are furnished. 
New sliding spray-adjuster located 
on top of the sprayer regulates 
spray pattern and volume. Ready 
to use, the unit sprays enamel, lac- 
quer, glossy paint, wall paint, 
varnish, garden sprays, water, and 
water and oil base insecticides. The 
25 oz. container is graduated for 
measuring contents. Burgess Vi- 
brocrafters, Inc., 180 N. Wabash 
Ave., Chicago 1, IIl. 





Electric Calf Dehorner 


An electric calf dehorner perma- 
nently removes horn buttons. When 
the unit is placed over the horn but- 
ton it comes in contact with growth 
cells and destroys them, preventing 
further horn growth. Complete 
operating instructions are included 
with each model. Lenk Mfg. Co., 
30-38 Cummington St., Boston 15, 
Mass. 





















DANDEE 
REELS 


For ALL BUILDING TRADES 


No. 41 Reel and Plumb 
Bob, as illustrated, for 
use as a plumb line, 
mason or chalk line. 
Bracket holds bob when 
not in use. Anti-backlash, 
easy to add chalk. Nick- 
el plated steel case, con- 
tains 100 ft. of No. 18 yel- 
low mason line. Retails 
at $2.50. 


No. 44 Chalk Line Reel. 
50 ft. of line is always 
chalked when drawn 
from reel. Chalk lasts a 
year, can be reordered. 
$1 retail. Ask your jobber nee 
or write for circulars. ; 





By the makers of Dandee 

plumbers’ and tinners' | 
furnaces . . . razor blad: fi 
scrapers...weed burners 


MFG. CO. 


533 South Fourth St. © Minneapolis 15, Mina. 


POWERFUL 
SALES PULLER! 

















~ FREE! 
ttracts customers as v 

fast as It picks up nails, DISPLAY CARD 
poper clips, bobby pins, | 3 scter display 
tacks, needies — all kinds d is yours 
of small metallic objects! | for the asking! 
Holds a oe pole» - nad caw 
«+. yet weighs only 1/3 . 

oz. Perfect for home or | *lls’emensight! 





hobby use. Ideal for of- 
fices, schools and factories. 
magnetized! 


Dealer aad Jobber Inquiries lavited 


MAGNETO SALES CO. 
of New York 
261 West S4th Street NEW YORK 19, W. Y. 


Permanently 
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WITH ELECTRIC HOUSEWARES 


* 


Display Package 


Self-service display package pre- | 
| 
| 





sented with three _ variations, 
models 6, 16 and 26. Model 6 con- 
sists of one each No. 507, 607, | 
509 W, 509 R, 509 Y and 609 C can | 
1 | 


PEL LOW BY LE iI 








Growing demand for OSTER Electric Housewares means 
lasting extra business for you. Each OSTER product has 
its powerful selling story...each is a wanted house- 
hold help, an attractive. practical gift as well. 


PGi AN EM GREE NEEM PRE. 6. 





OSTER Electric Housewares are consistently adver- i 

| tised in LIFE, SATURDAY EVENING POST, and GOOD 4 

| HOUSEKEEPING. { 

: , : 
openers. Retail: $23.90. Model 
| 


16 consists of one No. 6 display 
package and the following extra 
merchandise; three No. 507, one | 
No. 607, and two No. 509 F. Re- 
tail: $42.82. Model 26 is made up 
of two No. 6 display packages, 


Airjet Hair Dryer 


America's most beautiful hair 
dryer. Exclusive, efficient jet 





design Very lightweight, 
2-Beater 


Portable Electric Mixer 
OSTERETT has more power 


easy to vse—hold in hand, 





stand on table, tilt to any 
angle. Powerful motor speeds 





>. CO shipped in one carton. Retail: er guneedl eae any sana ae ne ee 
- . the world. No other mixer is 
+ 15, Mina. $47.80. Model Nos. 507 and 607 are cilia: de cuanii anl 








cadmium plated, and model No. | 
609 C is chrome plated. Swing-A- | 


so easy to use for every food 
mixing job—mixes, mashes, Massage Instrument 


creams, whips, beats. The only massage instrument 


Way Mfg. Co., 4100 Beck Ave., St. 
Louis 16, Mo. 





that gives real Swedish-type 
massage. Exclusive Suspended 





Motor Action delivers thous- 
ands of rotating-patting 


Tape Counter Display 

A tape to stop condensaton drip 
for cold water pipes, is made of 
plastic cork. Available for dealers 


movements per minute to 
fingertips. Two models avail- 
able: STIM-U-LAX, Junior and 
SCIENTIFIC Massage Mo- 
dality 


The Original 
Liquefier and Blender 


Only OSTERIZER has the 
leakproof container that 








opens at both ends. Easy to 

clean, easy to empty. Re- 

Double-Action Electric 
Knife Sharpener 


movable container base also 
fits standard Mason jar. Ex- 
clusively recommended by 
Gayelord Hauser, famous 
food authority and author. 


Sharpens both sides of blade 
at once, no skill required. 
Gives factory-sharp hollow- 
ground edge. Sharpens any 





knife, easily and instantly. 


Ost Hand Hair Clippers 
A complete line of hand hair YOU'LL DO BETTER 











RETAIL 


























PRICE j clippers for human and ani- 
_29¢ | iP = WITH ALL 
‘REE! j 
ISPLAY CARD | | Ne 
vier aleptay ls a package counter display, and 
4 te rere literature. Includes one roll of 
0 24 a tape. Retail: $1. J. W. Mortell Co., vm 
om on sight! Burch St., Kankakee, III. a Ost Hair Clippers 
ermanently a . OSTER is the world's most 
H famous name for electric hair 
; Invited Gladding Mats prsassani Always nos crafts- ELE Cc T RI a H Oo US EWARE S 
A new series of seven newspaper manship and materials. A 
s CO. advertising mats, in 1 col. x 2¥% in. mode for every jb, human JOHN OSTER MANUFACTURING CO. 
WY size, each featuring a sharp line he eae RACINE, WISCONSIN 
ae § wawing of a fishing line with not . 
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will a 


from FAUCET-QUEEN 
day after day ! 






A flick of 
the finger 
gives 


I 
AY OR STREAM 





Every home with running water needs this nation- 
ally advertised Kitchen Helper...now made 2 ways: 


‘L. FLEXIBLE TYPE ‘retails for 49¢ 


Model “A” FAUCET- 
QUEEN has flexible bel- 
tows-like neck on sprayer. 
Spray or stream reaches 
every part of sink for easy 
—*, of dishes, vege- 

ables, sink. Has strainer 
aa anti-splasher fixture. 








Prize-winning display with 1 doz. assorted colors. 
$3.96 per doz. 


2. REGULAR MODEL retails for 29¢ 


Regular model FAUCET- 
QUEEN has rigid-neck 
sprayer. Also strainer and 
anti-splasher, Wonderful 
for making suds, wash- 
ing fruit, etc. More than 
17,000,000 sold! 





Easel-back display 
with 1 doz. assorted colors. 
$2.30 per doz. 





Order Now From Your Jobber 


FAUcEr-2uEEh) 


THE FAUCET-QUEENS, INC. 
119 W. Hubbard Street, Chicago 10, Ill. 
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more than 25 words of copy, is of- 
fered without charge. Gladding 
brands included: Invincible, Daunt- 
less, Trans-Lu-Cent, Cilesto, Done- 
gal, Beach Comber and Mermax. 
B. F. Gladding & Co., Inc., South 
Otselic, N. Y. 


Rule Dispenser Unit 


Redesigned rule _ self-dispenser 
display unit for 1951 both color and 


| Style-wise is made of heavier board 


| with reinforced metal edges. 


Two 


| sets of price tabs for insertion in 





the box by the dealer are packed 
with the unit. One shows recom- 
mended retail prices and a blank 
price tab is included for new prices. 
Unit contains 18 Eagle rules in 
four price ranges. There are six 
Royal Eagle rules, three All Ameri- 
can rules, three Columbia rules, and 
six Arrow rules. The rules come 
with either all regular marking, all 
inside marking,. or half-and-half. 


| The units may be obtained with 12 
| white and six yellow rules, or with 


all white rules. Dealer cost per 
unit: $13.08. East of Rockies dealer 


| profit is $19.62. Eagle Rule Mfg. 
| Corp., New York 59, N. Y. 


| the line is the Handi-Hook, 


Display Card 
Several items of the Ajax line 
have been mounted on cards. One in 


illus- 
trated, that screws into walls, doors 


and closets. The design of all the 





cards is standardized for simple 
brand name identification. Ajaz 
Hardware Mfg. Corp., 4351 Valley 
Blvd., Los Angeles 32, Calif. 





Radiant Display 


A combination point-of-sale piece 
and self-display carton featuring 
Globrite radiants is available to 





Dearborn dealers. Each display car- 
ton contains six smaller two-radi- 
ant take-home packages. A rectan- 
gular unit 14 x 85/16 x 5 in., the 
carton weighs 8 lb. 12 oz. Each ra- 
diant is completely enclosed in card- 
board. One radiant will not fall 
out while the other is being re- 
moved. Dearborn Stove Co., 1700 
W. Commerce St., Dalls 8, Tex. 





Saw, Tool, File Manual 


In connection with Disston’s fight 
waste plan, a new edition of the 
Saw, Tool & File Manual has been 
issued. This manual contains tips 
and guides on the uses of tools, 





helps in the selection of the right 
tool for each job; tells how to care 
for tools to make them last longer. 
Also available are stickers for the 
windows and counter cards, fea- 
turing the manual. Henry Disston 
& Sons, Inc., Tacony, Pa. 
(Resume reading on page 14) 
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THAT GIVES... 


—— ] 


| 


A NEW IMPROVED FORMULATION 


CHECK THESE ‘Heatures.. 


e ALUMI-ROOF gives complete pro- 
tection because of superior reflection 


e ALUMI-ROOF reflects the summer 
sun and protects against the winter 
snow 


e ALUMI-ROOF is easy to buy—and 
inexpensive to apply, one coat covers 


. © ALUMI-ROOF gives years of pro- 
tection with a single application 


e ALUMI-ROOF may be applied by 
RESIDENTIAL owas ° | 
ROOFS rush or spray-it goes a long way 


e ALUMI-ROOF has a GILSONITE 


asphalt base that assures a lasting 
A finish. 
AGRICULTURAL ROOFS 


NEW 
» TOM THE ONE ALUMINUM 


PAINT THAT DOES THE ENTIRE JOB 


Now... the new and improved SUPER-KROME, even better than ever 
before! Featuring an ADDED OIL LENGTH... the NEW SUPER-KROME 
needs no oil added... even for priming! More than ever before... it 
is the one aluminum paint that does the entire job... covering wood... 
brick or metal surfaces with one coat! Interior or exterior... the NEW 
Super-Krome leaves a brilliant aluminum finish that lasts and lasts. 
Flows on satin smooth...NEW Super-Krome is ready mixed... and 
fills the bill every time. A great value... the fastest selling aluminum 
paint in hardware and paint stores everywhere. 

For further details...descriptive folders and advertising sales helps... 
write today to... 


Shetticld Zeoreze PAINT CORPORATION 


ONE OF THE WORLD'S LARGEST 
UFACTURERS OF ALUMINUM PAINTS OHIO 


Here it is—the greatest value in roof paint . . because it 
is the ONE roof paint that has everything! Carefully 
compounded of finest aluminum, with an oil modified 
GILSONITE asphalt base! This triumphant formulation 
answers every roof problem... reduces roof checking... 
blistering... carbonization...and oxidation, the four 
major factors that cause roof failure! In addition, ALUMI- 
ROOF adds to the appearance of any building, and 
because it is a solid covering of metal, it reflects 80% of 
the sun’s rays, keeping heat out in the summer, and hold- 
ing it in in the winter! 



















CLEVELAND 19, 
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In place of an old-fashioned mixed stock, he 
features a mass display of one brand of lawn 
and garden tools — all finished alike with 
matching blue handles and gold trim... 


the only blue-handled tools on the market — 
nationally advertised, sold through indepen- 
dent dealers at full profit... 


a line that is complete for every need, includ- 
ing new items to interest old customers. . . 


easier to sell all customers because of their 


forged-steel construction . . 








This mass display of matching SPEEDLINE tools 
typifies the most modern merchandising principles 
used by successful dealers. 


and giving every customer a reason to buy 
all his tools from you because they match. 


Add up these advantages. It will pay you to 
concentrate on SPEEDLINE. Your UNION 
jobber can supply you. 


New Buying-Selling Catalog 


64 pages showing every standard 
pattern of lawn, garden and farm 
hand tools your customers may ask 
for, and how to sell them. Also 
shovels, spades and repair handles. 
If you do not have a copy of this 
valuable guide, ask us to send you 
Catalog No. 17. 


eye-appealing finish and extra light yet strong =| | 


eyaielly 


THE UNION FORK & HOE CO. 
Columbus 8, Ohio 
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we Washing 


ashing ton 
NEWS and Views 


Reports on Events Affecting 
The Hardware Business 


(Continued from page 10) 


experience, subject to checks add- 
ed by the regulation, to bring mar- 
gins in line with those used by the 
retailer ‘in the year before Korea. 

Four special instructions for the 
preparation of pricing charts are 
designed to make the chart reflect 
“normal” mark-ups instead of the 
occasionally out-of-line mark-ups 
actually in effect on Feb. 24, the 
“list” date. 


What the Retailer Does 


The first thing the retailer does 
is to prepare two copies of a “pric- 
ing chart.” This will be his guide- 
post throughout the life of CPR 7. 
He keeps one copy, and files the 
other with the OPS District Office 
of his area on or before March 29, 
1951. He makes his own chart; 
OPS does not furnish a form. 

Before he starts his chart, he 
has at hand all his records for 
the “list” day, Feb. 24, unless his 
store was closed on that day. In 
that case, his list date is the first 
day immediately preceding Feb. 
24, that his. store was open. 

He then looks at the numbered 
categories of goods in an appendix 
to the Regulation. In the first col- 
umn of his chart he lists, by num- 
ber, each category of goods that 
he sells. Opposite each category, in 
another column, he lists the net 
invoice cost (after all discounts) 
to him of each item in the cate- 
gory. Then, in a third column, he 
lists opposite each net cost the 
price at which he offered the item 
for sale on Feb. 24. This is his 
ceiling price under the Regulation 
for all goods in the same category 
which he receives at the same net 
cost. 

Suppose the cost of an item falls 
between two costs shown in the re- 
tailer’s chart. He finds his ceiling 
Price by using the percentage 
mark-up on the next lower cost 
shown on the chart, or his average 
mark-up for the category, which- 
ever is lower. 

If the retailer receives goods at 
anet cost lower than any cost listed 
o his chart for the category, or 
at a net cost between the two lowest 
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cost lines on his chart, he figures 
his ceiling price by applying to the 
net cost the average percentage 
margin of the two lowest costs 
listed in the category. 

When the net cost is higher than 
any cost listed on his chart for the 
category, the markup is figured by 
taking the average markup for the 
two highest costs, or the category 
average, whichever is lower. 


Ceiling Price Markings 


Although the retailer must be- 
gin to use his chart not later than 
March 29, he has until July 1 to 
mark his goods with selling prices. 
Beginning on that date, the retail- 
er may not sell any article covered 
by the Regulation unless it is 
marked or tagged with the selling 
price in a manner plainly visible 
and understandable by the retail- 
er’s customer. 

The retailer has the choice of 
marking the price on the shelf, bin, 
or rack containing the article, or 
marking the price on each article 
itself. 

Beginning July 1, 1951, a re- 
tailer may not sell any article cov- 
ered by the regulation unless he 
has posted in a prominent and 
clearly visible position in his store 
a sign reading: 

“Notice. The Prices of Merchan- 
dise In This Store Are No Higher 
Than The OPS Ceiling Prices Of 
The Articles.” 


Keep Records 


All records required by the Regu- 
lation must be kept as long as the 
Defense Production Act of 1950 
remains in effect and for two years 
thereafter. Generally, except for 
certain chain stores, the records 
are to be kept in the retailer’s 
place of business. 

Two supplementary regulations 
accompanied CPR 7. One provides 
for pricing by chains and the sec- 
ond provides a special rule regard- 
ing the treatment of freight for 
furniture, along with an alterna- 
tive method of identifying invoices. 


(Resume reading on page 10) 


21650 HOOVER ROAD . 





Carbide 
Tipped 
Spiral Fluted 


Masonry 
Drills 


Buy them in kits. 
Have the size you 
need when you 
need it! 


Contains 1/8”, 3/16", 
1/4”, 5/16”, 3/8” drills. } 


Contains 1/4", 3/8”, 
1/2”, 5/8",3/4” drills. 


KIT C 
Contains 1/4”,3/8” and 
1/2” drills with shanks 


to fit 1/4” chucks. Extra length 


also available 


DETROIT 13. MICHIGAN 
SURPLESS-DUNN CO. 


National Distributors 
NEW YORK . CHICAGO 








Priority and Price Digest 


Price Confusion Holds 
As New Margin Freeze 
Omits Hardware Items 


These past few weeks hardware 
dealers have been awaiting the im- 
position of a margin type of price 
freeze to get them out from under 
the inequalities imposed by the 
GCPR. But the first margin freeze, 
issued by OPS on Feb. 27 (see page 
10, this issue) omits basic hard- 
ware store merchandise. 

Thus the tangle of confusion cre- 
ated by the generalities of GCPR 
will have to be lived with a while 
longer, though it has caused deal- 
ers unwittingly to violate its pro- 
visions. 

However, as this issue goes to 
press, it is expected that within a 
few weeks an amendment to the 
new Ceiling Price Regulation 7, as 
it is known, will be issued to cover 
hardware and appliances. 

When it comes, the amendment 
may simply add categories of mer- 
chandise to the present CPR 7 or 
it may change some of the basic 
procedures to conform with estab- 
lished hardware pricing practices. 

Meanwhile, on the _ production 
front, Washington speaks of some 
sort of Controlled Materials Plan 
by July, embracing primarily three 
critical metals —steel, aluminum 
and copper. Such a plan would do 
much to reactivate the priorities 
system which is now falling apart 
of its own weight and before much 
longer would have little effec- 
tiveness. 

However, before that, the hard- 
ware trade can expect NPA to 
begin issuing limitation orders. 
These would tell a manufacturer 
specifically how much of a given 
product he could produce. It is 
understood that such limitations 
are now being planned for cutlery, 
washing machines and refriger- 
ators among other items. 





OPS to Issue Special 
Fair Trade Ceilings 


A special set of control regula- 
tions on Fair Trade products is ex- 
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News and Interpretations of Government Orders 


pected to be issued shortly by the 
OPS. Such action would place 
those products in a separate group, 
instead of in the general non-food 
retail category. 

Separation of goods sold under 
minimum pricing agreements is 
considered necessary because the re- 
cently announced OPS Ceiling Price 
Regulation 7 provides for tradi- 
tional mark-up percentages over 
wholesale costs. Since prices on Fair 
Trade products above minimums 
vary among dealers, a percentage 
mark-up over manufacturers’ costs 
could not be applied successfully. 





OPS Extends Records 
Deadline for Dealers 


The Office of Price Stabili- 
zation has extended until 
March 22 the deadline for 
preparing dealers’ pricing rec- 
ords dealing with the base or 
“freeze” period of Dec. 19-25. 


Under the General Ceiling 
Price Regulation all retailers 
are required to show the cate- 
gories in which deliveries or 
offers for deliveries were 
made during the base period. 
In addition, they must pre- 
pare and preserve a ceiling 
price list showing the com- 
modities in each category that 
were delivered or offered for 
delivery during the base 
period. 











Rental Goods Taken 
Off Credit Control 


Rental, leasing or bailment ar- 
rangements for any durable goods 
covered by Regulation W have been 
exempted from the regulation on 
certain conditions. Adopting 
Amendment No. 2 to Regulation W, 
the Federal Reserve Board stipu- 
lated that this exempts from the 
down payment and maturity re- 
quirements those short-term, non- 
renewable leases which neither ex- 
tend beyond three months nor in- 
volve a delivery in connection with 
subsequent leasing or sale arrange- 
ments. 


OPS Outlines Main 
Commodity Divisions 


Supplementing an earlier an- 
nouncement of the seven main com- 
modity divisions which will han- 
dle problems in the commodity 
pricing field, The Office of Price 
Stabilization, on Jan. 30, announced 
the general pattern of branches and 
sections through which the division 
will function. 

The organizational pattern is 
tentative and will be changed as 
conditions require. 

It was pointed out that many of 
the branches and sections are not 
yet staffed. 

The two divisions, of particular 
interest to the hardware field, are 
the Consumer Durable Goods, and 
the Consumer Soft Goods. One of 
the three branches of the Consumer 
Durable Goods Division is the 
Housewares and Accessories 
Branch, with a Radio Section, a 
Housewares Section and an Acces- 
sories Section. 

One of the four branches of the 
Consumer Soft Goods Division is a 
Distribution Branch. One if its sec- 
tions is a Hard Lines and Home 
Furnishings Section. 





Hand Tool Committee 


Asks Standardization 


Members of the Hand Service 
Tools Industry Advisory Committee 
recommended to the NPA that an 
order be issued establishing stand- 
ardized types and varieties of hand 
tools to conserve critical materials. 
An order of this type operated suc- 
cessfully during World War II, the 
committee said, and provided suf- 
ficient numbers of wrenches, pliers, 
screw drivers and other small tools 
to meet essential requirements. 

NPA appointed a task group 
from the full advisory committee 
to submit specific recommendations 
with regard to standardization of 
types and varieties and also to make 
suggestions for substitutions of 
less critical materials where p0s- 
sible. 

(Continued on page 163) 
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BIGGEST 
NAME IN 
PLUMBING 








PRODUCTS 


ct } ere ayees! 
| PE) TUCKY EYE | 





No. 36 Lucky Strike 
FAUCET WASHER 
ASSORTMENT 


36 individual packages 
per unit. Each package 
includes 8 genuine 
Lavelle bevelled faucet 
washers in all popular 
sizes with necessary 
brass screws 





o 
YOUR COMPLETE PLUMBING RUBBER DEPARTMENT 


MADE RIGHT! 
PRICED RIGHT! 





No. 424 Fit One-Fit All 


PACKAGED RIGHT! TANK BALLS 


12 individually packaged 
tank balls to colorful 
counter unit. Special 
tapered seat for smooth 
operation on all size 


flush valves. 
ew 


420 N. Wood Street, Chicago 22, Illinois 





Tank Balls « Faucet Washers « Force Cups *« Hose Washers « Basin Stoppers ¢ Repair Assortments 
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A COMPLETE ROPE DEPARTMENT 
In Less Than 2 Square/Feet... 





COLUMBIAN ROPE 
MERCHANDISER 


Rope Stored in Basement, Floor and Counter 
Space NOT Cluttered with Various Size Coils 
Here’s the simplest, most profitable way to sell rope 


yet devised! Put the Columbian Rope Merchandiser on 
your selling floor — takes only 22” x 11/2” of floor 














space. You can store your coils in the basement or 


under a counter if you have no basement. You'll have 


Made to Measure Accurately 
Rop nufactured ly by 
Ty ARS ie (fq 


a complete, compact rope department — one stock in 


one place — and a silent salesman as well. 


With the Columbian Rope Merchandiser, you provide 


For free new folder on the your customer with the exact length he wants. No 
Cini Saye Saee ~ need to sell him short — nor force him to buy more 
which shows how it can be used 

in your store — send in coupon rope than he wants. You sell him what he wants — 
tote. and that means a satisfied customer. Measuring and 


cutting done by the machine. 


COLUMBIAN ROPE COMPANY 
400-70 Genesee St., Auburn, “The Cordage City”, New York 


Align TN) 


COLUMBIAN 


SEZ 


Please send me free new folder on the Columbian Rope Merchandiser. 





Name 





Firm name 
Address 
City Zone___. State 








My jobber is 
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Industry representatives re- 
quested NPA’s assistance on an in- 
dustry-wide basis in obtaining ade- 
quate raw material supplies. They 
described current difficulty in ob- 
taining steel and nickel for plat- 
ing, and said that their inventories 
and those of distributors and fac- 
tory tool cribs are depleted. 

Industry representatives present 
were: Horace Armstrong, Arm- 
strong Bros. Tool Co., Chicago; F. 
S. Durham, Jr., Bonney Forge & 
Tool Works, Allentown, Pa.; F. E. 
Hutton, Crescent Tool Co., James- 
town, N. Y.; Martin Tveter, Duro 
Metal Products Co., Chicago, IIl.; 
Ralph Peo, Fairmount Tool & 
Forging, Inc., Cleveland; Robert 
W. Kerr, Herbrand Div., Bingham- 
Herbrand Corp., Fremont, Ohio; R. 
T. Frisbie, New Britain Machine 
Co., New Britain, Conn.; Morris B. 
Pendleton, Plomb Tool Co., Los An- 
geles; Roger Palmer, Snap-On 
Tools Corp., Kenosha, Wis.; John 
Deliso, Stevens Waldem, Inc., Wor- 
cester, Mass.; Edwin Krall, The 
Vichek Tool Co., Cleveland; E. J. 
Wilcox, J. H. Williams & Co., Buf- 
falo, N. Y.; Harry B. Curtis, 
Bridgeport Hdwe. Mfg. Corp., 
Bridgeport, Conn.; John Merker, 
Blackhawk Mfg. Co., Milwaukee, 
Wis.; Nelson M. Graves, Barcalo 
Mfg. Co., Buffalo, N. Y., and O. J. 
Mitchell, Union Steel Chest Corp., 
LeRoy, N. Y. 





Limit Lead Inventories 


NPA orders M-38 and M-39, 
limit inventories of lead and anti- 
mony, respectively, or materials 
containing the metals, to 60 days’ 
supply or a “practicable minimum 
working” supply, whichever is less. 





50 Products Listed 
In New Copper Ban 


To the list of some 200 items for 
which the use of copper was banned 
by Amendment 1 to NPA order 
M-12, 50 more items have been 
added for which manufacturers 
will be prohibited from receiving 
copper after April 1. At the same 
time the ban on use of copper in 
water systems for new houses was 
removed. 

The newly-banned items, gen- 
erally similar to those already on 
the list, include door knobs, letter 
slots and facias, home freezers, cof- 
fee makers, waffle irons, industrial 
and commercial refrigeration and 
air conditioning equipment where 
copper isn’t a necessary operating 
material. 
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New Rubber Cut Hits 
Floor Coverings, Mats 


The use of natural rubber in 
floor coverings, mats, and matting 
was banned, effective March 1, in 
a revision of NPA’s basic rubber 
order M-2. The new revision re- 
duced slightly the amount of new 
rubber permitted for civilian con- 
sumption February and March. 

NPA is also expected to take 
more severe action to conserve nat- 
ural rubber by banning its use in 
toys, non-functional household, in- 
dustrial, and automotive rubber 
goods, in non-functional athletic 
and sports goods, and in other prod- 
ucts. 





Housewares Price Chief 


E. E. Smallwood has been ap- 
pointed chief, Housewares and Ac- 
cessories Branch, Consumer Dura- 
ble Goods Division, Office of Price 
Stabilization. Mr. Smallwood, form- 
erly was budgets and pricing man- 
ager for the Radio Corporation of 
America, Camden, N. J., and in 
1945-46 had served in the Consumer 
Durable Goods Section of OPA. 





NPA Appointments 


Included among recent appoint- 
ments announced by NPA are: 

Stuart N. Jones, V. P., New York 
Wire Cloth Co., as consultant to 
Buildings Materials Div., NPA. 
Associated with Building Materi- 
als Products Section, he will ad- 
vise on special problems. Served 
in like capacities with WPB and 
National Security Resources 
Board. 

Nigel H. Bell, Sterling Windows, 
Inc., New York City, as Director 
of NPA’s Light Metals Division. 





NPA Revises Office, 
Loft Building Order 


NPA revised construction order, 
M-5, to permit increased expendi- 
tures for alterations and additions 
to office and loft buildings and 
hotels. 

These now may be improved at a 
cost not to exceed 25 cents per sq 
ft of the occupied space in a 12- 
month period. In computing this 
cost both actual construction and 
all other expenses or charges inci- 
dental to the work must be included 
in the total. For all other build- 
ings, the permitted expenditure for 
alterations and additions remains 
at $5,000 for the cost of actual con- 
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5 reasons why 
it pays to sell 


Sterling's 5F5 


NON-FLAMMABLE 
PAINT REMOVER 


STERLING SF 5 FOR 


_ SAFE 


NON- FLAMMABLE 


INT REMOVAL 


REMOVES ALL vrmsues 
on evAL 





age 





... NEEDS NO 
AFTER WASH 





SAFE TO USE anywhere ... 


ly will not flash or flame. 


SAFE T0 STORE ... improved pack- 
age stability insures against container 
leakage. 


CUTS QUICK ... Femoves all natural 
and synthetic finishes without damage to 
wood or metal surfaces and does it five 
times faster than ordinary paint removers. 


CUTS CLEAN ... needs no after-wash 


because 5F5 leaves no gummy residue. 

CLINGS... to overhead or vertical sur- 

faces because it’s a cream type remover. 
5F5 meets Federal Speci- 
fications and can be 
shipped anywhere with- 
out shipping restrictions. 
Like all Sterling paint re- 
movers, 5F5 contains no 
benzol. 


WRITE NOW FOR FULL INFORMATION 
AND PRICE LISTS 


STERLING 


PAINT AND VARNISH COMPANY 


184 Commercial Street, Malden, Mass. 


positive- 
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Stock your shelves 
well 
And watch 'em 
sell 


Russ White Speaking: 


“We were the first to introduce 
these colorful selling patterns.” 





Oriental Poppy . = 


exotic pattern 


These mystic colors of the far away Orient match 
one of America's fastest selling dinnerware patterns. 





Apple.. 


shaker. 


ee 


Ivy - « « it's still the leader 


The rich green leaves painted on beautiful grained 
maple creates one of the prettiest color combina- 
tions you have ever seen. Ever since we introduced 


Ivy, it has been our best seller. 


ReGoande 


WOODENWARE 


WHITE STUDIOS 


| 2421 McKINNEY AVENUE 


DALLAS 


, TEXAS 
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our new 


. on the finest of pepper mills 
Your choice of Apple or 5 other exclusive patterns. 
Boxed individually or in sets with matching salt 








struction in any 12-month period. 

The amendment also provides 
that if partitions, made in whole 
or in part of metal, are to be used 
in any construction project, regard- 
less of size or cost, special permis- 
sion must first be obtained from 
NPA. Applications for such per- 
mission should be filed on form 
NPAF-24, available in all field of- 
fices of the Commerce Department. 





Copper Users May Make 
Own Base Adjustments 


Producers and users of copper 
and copper base alloys are au- 
thorized to readjust their base pe- 
riod use averages in cases where 
manufacturing or construction op- 
erations were shut down for more 
than 15 consecutive days during the 
first half of 1950, NPA announced 
in Directive 1 to M-12. This action 
permits copper users to make their 
adjustments in such cases without 
filing appeals. NPA has the right, 
in all cases where such adjustments 
are made, to modify or revoke 
them. 





DDT Supplies Reserved 


In an amendment to M-32, NPA 
said DDT producers are not re- 
quired to accept defense rated or- 
ders for more than 25 pct of their 
scheduled monthly output. This in 
effect reserves one fourth of DDT 
production for the military. De- 
fense requirements for DDT are 
increasing and may reach 5 million 
pounds by the middle of the year, 
the industry estimates. 





Slash Civilian Use of 
Steel, Copper, Aluminum 


NPA has amnounced that it would 
cut consumption of steel in appli- 
ances by 20 pct in the second quar- 
ter, copper by 25 pct and aluminum 
by 35 pct. This reduction would 
apply to furniture and fixtures, 
utensils and cutlery, household ap- 
pliances, transportation, jewelry, 
and other miscellaneous consumer 
goods, according to Manly Fleisch- 
mann, NPA Administrator. 

The cuts will be based on aver- 
age quarterly use of these materials 
in the first half of 1950. Further 
reductions are expected in the third 
quarter and it is anticipated that 
steel use by consumer durable goods 
producers will have to be limited to 
70 pct in the third quarter of this 
year. 

The order effecting these reduc- 
tions is expected in a few weeks. 


OPS Rules on Setting 
Multiple Unit Ceilings 


OPS has issued an interpretation 
of the GCPR concerning price ceil- 
ing for companies which do busi- 
ness at more than one establish- 
ment owned by them. In the case 
of retailers, if the group under 
common ownership or control had 
an established practice of centrally 
determining uniform prices during 
the base period, the entire group 
may continue to be treated as one 
seller, provided the procedure set 
forth in Section 12 of the GCPR is 
followed. 

The ruling, which applies to all 
levels, manufacturers or processors, 
wholesalers, and retailers, provides, 
with the above exception for retail- 
ers, that each establishment which 
customarily operated as a separate 
selling unit must be regarded as a 
separate seller which must deter- 
mine ceiling prices for itself under 
the regulation. 

For example, a packing house 
having branches in different cities, 
which branches operated as sepa- 
rate selling units, cannot fix its 
ceiling price for sales at all 
branches throughout the country 
on the basis of the ceiling price of 
one of its branches. Each estab- 
lishment must stand on its own 
feet. 





Rated Steel Limits Rise 


Most percentage ceilings for ac- 
ceptance of rated steel orders have 
been increased, specific inventory 
controls for producers and con- 
sumer have been provided, and some 
lead times changed under a recent 
amendment to NPA order M-1. The 
order also designates producers 
who sell for further conversions as 
“producer suppliers” and those in 
conversion or fabrication as “con- 
verters.” Previous allocation pro- 
visions now apply to them. 





Construction Permits 


NPA began issuing authoriza- 
tions on Feb. 15 for the beginning 
of new commercial construction 
projects. Many types of structures, 
ranging from office buildings and 
hotels to retail stores and garages 
will now be authorized by NPA. 

Application forms (NPAF-24) 
and information may be obtained 
from all field offices of the Depart- 
ment of Commerce, which serves 
NPA, in principal cities. 
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for ALL Standard 


Sliding door installations 


Here’s the new, all new sliding door 
hardware you've been waiting for. 
Saves you more than 50% of normal in- 
stallation time, with the simplest roller 
and track unit ever devised. Now in- 
stallation will be smooth, effortless and 
money saving. Slide-All ranks highest 
in quality, yet it’s priced low... backed 
by a lifetime guarantee. You owe it 
to your building budget to see Slide-All 
above all sliding door hardware. 





















Average installation time — only 15 minutes 


Overhead extruded aluminum track will carry 
any weight door 


Two types of track cover all sliding doors, In- 
cluding %” and 1%” thickness 


Simple adjustments for smooth, quiet opera- 
tion which permit the doors to be raised or 


lowerea one inch without removing trim 


A few choice jobbers territories 
available. Write today for catalogue 
and complete information. 
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dings and AMERICAN SLIDING DOOR HARDWARE Please send me, without obligation or cost, a copy of 


our Sliding Door Hardware Catalog. I am interested in 
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Our Own Reaches Peak Sales 
Volume in 1950—$17 Million 


Sales of about $17 million 
in 1950 were reported to 
dealer - stockholders at the 
38th annual convention and 
spring buying market of Our 
Own Hardware Co., dealer 
owned wholesale house. Held 
Feb. 12-14 at company head- 
quarters, 618 N. Third St., 
Minneapolis, Minn., the con- 
vention was attended by rep- 
resentatives of 482 stores. 
Total registration exceeded 
1700, including dealers, store 
employees, manufacturers’ 
executives and salesmen and 
guests. Buying was brisk. 

The annual meeting was 
opened Monday afternoon 
with an address of welcome 
by Sam E. Hunt, Red Lake 
Falls, Minn., chairman of the 
board. S. P. Duffy, president 
and general manager, in his 
annual report, announced 
that 1950 volume was slight- 
ly in excess of the 1948 total, 
which was the. company’s 
previous high mark. There 
was an increase of $2 million 
in sales over 1949 and a good 
gain in the tonnage of mer- 
chandise shipped. 

The company’s history was 
outlined by Mr. Hunt, who 
spoke on the long career of 


the late George E. Hall, for 
whom the company had for- 
merly been named. A mo- 
ment’s silence was observed, 
at another time, for the 
late Amos Marckel, Perham, 
Minn,. one of the incorpora- 
tors of the company. 

R. O. Mithune, president, 
Campbell-Mithune, Inc., ad- 
vertising agency for Our 
Own Hardware, urged deal- 
ers to use signs identifying 
their stores with the com- 
pany. He stated that the Our 
Own radio programs over 
Station WCCO attract 20 pct 
of the listeners in the area 
served. Self service is partic- 
ularly important in hardware 
stores, he declared, since 
more than one third of the 
families in the _ territory 
served by Our Own stores 
are new since World War II 
and are accustomed to super 
market shopping. Sharpen 
your own sales tools and use 
those offered in Our Own 
promotion plans, he urged. 

The story of Supermix 
paints and the sales helps of- 
fered for them was presented 
by B. A. Buckmaster, pain’ 
buyer, with the help of livirig 
models. Citing paint needs in 


the state of Minnesota he 
said that such purchases 
equalled $35 per family per a 
year. He urged dealers to be 
on the look out for pros- 
pects among farmers, whose 
homes and other buildings 
need paint, and told of the 
radio shows sponsored by 
Our Own Hardware Co. to 
publicize Supermix paints 
and the dealers handling 
them. 
(Continued on page 176) 





Bridgeport Brass Names 
Merchandise Manager 


Bridgeport Brass Co., 30 
Grand St., Bridgeport, Conn., 
has announced the appoint- 
ment of Donald J. Finlayson 
as manager of the merchan- 
dise division. Under the 
merchandise division come 
such products as the Aer-a- 
sol products. 





D. J. FINLAYSON 


He was previously con- 
nected in various executive 
capacities with Procter & 
Gamble, Lever’ Brothers, 
Lehn & Fink and Compton 
Advertising Agency of New 
York City. 








Glazer Bros. Open New Building, Mark 
21st Year—Hold Heusewarming Party 


Celebrating its 21st anni- 
versary and the opening of 
its new home at 200 Remsen 
Ave., Brooklyn, Glazer Bros. 
Inc., held a housewarming 
party for all of its customers 
and friends recently. 





Officers and directors of Our Own Hardware Co., left to right: Wallace Ulmer, H. 
B. Robards, Loren Elenbaum, B. J. Mahowald, Miss Mary Casey, vice president and secre- 


tary, George De Ruyter, S. P. Duffy, president and general manager, 


E. Hunt, chair- 


Sam 


man of the board, W. A. Retzlaff, vice president; Miss Mary S. Monahan, assistant secre- 
tary, A. E. Holm, H. P. Nicklas and O. V. Hanson. 
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Louis S. Glazer, president, 
said, “The new store is so de- 
signed as to take in every 
possible facet of the hard- 
ware business, both from the 
wholesale and retail end.” 

The retail selling space 
comprising 8,000 sq. ft. is 
divided into two floors of 
4,000 sq. ft. each. The main 
selling floor is divided in 
half lengthwise to accomo- 
date the appliance depart- 
ment and the hardware de- 
partment. The hardware de- 
partment containing as much 
as 50,000 items is departmen- 
talized. Each department in 
the establishment is circu- 
larly equidistant from the 
central selling counter and 
cashier-wrapping-checking 
department. 

A 10 x 80 ft. room walled 
by steel shelving and bin 
shelving plus standing level 
stock-drawer accommodates 
over 500,000 sizes of bolts, 


(Continued on page 178) 
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M. S. RAMSEY 


Moto-Mower Elects 
Ramsey President 


At a meeting of the board 
of directors of the Moto- 
Mower Co., Detroit, M. S. 
Ramsey was elected presi- 
dent. He was formerly vice- 
president and general man- 
ager and one of the original 
employees of this company 
which has pioneered the 
power mower industry since 
1919. The company is also 
now putting into production, 
in its plant in Richmond, Ind. 
a complete line of hand mow- 
ers. It was in this phase of 
the business that Mr. 
Ramsey first sold the hard- 
ware trade for the Philadel- 






















HENRY A. FIELDING 






phia Lawn Mower Co. At 
this same meeting of the 
board, Henry A. Fielding 
was elected vice-president 
and treasurer. He has been 
secretary of the company 
since 1936. 





Nesco Appoints Paul Hill 
New Sales Director 

The appointment of Paul 
H. Hill as director of sales 
of Nesco, Inc., 201 N. Michi- 
gan Ave., Chicago, Ill., was 
announced recently. 





PAUL H. HILL 


Mr. Hill has served as 
principal sales executive for 
several large corporations 
and has acted as sales coun- 
sel in New York to a num- 
ber of Others. 

Mr. Hill will assume over- 
all direction of sales in the 
housewares, electrical, and 
stove and heater divisions of 
the company. 

Before setting up his own 
counselling service in New 
York, Mr. Hill was director 
of sales and advertising for 
Schick, Inc. Stamford, 
Conn.; general sales man- 
ager of Bigelow-Sanford 
Carpet Co., New York; and 
for two years vice president 
and general manager of 
Mengel Co., Louisville, Ky., 
furniture manufacturers. 

He is now a member of the 
board of directors of Doro- 
Shaw Corp. 
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Marshall-Wells Congress Theme 
Stresses Full Co-operation 


Let’s Work As One in ’51 
was the theme of the Mar- 
shall-Wells Stores Congress 
held in Duluth on Feb. 5-7, 
attended by 700 dealers and 
sales representatives from 
seven states. The theme is a 
business principle carried out 
in the relationship of the 
Marshall-Wells Co., Duluth, 
Minn., and its dealers. 

Dealers from Minnesota, 
Wisconsin, Michigan, Iowa, 
North Dakota, South Dakota 
and Montana heard assuring 
talks from the leaders of the 
Marshall-Wells organization. 

The assembled hardware 
dealers were told by James 
Feir, executive vice - pres- 
ident, that Marshall-Wells 
would do everything in its 
power to supply and expedite 
deliveries of merchandise to 
the dealer’s store. 

The importance of closer 
wholesaler - retailer-customer 
relationship was stressed by 
George S. McQuade, Duluth 
branch manager. 

The new 1951 models were 
used by Sandy Oie, head of- 
fice appliance merchandise 
manager, as a direct-from- 
the-source approach in his 
presentation. Factory execu- 
tives and experts were in 
evidence on each new appli- 
ance with every feature, 


every sales point and every 
help in selling brought to the 
dealer’s attention. Mr. Oie 
again stressed the view of 
Marshall-Wells in the appli- 
ance field of doing every- 
thing to keep appliances on 
the dealer’s sales floor. 

Fred Johnson, Duluth 
branch sales manager pointed 
out the importance of co- 
operation in the successful 
operation of a business with 
emphasis on the need for the 
salesman to insist on cus- 
tomer satisfaction. 

Norman Davis, sales con- 
sultant and analyst for Port- 
land, Ore., was the guest 
speaker. Mr. Davis indicated 
that tremendous amounts of 
money had been spent by or- 
ganizations to regain lost 
customers and his talk, A 
Guide To Better Customer 
Handling, was constructive 
and to the point. 

The 1951 advertising pro- 
gram was presented by Art 
Myhre, head office advertis- 
ing manager, who dramatized 
the need for consistent iden- 
tification to gain customer 
acceptance and response. 

All departments were rep- 
resented both by speakers 


and by displays. Demonstra- 
tions of many merchandise 
(Continued on page 178) 





Marshall-Wells planning board includes, from left to right: 
Bob Hauck, Sauk Centre, Minn.; Paul Gardiner, Pine River, 
Minn.; Herb Hertz, New Leipzig, N. D.; Bob Wombacher, 
Proctor, Minn.; Henry Pottebaum, Flandreau, S. D.; Arnold 
Brandt, Hot Springs, S. D.; Harold Pittz, Dodgeville, Wis.; 
Dan Milnar, Worthington, Minn.; and Carl Johnson, Sidney, 
Mont. Absent when the photo was taken was Rube Lendved, 


Clintonville, Wis. 
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American Hardware Supply Co. officers are, front row, left to right: William R. Ritter, 
Ritters Hardware, Mechanicsburg, Pa., vice-president; W. M. Stout, executive vice- 
president and general manager; S. M. Wylie, Wylie Bros., Inc., Elizabeth, Pa., president; 
E. A. Hastings, treasurer, and D. C. French, Murphy-Benham Hdwe. Wilmington, Ohio, 
director. Rear, left to right: W. R. Conoway, Perry Hdwe. Co., New Lexington, Ohio, 
director; T. R. Caltrider, Pikesville, Md., director; C. W. Cunningham, George & Cun- 
ningham, Mt. Pleasant, Pa., new director; Earl Wyant, Gilbert & Co., Huntington, W. Va., 
secretary; H. L. Kirchner, Kirchner Hardware Stores, Youngstown, Ohio, new director, 


and F. H. Smith, Smith Brothers, Buffalo, N. Y., director. 


American Hardware Supply Co. 
Sales Increase $2 Million 


At the 41st annual mer- 
chandise fair and_stock- 
holders’ meeting, the largest 
ever held by the American 
Hardware Supply Co., Pitts- 
burgh, Pa., company officials 
traced the growth of the 
company and reported to 
their dealer-stockholders a 
1950 sales volume of ap- 
proximately $11,500,000. 

There were more than 320 
dealer -stockholders at the 
two-day meeting, Jan. 29-30 
which was held in the com- 
pany’s headquarters, 41 
Terminal Way, and almost 
100 manufacturers were rep- 
resented with colorful dis- 
plays of their merchandise. 

William M. Stout, execu- 
tive vice-president and gen- 
eral manager, in an address, 
““American’ Is What You 
Make It!” pointed to prob- 
lems that lie ahead — pre- 
paredness for defense which 
would entail deprivations, 
tight government control and 
restrictions on business and 
curtailments of merchandise, 
in a pattern similar to that 
experienced in World War 
II. These, he said, were 
necessary to preserve the 
American way of life. 

In tracing the expansion 
of the American Hardware 
Supply Co., he referred to an 
article in HARDWARE AGE in 
1933 which reported Ameri- 
can’s_ stockholders’ meeting 
of that year. In 1933, Mr. 
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Stout reported that the com- 
pany employed 16, now it em- 
ploys 207. Then the com- 
pany’s inventory amounted 
to $60,000 while today, it is 
more than $3,000,000. As- 
sets in 1933, amounted to 
$82,000 but today total $4,- 
486,000 and annual dollar 
volume has risen from $266,- 
000 to $11,500,000 in 1950. 
Warehouse space spread 
from half an acre to 5 acres 
and has been modernized 
with the latest =waterials 
handling equipment, includ- 


ing 24,000 ft of pallet opera- 
tion. Today also, the dealer- 
stockholders of the Ameri- 
can Hardware Supply Co. in 
numbers are at an all time 
high. 

Mr. Stout commented that 
all this was made possible 
through the cooperation of 
stockholders who have re- 
ceived their returns in in- 
creased profits and service, 
such as the illustrated cata- 
log and advertising promo- 
tions of consumer catalogs 
covering five major seasons 
of the year which have re- 
sulted in higher dealer vol- 
ume and profits for months 
after the time of promotion. 
In closing his address, he 
asked for fuller participa- 


tion and co-operation so that 
American can continue to 
prosper and grow. 

Guest speaker at the meet- 
ing was G. Marvin Shutt, 
secretary of the National 
Sporting Goods Association, 
who chose for his topic, 
“Sporting Goods Promotion 
Pays.” Mr. Shutt foresaw 
1951 as a year of high wages 
and full production despite 
the uncertainties resulting 
from our defense program. 

He said that the answer to 
inflation was higher produc- 
tion, not controls and pointed 
out that despite restrictions 
on civilian manufacture, 
there would still be enough 
left after defense needs have 
been filled, to enable every- 
one to do a profitable selling 
job. 

He urged that dealers buy 
what they need, that they 
buy to sell and not for in- 
ventory for it is selling that 
makes money. We will still 
need salesmanship to move 
merchandise in 1951, he said. 

Mr. Shutt exploring the 
subject of sporting goods as 
a profitable field, said, to be 
profitable, sporting goods 
must be merchandised as 4 
fully stocked department. 
Sporting goods is a special- 
ized field, he pointed out. It 
must be sold by a specialist 
and when merchandised 
along with service, it will 
create new customers. 

He suggested that dealers 
develop or join in sporting 
goods promotions to capi- 
talize upon the interest in 
sports; that they dramatize 
their merchandise by using 


American Draws Record Attendance 








The attendance of more than 320 dealer-stockholders of the American Hardware 
Supply Co., Pittsburgh, Pa., with their wives and salespeople at the American's 41st 
annual merchandise fair and stockholders’ meeting, made it the largest in company history: 
Approximately 100 manufacturers were represented with merchandise displays. 
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CORDAGE WORKS 





for 
UNIFORM 
STRENGTH 
AND 








SPOT Corp 


Extra gualj 
braided hes ity, 





fine cotr 


re) ‘ 
1 an even n yarn 


Pull on each 


PHOENIX 
SASH CORD 


Made of uniform white cotton 
yarn, Phoenix is a good, reliable cord at 
a moderate price. 


AETNA 
SASH CORD 
A smooth, firm, toug 


! h cord wi 
! ith no load- 
ing, Aetna is the best on 


value at a low Price. 


WHALE CLOTHES LINE 


«= Solid braided of excellent yarn, 

Whale is a fine value at a mod- 
erate price. Other Samson Clothes 
Lines — Bear, Eagle and Beaver. 





TITE-ROPE CLOTHES LINE 


SS 
— pl With a strong stranded-wire 
ESS tre covered with tough, gleam- 





89 Broad Street, Boston, Mass. 
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OTHER SAMSON . 
STANDARD LINES . .- - 


Samson Solid Braided Rope 

Phoenix Awning a, — 

Samson Venetian Blind Cor 

ceils Plaited and Hollow Braided Cords 


Samson Small Lines 
Samson Specialties 


In addition to the above brands, Samson makes 
cords and lines to meet all requirements for 


quality and price. 
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Registered Rods 
Register Sales! 


How many fishermen in your town have always yearned 
for a really fine fly rod . . . but never felt they could 
afford one? Now, you can offer their ‘‘dream rods’’-— 
at prices they can’t afford to pass up. 

H-I (and you) let them take their pick from four 
each one 
The 
quality and performance of these lithe, live bamboo 
beauties stack up with far costlier hand-made rods. 
They have proved themselves in the hands of thou- 


popular priced Registered Fly Rods . 
crafted from the finest selected Tonkin Bamboo. 


sands of fishermen. 


And here's a selling ‘plus’ for you. Send in your 
customer's name, and the registry number of his rod. 
We'll make this information a permanent record, in 
our Custom-Crafted Rod Department. He can buy 


with confidence . . . his purchase is protected. 





NOW Registered Rods at a price you can afford 


pon 


Nationally 
Advertised 


Color page adver- 
tisements — and 
smaller supporting 
space — will back 
your Registered Rod 
selling next month. 
See your H-I man— 
or write us — for 
tie-in display mate- 
rial and special Reg- 
istered Rod proposi- 
tion. 














HORROCKS-IBBOTSON CO. 
UTICA, N. Y. 
Manufacturers of the Largest Line of Fishing Tackle in the World 
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window displays as an ‘aid to 
selling. He also remarked 
that 50 pct of the National 
Sporting Goods Association 
membership was composed of 
hardware stores. 

Special features of the 
merchandise fair included a 
“Miracle of Light” demon- 
stration by the General Elec- 
tric Co., and a glass demon- 
stration, “New Horizons for 
Glass” sponsored by the 
Corning Glass Co. Conclud- 
ing feature was the Platform 
Sale conducted by Les Gould 
and Virg Hall, which set a 
new buying high for this 
event, dealer purchases to- 
taling more than $154,000. 

Mr. Stout announced that 
on a resolution made by the 
Board of Directors, the 
American Hardware Supply 
Co. for the first time, this 
year would close for a two- 
week summer vacation, from 
July 16-26. 


Three directors elected at 
the stockholders’ business 


meeting were W. R. Cona- 
way (re-elected) ; Charles W. 
Cunningham; and H. L. 
Kirchner. Other directors of 
the American Hardware Sup- 
ply Co., with whom they will 
serve are: 

S. M. Wylie, president; 
W. R. Ritter, vice-president; 
Earl Wyant, secretary; D.C. 
French, T. R. Caltrider, and 
F, J. Smith. 

Operating officers of the 
corporation are Wm. M. 
Stout, executive vice-presi- 
dent and general manager; 
E. A. Hastings, treasurer 
and assistant general man- 
ager; H. Leslie Gould, vice- 
president of sales; Virgil 0. 
Hall, vice-president of pur- 
chases, 

These men are assisted by 
the recently announced 
younger executives, who are 
Ben W. Hill, assistant trea- 
surer; Leo B. Hollein, as- 
sistant vice-president pur- 
chases, and C. C. Rasig, vice- 
president warehouse opera- 
tions and labor relations, 





Name Utica Drop Forge 
New Vice-Presidents 


Utica Drop Forge & Tool 
Corp. has appointed two 
new vice presidents, Charles 
E. Wilderman and Daniel E. 
Waterbury. 

Mr. Wilderman came to 
Utica Drop Forge in 1945 as 
chief metallurgist. From this 
he progressed to plant super- 
intendent, and to division 
manager prior to his recent 
appointment as vice presi- 
dent. 

For 15 years before com- 
ing to Utica Mr. Wilderman 
was with U. S. Steel as a 
metallurgist. 

Mr. Waterbury joined 
Utica Drop Forge in 1946. 

As a draftsman on pre- 
cision forgings, he soon 
moved into the engineering 





CHARLES E. WILDERMAN 





DANIEL E. WATERBURY 


division and was production 
control manager prior to his 
appointment as vice presi- 
dent. Ir his new position he 
will be especially concerned 
with Utica’s program of ex- 
pansion to meet the increas- 
ing demands for precision 
forged parts. 





M. A. Straub Directs 
Norge Heat Sales 


The appointment of M. A. 
Straub as sales manager of 
the Norge Heat Division of 
Borg-Warner Corp., 310 S&. 
Michigan Ave., Chicago, has 
been announced by C. S§. 
Davis, Jr., president of the 
division. 

Mr. Straub has been as 
sociated with Norge Heat 
Division for several years. 
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Mitchell Whirlpool Corp. 


General Sales Head 


The appointment of Rob- 
ert M. Mitchell as general 
sales manager of the Whirl- 





ROBERT M. MITCHELL 


pool Corp., St. Joseph, Mich., 
was announced recently. 

LeRoy M. Howard has 
been promoted to sales man- 
ager for war production and 
John M. Crouse will become 
sales manager for Whirlpool 
division products. 

Mr. Mitchell will be re- 
sponsible for all home laun- 
dry equipment sales. The 
position also includes super- 
vision of foreign operations, 
directed by Gardiner S. 
Platt, and customer service, 
which is under James R. 
Chapman. 

He had been division sales 
manager. Positions he held 
earlier were assistant sales 
manager, assistant to the 
president, and during World 
War II he headed the war 
contracts division. He has 
been with the company since 
1986. 

Mr. Howard, who has 
spent nine years with the 





JOHN M. CROUSE 


home laundry firm, was di- 
rector of sales promotion be- 
fore receiving this assign- 
ment. 

Mr. Crouse joined Whirl- 
pool two years ago as eastern 
zone regional sales manager. 
He came to the St. Joseph 
firm from the Roberts & 
Manders Corp. where he was 
regional sales manager. 





Behr-Manning Elects 
Cook Vice-President 


Behr- Manning Corp., Troy, 
N. Y., has announced the 
election of John M. Cook, 
former general sales man- 
ager, to the position of vice 
president of the company. 
Mr. Cook also was named 
general manager of _ the 
abrasive division. 

He began his career in the 
sales department of the com- 
pany in 1921 and was made 
sales manager of general 
trades in 1948. He was 
named to the board of direc- 
tors in 1949 and last year 
was made assistant general 
manager of the abrasive di- 
vision. 





JOHN M. COOK 


Elmer C. Schacht was re- 
elected president of the abra- 
sives company. 





King Pneumatic Buys 
Chicago Safety 


King Pneumatic Tool Co., 
of Chicago, makers of Rob- 
erton power lawn mowers 
and other garden labor-sav- 
ers, has announced the pur- 
chase of Chicago Safety 
Equipment Co. 

Name of the purchased 
firm will be continued, it was 
understood, and its line of 
auxiliary ambulance equip- 
ment for Civilian Defense, 
industrial and police use, will 
be implemented by King. 
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POWER MOWERS and LAWN SWEEPERS 
4 NEW MECHANICAL CLUTCH 


Amazing new clutch control. Mower operates simply by raising or lowering 
the handle stops of its own accord when operator lets go of handle. Clutch 





| can also be locked permanently engaged for continuous operation. Throttle 
control for various speeds is conveniently located near the handle grips 


Powered by nationally known, 4-cycle air-cooled gas engine 


FOLD AWAY LAWN SWEEPER 


Extra large 6% bushel heavy canvas basket. . . unloads quickly 
and easily without clogging brushes. Picks up leaves, acorns, 
grass clippings, etc. 24” brush is adjustable, and revolves 
on ball bearings. Sturdy bumper bar guard to protect 
sweeper. Comes completely assembled. Folds ems es 


{ e.; ) flat against wall for easy compact storage hf 
ROTARY POWER MOWER 

Extremely maneuverable . . . well guarded. Air foil shaped 

blade gives smooth 19” cut to fine lawns. All steel frame J \ 

with removeable blade guard to cut high grass and Z \ 

weeds. Cutting blade of tempered tool steel. Large 

ball bearing wheels. Powered by nationally known 

4-cycle air-cooled 2HP gas engine. For easy 

Storage handle swings to upright position. 


Also, new HOMKO Trimmer type Rotary 
Power Mowers. 


demand dependable HOMKO 
..» TRULY A QUALITY PRODUCT 


me, 


K 
















MITT 7 7, 





NATIONALLY 
ADVERTISED 


MANUFACTURED BY 


WESTERN TOOL & STAMPING CO. 


A LEADER IN THE LAWN MOWER FIELD 


2725 SECOND AVENUE DES MOINES 13, 1OWA 
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AdvanceF .L.HerrontoFranklin 
President at Dealer Meeting 


F. Leon Herron, who as 
executive vice president and 
general manager, directed 
the activities of the Franklin 
Hardware & Supply Co., 
dealer-owned hardware firm 
of Philadelphia, since its 
founding 11 years ago, was 
honored with the presidency 
at the annual meeting, held 
at the company’s offices and 
warehouse, 918 N. Delaware 
Ave., Philadelphia, Feb. 6. 

E. C. Raedel, who joined 
the company during the year 
as merchandise manager, 
was elected vice-president in 
charge of merchandising, and 
F. Leon Herron, Jr., was 
elected to another new office, 
vice-president in charge of 
operations. 

Charles F. Parvis, partner 
in Kugel Bros., Gretna, Pa., 
who has been president since 
the company was organized, 
was elected chairman of the 
board of directors. George R. 
Park, George R. Park & Son, 
Wayne, Pa., was elected sec- 
retary-treasurer, and B. F. 
Burman, Jr., was appointed 
acting assistant secretary- 
treasurer. 

Mr. Herron stated that the 
firm dispensed with most 
manufacturers’ exhibits at 


Franklin Hardware Stockholders Hold 11th Meeting 





this year’s meeting because 
of the heavy volume of busi- 
ness since the start of the 
year. January’s sales were 
the highest on record. 

Heavy ordering was re- 
ported on specially priced 
merchandise which was of- 
fered for sale following the 
evening meal, which like the 
luncheon, was served in the 
decorated warehouse by a 
caterer. Dealer-members also 
toured the warehouse and 
wrote orders in the course of 
the day. 

It was announced by Mr. 
Herron that Franklin is plan- 
ning to produce a catalog of 
its full line of merchandise, 
and that it is training men 
as road salesmen, who will 
contact dealer-members on a 
regular schedule, to acquaint 
them with special merchan- 
dise and aid in store promo- 
tion. 

The new president also 
pointed out that present 
warehousing facilities are in- 
adequate for an increased 
volume of business and an- 
nounced a committee to study 
the matter of whether to en- 
large the present quarters or 
move to larger ones. 

Most of the firm’s 138 
dealer-owners were present. 


re e OA ger 





Cc. J. GERKER 


Gerker General Manager 
Ohio Hoist & Mfg. 


The appointment of C. J. 
Gerker as general manager, 
Ohio Hoist & Mfg. Co., Cleve- 
land, was announced by 
Round Associate Chain Co., 
with which Ohio Hoist is as- 
sociated. 

Mr. Gerker was formerly 
vice president and general 
manager of The Midway 
Tool Co., Inc., Melvin, Ohio. 
Previously he was associated 
for over 20 years with The 


George Worthington Co., 
Cleveland. 
Mr. Gerker will be in 


charge of Ohio Hoist’s fac- 
tory at Lisbon, Ohio, and the 
company’s executive offices 








- 





é 


The officers and directors of the Franklin Hardware & Supply Co., dealer-owned whole- 
sale hardware company, of Philadelphia, elected at the annual stockholders’ meeting, 
Feb. 6, are: F. Leon Herron, insert, president; seated, |. to r.. George R. Park, George R 
Park & Son, Wayne, Pa., secretary-treasurer; Charles P. Reinboth, Chas. P. Reinboth & 
Sons, Philadelphia, director; Charles F. Parvis, Kugel Bros., Gretna, Pa., retiring president 
and chairman of the board; M. W. Allen, Cochran & Allen, Inc., Carlisle, Pa., director; 
and William H. Cawman, G. W. Cawman & Son, Salem, N. J., director. 

Standing are: Herbert J. Weber, Joseph Weber, Philadelphia; John D. Bennett, H. H. 


Bennett Hardware Co., Easton, Pa.; 


Walter T. Massey, Walter T. Massey, Dover, Del., 


and T. Birch Lippincott, S. E. Lippincott, Burlington, N. J., all directors. 
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in Cleveland. He will alse di- 
rect the sales of the com- 
pany’s products through dis- 
tributors. 


Noma Buys Ward Heater 
To Expand Operations 


As part of a plan to ex- 
pand operations in Cali- 
fornia, Noma Electric Corp., 
55 W. 13th Street, New York 
City, has acquired Ward 
Heater Co., Los Angeles. 
Ward which produces floor 
furnaces and has annual 
sales in the neighborhood of 
$2,500,000, will be operated 
by Noma as part of the 
Estate Stove Division. 

Cecil M. Dunn, head of the 
Estate Heatrola Division, 
will be president of the new 
company. R. O. Montrief 
will continue to head manu- 
facturing as a vice-president 
of Ward Heater. Russell 
Jarrett, Estate western di- 
vision manager, has been ap- 


pointed vice-president of 
Ward Heater in charge of 
sales. 


Mr. Dunn said that pres- 
ent plans call for expansion 
of the production facilities 
and services of Ward and 
future plans call for the 
manufacture in Los Angeles 
of some Estate Stove prod- 
ucts. 

Ward Heater was estab- 
lished some 41 years ago by 
Fred Ward, who originated 
the idea of the floor furnaces, 
principal product of the 
company. Ward products 
are distributed throughout 
California and the South- 
west. New lines will shortly 
be added to the Ward pro- 
duction to stabilize year- 
round operations. 


Julius LaRaus Heads New 
Rochester Can Company 


The Rochester Can Co, 
Inc., Rochester, N. Y., has 
been acquired by a group 
headed by Julius LaRaus of 
Westport, Conn., who will 
become president of the 
company. The company, Or- 
ganized some 50 years ag0, 
produces the Iron Horse line 
of cans, pails, tubs, garbage 
receptacles and snow shovels. 

The company will under- 
take an expansion and mod- 
ernization program Special 
equipment will be installed 
to handle defense work and 
regular lines will be contin 
ued. 
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Hilt the rim of a Libbey ‘Safedge’ 
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At leading stores everywhere. 
All prices slightly higher in the 
South and West. 


[utwlSei-4 1B BEY GLASS 


Copyright, 1951, Libbey Gloss, Division of Owens-Illinois Gloss Company, Toledo 1, Ohio. 
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Advertisement to Spring Brides 
features 


Rose (I assie: 


Hostess Sets 
by LIBBEY GLASS 


OveER 5 MILLION LIFE readers throughout the 


country—and a big share of your own customers— 


will get another reminder of these colorful, attractive 


matching stemware and tumbler sets they’ve seen 
advertised all through 1950! 

Not only a bride’s pattern, but an “everybody’s”’ 
pattern—Libbey “Rose Classic” is prepackaged in 
complete Hostess Sets of 8 of a kind. Stemware and 
tumblers match. Design goes with both traditional 
and modern china. Chip-resistant rims are guaran- 
teed: “A new glass if the rim of a Libbey ‘Safedge’ 
glass ever chips!” 

Have your counters ready to meet the added im- 
pact of this “reminder” in Lire, May 14. . . have 
plenty of Libbey ‘Rose Classic’’ Hostess Sets on 
hand. See your near-by Libbey distributor now, or 
write direct to Libbey Glass, P. O. Box 1035-1036, 
Toledo 1, Ohio. 


LIBBEY GLASS 


EsTABLISHED 1818 


74edlees eis =~ 


LIBBEY GLASS, Division of Owens-lilinois Glass Company, Toledo |, Ohio 
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AJAX cabinet catch 


quiet and smooth as a P’ 


Here's an 
shut case” of silent, efficient 


We) ol-1a Molaro, 





Morey Heads Sales 
For Wilcox-Gay 


Ed Morey will be in charge 
of sales for the Wilcox-Gay 
Corp., Charlotte, Mich. Mr. 
Morey will become assistant 





ED MOREY 


to Milton Benjamin, general 
sales manager of the Majes- 
tic division. Mr. Morey will 
direct the sales of recorders 
and recording blanks plus a 
line of recording accessories. 

He joined the Wilcox-Gay 
organization in 1946 as a 
field sales representative. 
Early in 1949 Mr. Morey 
was returned to the home 
office as manager of the re- 
cordio disc division of Wil- 
cox-Gay. During 1950 he as- 


Carl Holys has been named 
factory manager. Mr. Holys 
will be in full charge of all 
Wilcox-Gay production. 

Mr. Holys was formerly 
production superintendent of 
Motorola, Inc. He replaces E. 
E. Chapman who recently re- 
signed to become factory 
manager of the Grand Rap- 
ids Store Equipment Co. of 
Grand Rapids, Mich. 

Donald Sexsmith, former- 
ly assistant to Mr. Langford 
and recently acting factory 
manager will become assis- 
tant factory manager. Mr. 
Sexsmith has been with Wil- 
cox-Gay since 1942 during 
which period he has served 
in a number of key adminis- 
trative posts. 


Salmanson Builds Plant 


Salmanson & Co., Inc, 
1107 Broadway, New York 
City, is constructing a plant 
for the assembly of un- 
painted furniture in Trenton, 
N. J. The plant will contain 
75,000 sq. ft. on one floor. 

The new building was also 
designed for use in the de- 
fense effort. Additional space 
and facilities were incorpo- 
rated into the _ structure 
which will permit the as- 
sembling and fabrication of 
all types of wood items as 
well as items made of other 
materials, as may be needed 


operation in roller catches. 
New, improved white cold 
rubber assures lifetime 


resiliency. Elongated screw 
No. 38 


holes permit easy installation. 
Roller Catch ‘? Y 


Friction door catch is 
designed for special low 
cost installation. All AJAX 
cabinet catches are made of 
high carbon spring steel, oil 
atelaeK-tal-te Mel ale Malek ME Ia Teh t-te B 
Guaranteed not to break. 
All metal parts are heavily 
nickel plated to a sparkling 
finish. Packed complete 
with all necessary screws. 


SAX 


Ajax Hardware Mfg Corp 


Friction Catch 


No. 36 with ball 
head strike 


Dido te 
or write for detailed 


catalog information 


Los Angeles 32. Calif 


RK 
}CwM. 7 & 


4351 Valley Blvd, 


ag lig Pa C* SR 


Sv Bie 
d a> 4 








s ~J 
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in the present emergency de- 
fense program. 


sumed a key administrative 
position in the sales division. 








PASHA Holds 51st Annual Convention 


4 ae « 
; 





Officers and board members installed by the Pennsylvania 
and Atlantic Seaboard Hardware Association, at its 5|st con- 
vention, Feb. 6 to 9, at Convention Hall, Philadelphia, are, 
seated |. to r., Cecil G. Wilson, Wilson Hardware Co., Brad- 
dock, Pa., newly-elected director; M. W. Allen, Cochran & 
Allen, Carlisle, Pa., president; T. Lawrence Edwards, Edwards 
Hardware, Ebensburg, Pa., retiring president; Harry D. Kaiser, 
Philadelphia, assistant treasurer, and standing, Julius M. Was: 
ner, Baltimore, Md., executive board; George R. Park, Jr» 
Wayne, Pa., advisory board; Harold M. Musser, Mifflinburg, 
Pa., executive board; M. Haswell Pierce, Milford, Del., advis- 
ory board; R. H. Imschweiler, Tremont, Pa., advisory boar 
and W. Glenn Pearce, Philadelphia, managing director. 
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Du Pont Names Finishes 
Branch Head 


The appointment of John 
W. Nestor as assistant man- 
ager of the finishes division 
of the Du Pont Company, 
succeeding the late M. A. 
Dibble, has been announced. 

Simultaneously, it was an- 
nounced that Joseph B. Dietz, 
former manager of industrial 
sales, becomes assistant di- 
rector of sales, and William 
P. Fisher, formerly assistant 
manager of industrial sales, 
now becomes manager. 

Mr. Nestor joined Du Pont 
in 1927. After working as a 
chemist at the Parlin and 
Philadelphia laboratories for 
12 years, he went into indus- 
trial sales in the Chicago re- 
gion and later became mana- 
ger for the Chicago region. 
He came to Wilmington 
in 1944 as assistant man- 
ager of industrial sales, and 
became assistant director of 
sales in 1945. 

Mr. Dietz joined Du Pont 
at the Philadelphia paint 
plant in 1924. After special- 


izing on varnish research 
and production, Mr. Deitz, in 
1932, became an_ industrial 


salesman and industrial su- 
pervisor, handling furniture 
tinishes in the south. He 
went to Wilmington as as- 
sistant manager of the in- 
dustrial sales section in 1945, 
and became manager in 1949. 


Mr. Fisher joined Du Pont | 


at Parlin, N. J., as a chem- 
ist in 1926. From 1933 to 
1947 Mr. Fisher was sta- 
tioned in the Chicago region, 
as industrial salesman, su- 
pervisor, and regional man- 
ager of industrial sales. In 


1949 as assistant manager of 


industrial sales of the fin- 
ishes division, he transferred 
to Wilmington. 


Stanley Tools Names 
New England Agent 


Ken Freedell, sales man- 
ager of Stanley Tools, New 
Britain, Conn., has an- 
nounced that A. F. Crawford 
now represents the company 
in Maine, New Hampshire 
and Vermont. Mr. Crawford 
joined the Stanley organiza- 
tion in 1949 and in addition 
to the New England states, 
he also covers a part of New 
York State. 











Tri-State Hardware Association Officers 





i 





Front, left is Marshall D. Shepherd, Canyon, Tex., execu- 
tive secretary of the Tri-State Hardware & Implement Assn., 
Photographed with officers and directors elected at its annual 
convention in Amarillo, Tex., Feb. 12-13. With Mr. Shep- 
herd, left to right are, Grady Thompson, Thompson Hdwe. & 
Furn, Co., Hobbs, New Mexico, retiring president and new 
advisory board member; R. P. Isaacs, Isaacs Hdwe. Co., Clay- 
ton, New Mexico, vice-president; E. C. Armstrong, Western 
Machinery Co., Clovis, New Mexico, president. Rear row, 
t to right are directors: Ivan D. Boxwell, Boxwell Bros. 
we. Co., Dumas, Tex.; Julius W. Cox, Cox Farm Impl. 
Co., Boise City, Okla.; L. A. French, French Machinery Co., 
Quanah, Tex.; E. W. Brasch, Brasch,Mitchell Hdwe. Co., 
Levelland, Tex., and Homer Estlack, Estlack Machinery Co., 
tendon, Tex. Not shown is Jess W. Miley, Roswell Impl. 
Co., Roswell, New Mexico, newly elected director. 
_ ‘mn resolutions the dealers urged that price controls be 
posed in accord with established business practices; paring 


of non-essential governmental expenditures, and equitable 
‘axation. 
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An overnight success, Tru-Test "BANTAM" Rolls 

have exceeded our wildest expectations . . . point to 
a genuine need and demand for a consumer size 
unit of gummed tape for use in the home. It's new 


extra business, Why not get your share of it. 





Available in 1 to 3 inch widths — packed 12 
"BANTAM" rolls to the carton. Retails 


for 25c per roll and being snapped up at 
the price. Write direct if 
your distributor can't supply you. 








manufactured ty 
TAPE, INC. / Green Bay, Wis. 


sold by better distributors everywhere 
for better results anywhere 
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Name Nesco Division 
General Manager 


Eugene G. Blumenschein 
has been made general man- 
ager of the electrical divi- 
sion for Nesco, Inc., Chicago, 
it was announced recently. 





EUGENE G. BLUMENSCHEIN 


Mr. Blumenschein will be 
responsible for coordinating 
production and_ sales of 
Nesco electric roasters, cas- 
seroles and heaters. 

He was formerly sales 
manager of the electrical di- 
vision and for 15 years was 
Midwest district sales man- 
ager of metalwares. 

He has been with Nesco 30 
years, starting in 1920 as a 
bookkeeper at a Chicago 
warehouse then on Kinzie 
Street. 


Estate Stove Acquires 
Ward Heater Company 


The Estate Stove Co. has 
expanded operations to the 
Pacific Coast with the ac- 
quisition of the Ward Heater 
Co., manufacturer of floor 
furnaces, it has been an- 
nounced by Cecil M. Dunn, 
vice president and general 
manager of The Estate Stove 


Co., a subsidiary of Noma 
Electric Corp. 

Ward Heater Company 
was established some 41 
years ago by Fred Ward, in- 
ventor of the original floor 
furnace, principal product of 
the company. Ward products 
are distributed throughout 
California and the South- 
west. Mr. Dunn will head the 
new division. 

The Ward Co. will con- 
tinue to manufacture its 
present heater line. Plans 
call for investment in new 
equipment and increased ca- 
pacity with a view toward 
adding to the Ward line some 
of the products now manu- 
factured by Estate, plus 
new products to round out 
Ward’s summer operations. 


Cecil Arrowsmith Assists 
Schick, Inc., President 


Cecil M. Arrowsmith, with 
Schick since 1946, has been 
appointed special assistant 
to the president of Schick, 
Inc., Stamford, Conn. 








CECIL M. ARROWSMITH 


Mr. Arrowsmith will be 
responsible for the company’s 
relations with the federal 
government and the handling 
of defense contracts. 


Our Own Dealers Break Sales Volume 
Record in 1950—482 Stores Represented 


(Continued from page 166) 


Bob De Haven appeared 
during Mr. Buckmaster’s 
paint presentation with a 


preview of some of the enter- 
tainment to be offered on Our 
Own programs to be broad- 
cast from 8:45 to 9:00 A.M., 
Monday, Wednesday, and 
Friday, for a period of 13 
weeks beginning March 19. 
The program to be broadcast 
by Station WCCO will be in 
addition to the Our Own pro- 
grams currently used over 
the same station on Satur- 
days from 8:45 to 9:15 A.M. 

It was announced that ad- 
vertising of Supermix paints, 
with use of coupons for spe- 
cial offers, will appear in 
farm papers covering Minne- 
sota and the Dakotas. Movie 
films, for exhibition in thea- 
tres will also be issued to tell 
about Supermix paints, these 
being offered on a cost shar- 
ing basis. 

Fred Rockwell, sales man- 
ager, reported on price regu- 
lations, wage freezes and 
control of materials, produc- 
tion and construction. “We 
are under controls and there 
seems little doubt that they 
will increase both in numbers 
and in the degree to which 
they will affect our  busi- 
ness,” he emphasized. He 
outlined present and _ prob- 
able future controls and 
urged dealers to keep their 
records up to date on prices 
of merchandise and services. 
Mr. Rockwell told of present 
restrictions on use of steel, 
aluminum, cobalt, nickel, 
chrome, zinc, tin, copper, 
rubber and DDT. 








One of the general meetings of Our Own's convention. 


Company buyers outlined 
present and probable future 
situations as to merchandise 
regularly offered. Speaking 
about lines under their juris- 
diction were: Frank Feyder, 
tools, cutlery and sporting 
goods; B. A. Buckmaster, 
paint; Edward Ralph, plumb- 
ing and heating equipment; 
Miss Elaine Hogan, dinner- 
ware, giftwares and glass- 
ware; Carl Brandtner, elec- 
trical appliances and_ sup- 
plies and toys and F. HH. 
Geiger, floor coverings. 

O. L. Davis, merchandis- 
ing manager, introduced the 
company’s spring consumer 
catalog, in a dramatization 
with living models. The 32 
page catalog includes some 
color and features 200 items. 

L. V. Grandlund, store en- 
gineer, spoke on the impor- 
tance of modern store fix- 
tures and layout. Operation 
of the company’s new IBM 
automatic punch card system 
of accounting was outlined 
by E. A. Nobbelin, who is in 
charge of the department. 
Tours of the IBM room were 
arranged. Paul Huch told of 


new procedure in handlitig 
orders. 
Officers are: S. E. Hunt, 


Red Lake Falls, Minn., chair- 
man of the board; S. P. Duf- 
fy, president and _ general 
manager; W. A. Retzlaff, 
New Ulm, Minn., vice presi- 
dent; Miss Mary Casey, vice 
president and secretary; E. 
A. Nobbelin, vice president 
and assistant treasurer; H. 
P. Sundeen, treasurer and 
assistant secretary, and Miss 
Mary S. Monahan, assistant 
secretary. 

Members of the board of 
directors are: Messrs. Hunt, 
Duffy and Retzlaff; H. P. 
Nicklas, Durand, Wis.; Loren 
Elenbaum, Langdon, N. D5 
H. B. Robards, Alexandria, 
Minn.; B. J. Mahowald, 
Watertown, S. D.; Wallace 
Ulmer, Miles City, Mont, 
George De Ruyter, Siout 
Center, Iowa; O. V. Hansot, 
Rochester, Minn., and A. B 
Holm, Atwater, Minn. 

Luncheon was served if 
the company’s quarters eaél 
of the three days. The usual 
banquet was omitted out of 
respect to those in the ar 
services. 
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FULL FACTS ON PROMOTION PROGRAM 


Or DU RALL TENSION SCREENS 


NATIONALLY ADVERTISED IN 
URDAY EVENING POST © BETTER HOMES AND GARDENS 
GOOD HOUSEKEEPING * SMALL HOMES GUIDE 


C. A. Kildow Heads Wisconsin Dealers 


9 Ss 





At the 55th annual convention and exhibit of the Wisconsin 
Retail Hardware Association at the Milwaukee Auditorium, 


Milwaukee, Feb. 6-8, 1951, C. A. Kildow, Whitewater, was 
elected president, succeeding S. V. Kubly, Madison. J. O. 
Gilbertson, Whitehall, is vice-president and H. A. Lewis, 
Stevens Point, was reelected secretary-treasurer. Robert J. 
Connor, Madison, was elected a director and Mr. Kildow and 
Ray Gasser, Boscoel, were reelected. Other directors are: 
Ray C. Kornely, Milwaukee; Carl P. Nelson, Park Falls; 
R. L. Lendved, Clintonville; Edward Rathsack, Manitowoc, 
and J. F. Federspiel, Port Washington. Resolutions favored: 
collection of excise and luxury taxes at the manufacturers’ 
level; irha Hardware Week; irha advertising campaign; full 
support of the defense program; economy in government and 
taxation of co-ops on the same basis as private businesses 
with which they compete. Opposed were: any wage and 
hour law providing that the rate of pay for hours worked in 
excess of 40 hours in any week, be at one and one-half 
times the regular hourly rate and “imposition of a sales tax, 
a tax on gross income or on gross earnings.” In the photo, 
left to right are: J. O. Gilbertson, vice-president; C. A. Kil- 
dow, new president; S. V. Kubly, retiring president and H. A. 


Lewis, secretary-treasurer. 








Gutta Percha Paint Now 
Barreled Sunlight Paint 


The U. S. Gutta Percha 
Paint Co., Providence, R. I., 
has announced a change in 
name to the Barreled Sun- 
light Paint Co. Barreled 
Sunlight, the trade name of 
the company’s various inte- 
rior and exterior paints and 
enamels, was so_ generally 
known that it was to the 
concern’s advantage to be 
known by the same name, ac- 
cording to Wilbur L. Rice, 
president. There was no 
change in the ownership or 
management of the company. 


Marshall-Wells Stresses 
Cooperation For 1951 
(Continued from page 167) 


items graphically told the 
dealer how to sell by show- 
ing. The final banquet had a 
record attendance. 

The dealers were assured 
that Marshall-Wells Co. will 
aggressively address itself to 
the problem of procuring for 
the dealers the merchandise 
whivh they require to serve 
their customers satisfacto- 
rily, by J. H. Moore, presi- 
dent of Marshall-Wells. At 
the same time, as part of the 
community, Marshall - Wells 
will do everything it can to 
cooperate with our govern- 
ment in its endeavor to meet 
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the many problems growing 
out of the present emergency. 





Independent Pneumatic 
Buys English Tool Firm 


The purchase of Arm- 
strong- Whitworth & Co., 
Pneumatic Tools, Ltd., Gates- 
head-on-Tyne, England, by 
Independent Pneumatic Tool 
Co., Aurora, IIl., was an- 
nounced by Neil C. Hurley, 
Jr., Thor president. 

The Armstrong-Whitworth 
pneumatic tool company and 
its Close works section in 
Gateshead now becomes ,an 
affiliate of Independent Pneu- 
matic Tool Company, Ltd.., 
London, England, a subsidi- 
ary of the parert company 
operating in Aurora. 

Mr. Hurley announced that 
Robert G. Faverty, former 
manager of Thor branches in 
Chicago and Detroit, has ar- 
rived in Gateshead to assume 
immediately the position of 
managing director. 

Also in Gateshead to lay 
out plans for expansion of 
the pneumatic tool works are 
E. R. Wyler, Thor vice-presi- 
dent and director of exports, 
and James A. Perham, chief 
engineer at Thor’s Aurora 
works. Mr. Perham is also 
planning with Armstrong en- 
gineers certain Thor pneu- 
matic tools to be put into pro- 
duction in England. 


Mr. Hurley is inspecting a 
new site on which to erect a 
new and larger plant to 
handle the anticipated in- 
crease in production of the 
combined Armstrong - Whit- 
worth and Thor pneumatic 
tool lines. 

The Armstrong-Whitworth 
name will be retained under 
the new ownership. 

William Scott has _ been 
named chairman of the board. 
Mr. Scott is managing di- 
rector of the Jarvis Indus- 
tries Group, which comprises 
all Armstrong-Whitworth di- 
visions. 


Tom Payton Heads Cory 
Service Department 


The appointment of Tom 
Payton as service manager 
for Cory Corp., Chicago, has 
just been made by Cory 
Corp., 221 N. LaSalle St.. 
Chicago, Ill. Mr. Payton re- 
places Sheldon Dale, who re- 
cently held the position until 
promoted to the position of 
director of research. 


Prior to this assignment 
Mr. Payton served as na- 
tional field service manager 
for Cory. In that capacity 
he supervised all Cory na- 
tional service stations, in- 
eluding those of Fresh’nd- 
Aire and Nicro divisions. Be- 
fore joining Cory Corpora- 
tion, he was a test flight en- 








e2 i 
TOM PAYTON 


gineer with Douglas 
craft, Park Ridge, Ill. 


Air- 








Glazer Opens New Store Warehouse 


(Continued from page 166) 


nuts, screws, washers, and 
screw items. 

The appliance department 
includes a model kitchen and 
bathroom. The backdrop wall 
contains a drop ceiling upon 
which fixtures are hung and 
lighted. The whole area is 
is spotlighted by high-hat 
spot fixtures. Above the drop 
ceiling is shelf space for ap- 
pliance stock of traffic 
kitchen items, vacuum 
cleaners and similar items. 

The basement level con- 
taining the other 4,000 sq. 
ft. to be ussd for promoting 
bargain items, shop machin- 
ery, outboard motors, and 


sporting goods. 

The elevator in the ware- 
house, built alongside of the 
building, gives ready freight 
accessibility to the storage 
section of the basement. 

The lot the store 13s 
bounded by is to be used as 
as parking space and open 
air display stalls. 

Lou Glazer started the de- 
velopment of this company 
with a store in the Browns- 
ville section of Brooklyn in 
1929. 

At the present time, Mr. 
Glazer is anticipating the en- 
try of his two sons, Arnold 
Glazer and Sheldon Glazer. 





Glazer Bros., recently celebrated its 2Ist anniversary i 
the hardware business in Brooklyn, N. Y., by opening a new 
and completely modern store and warehouse with a total of 


8,000 sq. ft. of retail space. 
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A Winning Combination... 


\p~ 


. id 


FOR YOU... 

a working display that tells your customers why the No. 1490 
latch is so convenient, then invites them to try it as well as 
look at it. There’s plenty of sales appeal packed in this small 
display. 

FOR YOUR CUSTOMERS... 

a sturdy, aluminum rim night latch made to Russwin stand- 
ards of top quality . . . pin tumbler security . . . attractive 
designing. Case, bolt and strike are aluminum pressure 
Castings. 





GET ACQUAINTED WITH THE PROFIT POSSIBILITIES of all 
Russwin Quality Rim Night Latches . . . made to meet every 
size of budget. Russell & Erwin Division, The American 
Hardware Corp., New Britain, Conn. 


Russwin Dealers always have the Edge 
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RUSSWIN no.1496 
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OTHER TYPICAL RUSSWIN 


RIM NIGHT LATCHES 
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Rim Deadlock 
No. 1282 


SINCE 1839 
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Cullum & Boren Elects in charge of correspondence, Q 
Purchasing Director catalog deparment, and Whit! 
‘ finally, purchasing upon his By 17 
The election of Charles E. his return from the service Wh: 
Warlick as vice-president in jn 1945. St r 
charge of purchasing has Other officers of the firm dng 
are Will R. Wilson, chair- held 
man of the board; George F. show 
Pierce, president and gen- dore, 
THIMBLE-TIP eral manager; and Gordon 94-25, 
Cullum, executive vice-presi- Mor 
dent. dealer: 
ee states 
Promote Valby to Hoover “. : 
° A fe 
Field Counsellor hibited 
The promotion of Russell schedu 
D. Valby, district manager of due to 
The Hoover Co. in Duluth, Most 
Minn., to field counsellor for of the 
the company’s sales organiza- be ade 
tion, was recently announced. ing the 
As field counsellor, Mr. ucts wl 
Valby will interview and made o 
CHARLES E. WARLICK counsel sales supervisors who to the 1 
have taken placement tests Ernest, 
| been announced by Cullum & conducted by personnel labo- ager, | 
Boren Co., hardware whole- ratory, Chicago. Purpose of the dir 
salers, Dallas, Texas, after a the interviews is to orient Awar 
meeting of directors. supervisors so they are more three e 
Mr. Warlick has been con- aware of their abilities and respecti 
S tinuously associated with the weaknesses. hence better pre- and m 
U est Cullum & Boren Co. for 30 pared to train themselves for Those 
gg e@eeee0 years, with the exception of added responsibilities. View M 
two years with the Army Mr. Valby succeeds Robert terestin, 
It would be well for Judd customers Medical Corps during World R. McCoy who held the post . the 
; — : | War II. He has progres- since it was created in 1949, chiage 
to be mindful of the restrictions pre sively held positions in gen- and retired from the com- unusual. 
vailing in most raw material markets. eral office work, superivsor »«ny in December. eg 
————— - -_ ent of 











We ask you to cooperate with us in 





| Connecticut Association Officers 


our effort to keep all our old custom- 


New 


ers supplied to the fullest possibility. 
Please order only what you need when 
you need it. We are producing to ca- 
pacity on all merchandise not pro- 
hibited. We are delivering as much as 


we can as fast as we can. 


No. 9341 and No. 9342 (single and 
double curtain rods with non-snag 
thimble-tip) are available for prompt 
delivery. Also No, 9340 extender for 











both rods. Most in 
meeting ¢ 
The Connecticut Hardware Association convention held at sociation 
Bridgeport, Conn., re-elected Samuel Mazo, Hartford, presi- state legis 
H. L. JUDD COMPANY dent. Edward Russell, Southport is secretary for his fifth tests. Re 
term. The convention pledged full support of the defense firms com 
WALLINGFORD, CONN program and will fight black market programs. A reduction Backlund, 
. ¥ . Seas government spending was urged. Also equi Schmidt, 

; table taxation and application of price controls when necet ton, 
87 CHAMBERS ST., NEW YORK 7 ge sary. Other officers re-elected include: Fred Hall, Canaan, Col., = 
5 g first vice-president; Donald Dickinson, New Haven, second retary-tre: 
vice-president; Russell Carlson, New Milford, third vice-presi holdover 
gE dent; er es Branford, treasurer. Board of eo nn Wm. 
’ ph@G@aae consists of: H. Edgar Riker, Fairfield; Edward Walsh, New uncan, | 
There’s a Judd & .@ A c Haven; Charles Bacon, Middletown; Arthur Sollosy, Bridge Col., reti 
ipaitdemicle every be 2 ‘ : port; Michael Allara, Stamford; Francis Prichard, Rockville: the pictur 
George Beno, Hartford; Everett Eaton, Collinsville; Martin mmons, 
drapery need Daniel, New Haven; Lawrence Wyllie, Niantic; Charles President, 
Schmidt, Waterbury; Victor Belfanti, Washington Depot. Left Romine, 
to right: Messrs. Sollosy, Mazo, Riker and Russell. is counsel 
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Whitlock Show Attended 
By 1740 Dealers 
Whitlock Corp., 17 Warren 


St., New York City, hard- 
ware distributors, recently 
held its first merchandise 


show at the Hotel Commo- 
dore, New York City, Feb. 
24-25. 

More than 1740 hardware 
dealers from 12 eastern 
states viewed the fair which 
had 50 exhibitors. 

A few new items were ex- 
hibited but deliveries are not 
scheduled on them this year 
due to scarcity of materials. 

Most of the speakers were 
of the opinion that there will 
be adequate substitutes dur- 
ing the year for many prod- 
ucts which can no longer be 
made of materials necessary 
to the war effort. William G. 
Ernest, regional sales man- 
ager, Whitlock Corp., was 
the director of the show. 

Awards were made _ to 
three exhibitors for having, 
respectively, most original 
and most unusual booths. 
Those honored were: Clear- 
View Mfg. Co., the most in- 
teresting, Standard Bronze 
Co., the most original, and 
Schlage Lock Co., the most 
unusual. The judges were: 
Heyward Smith, vice-presi- 
dent of Slaymaker Lock Co., 


and Milt Enzer, director of 


publicity, Yale & Towne 


Mfg. Co. 


C. Hager & Sons Hinge 
Elects Vice-Presidents 


C. Hager & Sons Hinge 
Mfg. Co., 139 Sidney Street, 
St. Louis, has named Charles 
Martin Jones, formerly sales 
manager, to vice president 
and sales manager. August 
William Hager was elected 
assistant vice president and 
Charles C. Hager, assist- 
ant treasurer. August and 
Charles Hager are the fourth 
generation in the family to 
hold executive positions at 
the 101-year-old St. Louis 
concern. Joseph Hyland Ste- 
vens was named vice presi- 
dent and chief engineer. 

Mr. Jones prior to World 
War II, in which he served 
as an officer for five years, 
was associated with the Mi- 
ami Beach Chamber of Com- 
merce. 

Toward the end of World 
War II, Mr. Stevens estab- 
lished his own firm of con- 
sulting engineers in St. Lou- 
is, leaving this to become 
associated with Hager Hinge 
Co., in 1946. 

In 1945, he joined C. Hager 
& Sons as Chicago area sales 
representative. 








New and Retiring Mountain States Officers 





Most important of resolutions adopted at the 49th annual 








meeting of the Mountain States Hardware & Implement As- 
sociation at the Cosmopolitan Hotel in Denver urged the 
state legislature to outlaw big game hunting and fishing con- 
tests. Registration showed delegates from 230 of the 400 
rms comprising the association. Front, left to right: T. W. 
Backlund, Grand Junction, Col., first vice-president; Leland 
Schmidt, Burlington, Col., new president; Henry Brown, 
ton, Col., retiring president; Louis Hunter, Ft. Collins, 
Col., second vice-president; F. W. Reich, Boulder, Col., sec- 
tetary-treasurer. Back row, Joe M. Kellogg, Golden, Col., 
holdover director; E: E. Perlenfein, Yuma, Col., new direc- 
tor; Wm. A. Davis, Goodland, Kans., holdover director; Wm. 
Duncan, Holly, Col., holdover director; R. J. Seedorf, Yuma, 
ol., retiring director. Two newly-elected directors not on 
the picture are Fred Kroeger, Jr., Durango, Col., and Clyde 

mmons, Greeley, Col. On the advisory board are retiring 
President, Henry Brown; James E. Ellis, Greeley and Ed. C. 
Romine, Casper, Wyo. S. Zorane Fredregill, Sterling, Col., 
's counsellor for the National Retail Farm Equipment Assn. 
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NO DOUBTING... 


THOMAS 


ROLLER PAINTERS 


TOPS IN 
QUALITY 








Your customers, whether they are professional or amateur 
painters, will be completely satisfied with Thomas roller-painter 
equipment. The accent is on quality throughout. 


| There's extra strength and uniformity in Thomas roller covers, 
| the only ones on the market that are made with mesh reinforcing 
fabric. There's extra long life in Thomas rollers, thanks to top- 
quolity materials and the finest workmanship. All metal parts 
non-corrosive; heavy, long-wearing bronze bearings. Best of 
all, remember, the Thomas line is complete. Rollers are available 
in 1%-inch through 9-inch lengths; also a complete line of 
lamb's wool and stippler covers, and pans. Make more sales, 
more profit, have more satisfied customers. Get the genuine 
Thomas product. 
Contact your jobber today—or write 
to us for name of nearest supplier 
DEAL 


Typical $ 28 
RETAIL 
No. 328 

One of the many combinations 
that make Thomas the profitable 
line to carry. Includes No. 1207 
Hi-grade Roller Painter and No. 
814 Formed Aluminum Pan. A 


fast-selling twosome that gets 
plenty of play. 















KEEP ROLLING... 


HOMAS 


PRODUCTS COMPANY 
8490 LYNDON AVE. - DETROIT 21, MICH. 
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Red Devil Transfers 
Mackay to Minneapolis 
A. D. Mackay, veteran 
representative for Red Devil 
Tools and for the past 20 
years district sales manager 





A. D. MACKAY 


with headquarters in Chi- 
cago, has moved to Minne- 
apolis to take charge of sales 
in Wisconsin, Minnesota, 
North and South Dakota. 

Bob Orr, who for some 
time made his headquarters 
in Minneapolis, has_ been 
transferred to Irvington, 
New Jersey, where he is ex- 
port manager. 

Austin Everist, formerly 
covering Michigan, succeeds 
Mr. Mackay in Iowa and IIli- 
nois territories for Red Devil. 


Remington Makes Five 
Personnel Changes 


C. K. Davis, president and 
general manager, Remington 
Arms Company, Inc., Bridge- 


port, Conn., has announced 
a number of personnel 
changes in the Remington 


organization. 

H. Kenneth Faulkner, who, 
for over four years, has been 
manager of the Remington 
sporting arms plant at Ilion, 
N. Y., has been named as- 
sistant director of produc- 
tion, with headquarters at 
Bridgeport. Prior to his as- 
signment at Ilion, Mr. Faulk- 
ner was assistant works man- 
ager at the Bridgeport plant. 

Jay R. Pike, assistant to 
the director of production, 
has been named assistant 
plant manager at the Lake 
City Arsenal, a portion of 
which was recently re-acti- 
vated for the government by 
Remington management per- 
sonnel. 

J. B. Maupin will succeed 
Mr. Faulkner as works man- 
ager of the Ilion, N. Y., 
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plant. Mr. Maupin was 
transferred from the Bridge- 
port plant to Ilion in June of 
last year as assistant works 
manager. His last position 
at the Bridgeport plant was 
chief supervisor, shot shell 
manufacture. 

Succeeding Mr. Maupin as 
assistant works manager at 
Ilion will be Douglas E. Mil- 
ler, formerly production su- 
perintendent, 

R. A. Williamson, former 
chief supervisor of produc- 
tion, at Ilion, will succeed 


Mr. Miller. 





Libbey Glass Forms Two 
New Branch Offices 


To further intensify its 
sales efforts, Libbey Glass, 
Division of Owens-Illinois 
Glass Co., Toledo, Ohio, es- 
tablished branch sales offices 
at Denver, Col., and New Or- 
leans, La. 

G. A. Currie, Philadelphia 
branch salesman, has been 
placed in charge of the new 
Denver branch, and R. C. 
Malone will move from Lib- 
bey’s Buffalo sales office to 
handle the New Orleans 
branch sales responsibilities. 

E. J. Lanshe will succeed 
Mr. Malone at the Buffalo, 
N. Y. office and J. A. Baugh 
has been named Mr. Currie’s 
replacement at Philadelphia. 

Mr. Currie began his ca- 
reer with Libby in 1936 in 
the production control de- 
partment. Following his 
military discharge, Mr. Cur- 
rie returned to Libbey’s To- 
ledo headquarters, and in 
1948 was assigned to the 
Philadelphia branch _ sales 
office. 





G. A. CURRIE 


Mr. Malone joined Libbey 
in 1946 and was engaged in 
industrial engineering and 
rate structure work at the 


Toledo plant. During 1949 
he became a member of Lib- 
bey’s general office sales de- 





R. C. MALONE 


partment, and early last year 
was assigned to the Buffalo 
branch. 

For the past 14 years Mr. 
Lanshe has been associated 
with Bechtel, Lutz & Jost, 


Inc., distributors of china, 
glassware and pottery. In 
1943 he was named sales 
manager of the firm, and in 
1948 was elected its presi- 
dent. 

A 10-year employee of 
Libbey, Mr. Baugh was a 
member of the Toledo plants 
forming department from 
1940 to 1948. From 1948, and 
until his present assignment, 
he was associated with Lib- 
bey’s service department. 





D. J. Lammon Promoted 
By Cory Corporation 


Daniel J. Lammon has 
been appointed manager of 
the appliance parts sales de- 
partment of Corning Glass 
Works’ technical products di- 
vision, Corning, N. Y. He 
succeeds J. S. Muller, now 
manager of the _ electronic 
sales department. 

Mr. Lammon was in charge 
of specialty production pro 
motion immediately prior to 
his present promotion. 








Intermountain Hardware Group Officials 


OS ree 





The Intermountain Association of Hardware & Implement 
Dealers recently held its annual convention at the Hotel Utah, 
Salt Lake City. The officers elected to serve for 1951 were: 
Dwight E. Crozier, Sevier Valley Mercantile Co., Salina, 
Utah, president; Maxwell H. Becker, Becker Hardware Co., 
Caldwell, Idaho, first vice-president; Joe M. Parkinson, Parkin- 
son Tractor Co., second vice-president. Elected to the va- 
cancy caused by Don Lindsay's death was Ira S. Pearce, A. W. 
Hesson Co., Elko, Nev., as a two year director. Three year 
directors include: Kenneth Self, Self Mfg. Co., Twin Falls, 
Idaho; Lehi Jones, Jones Equipment Co., Cedar City, Utah: 
Joseph Pence, Hoffman Hardware Co., Salt, Lake City; and 
Bert Giles, White Hardware Co., Emmett, Idaho. Holdover 
two year term director is Howard Hemmert, Brog & Hem- 
mert, Afton, Wyoming, and elected was Dean Jensen, Jensen 
Hardware Co., Preston, Idaho. One year directors are: 
J. Schwendiman, Diamond Hardware Co., Twin Falls, Idaho: 
Donald Chisholm, Chisholm Bros., Burley, Idaho; Leo Mere- 
dith, Chipman Mercantile Co., American Fork, Utah; W. C 
Fronk, Ogden Implement Co., Ogden, Utah, and M. D. 
Linscheid, Aberdeen Hardware Co., Aberdeen, Idaho. The 
group advocated support of defense program and war of 
black market dealings; price controls be applied with regard 
for normal rental margins; insist governmental expenditures 
other than for defense be cut; urge support of bill recom: 
mending specific allocations of farm equipment where needed. 
Left to right: Messrs. Crozier, Parkinson, and Becker. 
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it’s a modern 


Ybalional CASH REGIST 


with 


ADDING 


FEATURE! 





This new Class 21 National Cash Register is designed 
expressly to save you time and money—eliminate mis- 
takes—and increase your profits. No cash register so 
complete has ever been offered at such a low price! 

Large figures at the top of the register show clearly 
the correct price of each item as it is recorded. This 
protects customer, merchant, and salesperson. 

Sales of more than one item are mechanically totaled, 
thus eliminating mistakes in addition, saving valuable 
time, speeding customer service, and winning cus- 
tomer confidence. 

See how each amount is printed in large, “quick- 
check” figures on the new illuminated detailed audit- 
strip. The last 11 items are always in sight. The detailed 
audit-strip is a printed, permanent record of each day’s 
business, sale by sale. Special keys identify salespeople, 












departments, and kinds of transactions. 

And the new Class 21’s Built-In Adding Machine 
feature can be used at any time without disturbing 
the locked-in cash register records. It saves valuable 


time, and prevents costly mistakes in your daily figure- 
work. Its electric operation is fast and easy. The standard 
keyboard enters ciphers automatically, and has easy 
key touch. 

Phone your nearest National office today for a demon- 
stration. Or, write to the Company at Dayton 9, Ohio. 


Owlional - 


CASH REGISTERS » ADDING MACHINES 
ACCOUNTING MACHINES 


THE NATIONAL CASH REGISTER COMPANY, DAYTON 9, OHIO » 
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HARDWARE BRIEFS 








Arkansas 


D. L. Gleaves Hardware, E. 
Church St., Berryville, was 
damaged by fire. Loss was 
estimated at $6,500. 





Indiana 


Clem Volpert, owner of 
Volpert’s hardware store, 108 
Water St., Plymouth, was 
one of the co-founders of the 
Beyler-Volpert Building. 

Ed Schmitz has purchased 
Weiborn Hardware, Axtell, 
from Charles Welborn. 

The hardware store of U. 
M. Fenis, Cherryvale, has 
been moved from 212. W. 
Main to 110 S. Neosho. 





B & G Hardware, 2543 E. 
Walnut St., Des Moines, has 
been opened by Harry Bald- 
win and Wayman Gift. The 
store handles hardware and 
household appliances. 





A. P. Engel, owner of a 
hardware stock and shoe re- 
pair store, Grainfield, has 
sold his business to Mr. and 
Mrs. Vincent Dreher. Mr. 
Engel has been in business 
for 43 years. 

Jack Reece, owner of 
Scandia Hardware, Meade, 
has purchased the stock and 
equipment of the Currie & 
Strand Plumbing & Heating 
Co. 

The interior of Schottler’s, 
Inc., Madison, has been re- 
decorated. The ceiling was 
painted white and the walls 
a light green, while the posi- 
tion of the office area and 
the paint shelves have been 
reversed. Plans are being 
made to redecorate the ex- 
terior front. 


Illian Hardware, Elk City, 
has been closed and auctioned 
by D. E. Ilian. 





Kentucky 


West Liberty Hardware 
Co., Main St., West Liberty, 
has been purchased by Joe 
Haney and Mrs. Catherine 
Byrd. The store continues to 
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operate in the same location 
and under the same name. 





Lewiston Hardware & 
Plumbing Supply Co., Lisbon 
St., Lewiston, is located in 
the newly remodeled Music 
Hall block. The hardware 
store will be enlarged. 





Michigan 

Baldwin Hardware, Tecum- 
seh, has been destroyed by 
fire. The fire started with an 
explosion, and the cause is 
not known. 

Stafford Hardware Co., W. 
Main St., Kalamazoo, has 
been formed by Jay B. Staf- 
ford and Millard R. Stafford. 





Mississippi 

Dave Callahan has bought 
the Neely Hardware Co., 
Jackson, from Sidney Neely, 
who was called into service. 

Coast Hardware Co., Gulf- 
port, has recently moved in- 
to new quarters at 1314-16 
25th Ave. The’ two-story 
brick building will allow sev- 
eral departments and an en- 
larged display of merchan- 
dise. 





Missouri 


Proctor & Son Hardware 
Co., Galt, has been sold by 
Ralph R. Proctor to Mr. and 
Mrs. Fred Shatto. The store 
has been in operation over 
65 years. 


Montana 


Benton Hardware and 
Clark-Hilton Hardware, Fort 
Benton, both seriously dam- 
aged by fire six months ago, 
have reopened for business. 
Benton Hardware is owned 
by Bill and Ione Morrison, 
and Clark-Hilton by E. Ross 
Clark and Howard Hilton. 





Nebraska 


M. M. Jacobsen and A. H. 
Nielsen, partners for 30 years 
and operators of the Jacob- 


sen & Nielsen Hardware, 
Dannebrog, and St. Paul 
Cash Hardware, St. Paul, 


have dissolved their partner- 
ship. Each will now operate 


his own store, Mr. Jacobsen 
in Dannebrog and Mr. Niel- 
sen in St. Paul. The Danne- 
brog store was renamed M. 
M. Jacobsen Hardware Store. 





New Jersey 


A hardware store has been 
opened at 63 Main St., Madi- 
son, by Fred Otten. 





New York 
William G. Peddle_ has 
moved Peddle’s’ Firestone 


Store into Peddle’s Hardware 
Store, 5 N. Main St., Perry. 
The hardware store has been 
enlarged to 100 ft. in length 
and garages and an unload- 
ing shed are being planned 
for additions. 





Oregon 


Wallowa Hardware & Fur- 
niture Co., Wallowa, was sold 
by Bruce Cox to Chilton 
Marshall and James L. Lam- 
bert. Mr. Cox had been in the 
business for 29 years. 


Pennsylvania 


James Denison has become 
the manager of Meadville 
Hardware, Meadville, replac- 
ing Spencer E. Gee. 

Schneider Hardware, 10 W. 
12th St., Erie, has been sold 
to Jerry Richardson. 





South Dakota 


Laddie Base sold his hard- 
ware store, Tyndall, to Ralph 
Vellek. 

Erick Lund has purchased 
Sweeney Hardware, 703 Main 
St., Rapid City, in business 
for over 70 years, from Harry 
R. Johnson. 


Texas 


Fred Wimberly Hardware, 
Sweetwater, has moved to 
larger quarters. The building 
is refinished in green with 
asphalt tile flooring. Oak fix- 
tures are being used, and 
counters have been added. 








New England Hardware Dealers New Officers 


st, 





New officers elected at the 58th annual convention of the 
New England Hardware Dealers Association, held in Boston. 
Feb. 20 to 22, were, from |. to r., D. W. McMahon, Hatch 
Hardware Co., St. Albans, Va., retiring president, who auto- 
matically become a director for three years; the new presi- 
dent, Carl E. Williams, J. E. Sibley & Son, Ware, Mass.; 
W. B. Arnold, W. B. Arnold Co., Waterville, Me., and Kermit 
Whitehill, Noyes & Whitehill, Bellows Falls, Va., both of 
whom were elected to three year terms as directors. Russell 
Mueller, rear, is serving his 12th year as executive secre- 
tary. Other leaders of the association are: Charles B. Coburn, 
C. B. Coburn Co., Lowell, Mass., vice-president; and the fol- 
lowing directors: John J. Bosnengo, Bosnengo’s Hardware, 
Buzzard’s Bay, Mass.; Herman Carlisle, Carlisle Hardware 
Co., Springfield, Mass.; Raymond Crompton, W. R. Sharpe 
Hardware Co., East Greenwich, R. I.; J. C. Curtis, Curtis 
Hardware Store, Berlin, N. H.; Allan M. Downing, Littleton 
Hardware Co., Inc., Littleton, N. H.; Henry E. Fournier, H. E. 
Fournier Hardware, Livermore Falls, Me.; J. P. Gallagher. 
Gallagher & Mooney, Pawtucket, R. I.; Victor L. Hubert, 
W. C. Fuller Co., Mansfield, Mass.; and James P. Mackey: 
Mackey & Meade, Inc., Brookline, Mass. U. S. Senator Owen 
Brewster, Maine, was one of the guest speakers. Registration 
was nearly 8,000. 
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YOU MAKE ALMOST 


100% PROFIT 


ON THIS BIG BONUS SPECIAL! 


“QUIRK’'S" ts tHE CONCENTRATED 






This offer is good for 
a limited time only. 


s S: > 
ne ee TE oe 


Retails 


WARFARIN YOUR CUSTOMERS DEMAND-— 


SELL YOUR CUSTOMERS THE BEST! Feature 
“@uirk's" Warfarin Rat & Mouse Killer in your store 
to assure complete satisfaction. "Quirk's" is the 
concentrated Warfarin that has been acclaimed by 
Farm and Government authorities so widely. Rats 
and mice can't detect the presence of "Quirk's" 
Warfarin until it's too late. Because of this they 


TAKE ADVANTAGE OF THIS 
BIG FREE OFFER FOR 
EXTRA PROFIT! 


With each purchase of two cartons of the twelve 59¢ 
size at $4.20 per doz., you receive FREE one large Farm 
size that retails for $2.00. In other words, for an invest- 
ment of only $8.40 you receive $16.08, or almost 100%, 
profit. This special offer is for a limited time only, so 
order right now. 


This ls Our 25th Year in the 
Manufacture of Rodenticides 


THE OHIO PRODUCTS CO. 


Wiel Ser ible), Mme), ile) 





HARDWARE AGE, MARCH 8, 1951 





usually die in their burrows, eliminating any dispoas! 
problem. 


ATTRACTIVELY PACKAGED. The beautiful three 
color package and display sells ‘Quirk's'’ Warfarin 
for you. Reap extra profits by placing two or three 
cartons in various spots in your store. Let ‘'Quirk's’’ 
Warfarin Rat & Mouse Killer go to work for youl 


The Ohio Products Co. 
North Madison, Ohio 


Send us postpaid 


, : Deals of “Quirk's" Warfarin Rat & 
Mouse Killer. (Each deal consists of one $2.00 size FREE with every 
two cartons twelve 59¢ at $4.20 per doz.) Also include 

doz. of the $2.00 size pkgs. at $14.40 per doz 


Name 

Address 

City State 
Our jobber is 

Address 


PLEASE INCLUDE JOBBER'S NAME 


contains 
twelve 
59¢ pkgs. 


Dealer cost 
$4.20 


for 


$7.08 





USE THIS HANDY ORDER FORM 
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\ Vien a customer asks for 


a brush as she would for a pound of split peas, 
it sort of leaves it up to you! Because when you know 
she’s going to give that brush some rough treatment .. . 
and is going to expect a first-class job .. . you have to 
earn her confidence! 





3 


14,000 and more dealers who value the confidence of 
their customers are handling the Super- 
kleen Brush line. They’ve learned 
that one of the surest ways to build 
repeat business is to offer the cus- 
tomer a brush that sells itself on 
performance. 






It all adds up to this: 
Brush for brush, nylon or bristle, big 
or little, there’s no other brush 
line that so justifies your cus- 
tomers’ faith in you, as the 
Superkleen Line. 


14,000 DEALERS 


recommend Superkleen 
Brushes unreservedly 











Devoe & to their customers. 
Raynolds Are you one of 
Company, ; them? 

Inc., 
Princeton, 
Indiana 








SUPERBLEEN 


Reg. U.S. Pat. Off. 


Job-Tested BRUSHES 
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| Heating & Ventilating 
_ Exhibitors Number 350 


There were 350 exhibits at 
the 10th International Heat- 
ing & Ventilating Exposition 
in the Commercial Museum, 
Exhibition Hall, occupied all 
space available and extended 
into the Convention Hall, at 
Philadelphia, Pa. It was 
managed by the International 
Exposition Company under 
the auspices of the American 
Society of Heating & Venti- 
lating Engineers, whose 57th 
annual meeting was _ held. 

Noteworthy features of the 
exposition were the large ex- 
hibits showing complete units, 
ready for installation, their 
excellence of design and at- 
tractive finish, and the edu- 
cational values due to the 
carefully planned displays. 

The exposition drew at- 
tendance from a wide area, 
with visitors registered from 
all parts of the United States 
and many foreign countries, 
mounting by the end of the 
exposition to a total of near- 
ly 18,000. A large body of 
visitors represented heating 
and ventilating dealers and 
contractors. 

An optimistic outlook on 


| sales for the industry is sus- 


tained by the orderly growth 


| of demand based on the inci- 


dence of new industries, plant 
expansion required by estab- 
lished industries, continued 


| demand for housing, exhibi- 


tors said. 


While several manufac- 


turers appeared unconcerned 
over the prospect of securing 
sufficient raw material to 
care for their needs, others 
were frankly working on 
projects for modified designs, 
using substitute materials. 

Most modern and ingenious 
were the designs of forced- 
air furnaces, especially the 
compact arrangements de- 
vised by several exhibitors 
for small homes. Noteworthy 
among these are the cabinet 
types, floor and attic types 
and the thin vertical fur- 
naces designed to be recessed 
in the walls of standard 
frame construction, including 
one that is actually built into 
the standard wall, behind 
plaster or wall board, yet 
complies with all safety re- 
quirements. 


Riley Covers 
New England 


A. R. Cohen, vice president, 
Garden City Plating & Mfg. 
Co.. Chicago, has announced 
the appointment of Thomas 
J. Riley as sales representa- 
tive for the upper New En- 
gland area. He will represent 
both the store equipment 
hardware and lighting divi- 
sion 

For the past year, Mr. 
Riley has been assistant 
representative for this area. 
Mr. Riley has establishd 
headquarters at 45 Corey 
Street, West Roxbury 32, 
Mass. 


Officers of New England Housewares Club 








Elected at a recent meeting of the club were the following 
officers of the New England Housewares Club; left to right, 
front row—John K. Damon, Concord Woodworking Co., 
Concord, Mass., first vice-president; William Boudreau, Bou- 
drot & Garside, president; Roger Moore, Raymond's, Inc., first 
vice-president; back row—Norman Altman, Norman Altman 
Co., treasurer; and A. P. Mortimer, U. S. Stamping Co» 

secretary. 
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Western Housewares 
Show Aug. 14-22 


As a result of market de- 
mand the 4th Western House- 
wares Show, under sponsor- 
ship of Los Angeles Trade 
Fair, 1151 S. Broadway, Los 
Angeles, Cal., non-profit show 
management division of the 
Los Angeles Chamber of 
Commerce, will open Aug. 
19-22 at the Biltmore Hotel 
in Los Angeles. 

Applications are already 
being received from exhibi- 
tors who wish to reserve 
space for this market. Manu- 
facturers who plan to include 
their customers in the 14 
western states in their 1951 
budgets may make reserva- 
tions or obtain further infor- 
mation on the show from 
Woody C. Klingborg, general 
manager of Los Angeles 
Trade Fair, Inc. 

Much of the emphasis on 
the Los Angeles market will 
fall upon a discussion of 
shortages, allocations and 
new lines. 

Members of the show com- 
mittee who will aid in plan- 
ning the trade affair are: 
John Adams, Osgood & How- 
ell; Lee Arter, Lee Art Co.; 
Earl H. Barker of the Silex 
Co.; Leo Berner, the Harris 
Co., San Bernardino; J. W. 
Bright, Norris Stamping & 
Mfg. Co.; A. H. Clark of the 
A. H. Clark Co.; Charles P. 
Culbert, Sues, Young & 
Brown, Inc.; Ben P. Davis, 
Chicago Electric Mfg. Co.; 
_ M. Fogel of the May 
0. 

W. Harry Grant, Union 
Hardware & Metal; Fred 
Hammond from Bullock’s; 
Gilbert B. Harris, Crescent 
Dept. Store, Spokane; Wil- 
liam C. Hitt of W. C. Hitt 
Co.; Harry M. Johnston of 
H. M. Johnston & Associates; 
A. C. Kammeier, So. Calif. 
Retail Hardware Assn.; Carl 
D. McCullough of Rhodes 
Dept. Store, Seattle, and 
F. H. Niehaus, of Popular 
Dry Goods, El Paso, Tex. 

Other members of the show 
committee are: Harold Nor- 


ton, Wm. P. Horn Co.; 
Weldin R. Read, California 
Hardware Co.; Milton J. 


Rosenfield of the M. J. Rosen- 
field Co.; Eldon H. Sager, the 
Cory Corp.; D. E. Sanford 
of D. E. Sanford Co.; Fred 
W. Stokes, Jensen-Byrd Co., 
Spokane; Edwin A. Straube, 
Butts Mfg. Co.; William 
Taylor from Sloss & Brittain, 
San Francisco; Robert Wal- 


ters, Frederick & Nelson, 
Inc., Seattle; William O. 
Wollston, the May Co., and 
Clark Wright of Meier and 
Frank, Portland; Fred C. 
Wood, Fred C. Wood Co. 





Ekco Advertising Budget 
Expands, Buys Lusto 


Ekco Products Co., Chi- 
cago, Ill., has recently held 
a series of three szles meet- 
ings in New York, Chicago 
and Los Angeles. John 
Brooks, vice-president in 
charge of housewares sales, 
conducted all three meetings, 


assisted by Edward Marder, 
vice-president in charge of | 


staple lines sales and Julian 


Falk, general sales manager | 


PARAGON SPRAYER NO. 3 





NATIONALLY 
ADVERTISED 


for 
30 YEARS 








of the Diamond Silversmiths | 


division. 
The meetings covered gen- 
eral sales problems of the 


next six months, with em- | 


phasis on explanations of 


Ekco’s expanded advertising | 


budget for the first half of 
1951. 


The company has an- | 
nounced the purchase of | 
Lusto, a household copper 


cleaner. The cleaner will be 
sold as it is presently packed 
and packaged for the time 
being, according to Arthur 
Keating, chairman of the 
board. 





Cleveland Salesman 


Ralph D. Osterlund has | 
joined the Cleveland district | 


sales staff of Perfection Stove 
Co., Cleveland, Ohio. 

For the past 20 years Mr. 
Osterlund has been engaged 
in the sale of cattle feeds, 
farm implements and farm 


heaters. Prior to his entry | 


into the sales field he oper- 
ated a large poultry farm in 
Vineland, N. J. 





RALPH D. OSTERLUND 
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THE CAMPBELL-HAUSFELD CO. 


46 State Street Harrison, Ohio 











G.E. Supply Elects 
New Vice-President 


Warde B. Stringham has 
been elected commercial vice- 
president of the General Elec- 
tric Supply Corp., Bridgeport, 
Conn. He will be the com- 
pany’s representative in 
Washington. 

At the same time, the 
Chesapeake district of the 
corporation, of which Mr. 
Stringham was formerly 
manager, has been divided 
into two districts with head- 
quarters at Washington and 
at Baltimore. 

Arthur L. Aiken has been 
appointed manager of the 
new Washington district and 
J. Walter Turner has been 
named to a similar position 
in the new Baltimore district. 
Charles W. Webster becomes 
assistant district manager at 
Baltimore. 

Mr. Stringham has been 
connected with the electrical 
business since 1927. He start- 
ed in Salt Lake City, was 
president of his own electri- 
eal appliance company in Des 
Moines, was sales manager 
of the W. D. Alexander Co. 
in Atlanta and in 1934 be- 
came president of Southern 
Appliances, Inc., New Or- 
leans. When that company 
was sold to the General Elec- 
tric Supply in 1936, he con- 
tinued with GESCO at New 
Orleans as district manager. 


One year later he was trans- 
ferred to Washington as man- 
ager of the Chesapeake Dis- 
tri_t. He was named assistant 
manager of that district in 
1949. 

Mr. Turner came with the 
General Electric Supply at 
Atlanta in 1927 ana was 
transferred to the Baltimore 
branch as supply saies man- 
ager 10 years later. He has 
been manager of that office 
since 1938. 

J. A. Wunderlich has been 
recalled into service to act in 
an advisory capacity to the 
toy department. 





Borg-Warner Elects 
L. G. Porter Treas. 


The election of L. G. Por- 
ter as treasurer of Borg- 
Warner Corp. was announced 
recently. Mr. Porter had been 
vice-president and secretary 
of the Calumet Steel and the 
Franklin Steel divisions of 
Borg-Warner since 1947. 

Mr. Porter first joined the 
Borg-Warner organization in 
1934, at the Chicago plant of 
the Ingersoll Steel Division. 
When Borg-Warner acquired 
the Calumet Steel Division in 
Chicago Heights, IIl., in 1935, 


Mr. Porter was transferred 
to that division and was 
elected as its treasurer in 
1936. 


In assuming the treasurer- 
ship of Borg-Warner, 


Mr. 


Porter succeeds Mathew 
Keck, who was_ secretary- 
treasurer of the corporation 
from the time of its founding 
in 1928 until last year, when 
he was elevated to a vice- 
presidency. Ray W. Dose was 
elected secretary of the cor- 
poration in 1950. 





Maytag Washer Appoints 
Region Managers 


Assigned to territories in 
two Maytag branch sales 
areas recently are George 





GEORGE ENGELMANN 


Engelmann who will be a 
regional sales manager in 
southwestern Michigan and 
David A. Johnson, a regional 








The F. B. Connelly Co., hardware wholesalers, 1015 Republican St., Seattle, Wash., 


recently held a 1951 Norge dealer preview meeting in the Washington Athletic Club, 
which was attended by 210 dealers and dealer salesmen from Western Washington. The 
meeting was opened by Kenneth A. Connelly, president of the Connelly company and 
the 1951 product features were outlined by Elden N. Dean, sales manager for the F 

Connelly Co. The Norge advertising and promotion program was covered by Robert 


Kane, northwest district manager for the Norge Division of Borg-Warner Corp. 


All the 


dealers are anticipating a profitable selling season providing manufacturers are permitted 
to build sufficient quantities of appliances to meet the customer demand during 1951. 
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DAVID A. JOHNSON 


sales manager for southern 
Indiana. 

Mr. Engelmann will su- 
pervise 10 counties in south- 
western Michigan. He was 
associated with a general 
contracting firm at Muske 
gon, Mich., and more recent- 
ly was employed with the 
Air-Way Appliance Corp. in 
the same state. 

Mr. Johnson will supervise 
22 counties in his southern 
Indiana territory. He was 
associated with the Decca 
Records Co., at Indianapolis 
as a sales representative pre- 
vious to coming with May- 
tag. 





Colgrove Directs Branch 


For Truscon Laboratories 

H. Gray Colgrove has been 
appointed manager of the 
New York branch of Trus- 
con Laboratories, Milwaukee 
Junction, Detroit 11, Mich. 

Mr. Colgrove during the 
war served as lieutenant com- 
mander in the technical pro- 
curement section of the navy. 
For the past five years he 
was manager of the Los 
Angeles branch of Devoe & 
Raynolds Co., Inc., of which 
Truscon Laboratories is a di- 
vision. Prior to the war Mr. 
Colgrove was associated with 
his family in the paint con- 
tracting business. 





Mirro Names Frasch 


Norman A. Frasch has 
been appointed retail sales 
representative for Mirro 
aluminum cooking utensils in 
northern California and Ne- 
vada, with headquarters in 
San Francisco. 

Mr. Frasch formerly was 
housewares buyer at Whit- 
ney’s, San Diego, for five 
years. He succeeds W. 5S 
Fagan, who has left for mili- 
tary service. 
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Chicago? owerlod Accessories 
“GIVE YOU MORE YEAR-AROUND SALES” 


PILLOW 
BLOCKS 







Farm Home. Industry 


OVER 50,000,000 FARMS .. . HOMES .. . STORES . . . INDUSTRIAL 
PLANTS are now using power driven equipment. You can cash-in on this 
profitable year-round replacement business when you feature Chicago 
Stock Accessories in your power tool department. Order from your jobber 
and start getting your share now. 


GRINDING MANDRELS 








“V"-BELT PULLEYS SHAFT COLLARS 


—_—- 





“V"-STEP PULLEYS KNURLED KNOBS 


“Adjustable Bronze” 





MULTIPLE “V"-PULLEYS GROOVED KNOBS 








_ All these ... and many 
other items are available 
for immediate delivery. 


FLANGED PULLEYS HAND WHEELS 


Ask your jobber or 
write for Cat. 51-A. 











FLEXIBLE COUPLINGS MACHINE WHEELS 





SANDING & BUFFING 
STANDS 





SAW MANDRELS 





Chicage DIE CASTING MFG. CO. « 2510 w. Monroe st. * CHICAGO 12, ILL. 
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NEWS OF 


MANUFACTURERS’ AGENTS 








Hargrove Elected 

Jack L. Hargrove, sales 
executive and president of 
the Hargrove-Green Co., 1800 
Marengo St., Los Angeles, 





JACK L. HARGROVE 


manufacturers’ agent, has 
been elected president of the 
Electric League of Los An- 
geles, Inc. 

The Electric League of 
Los Angeles, Inc., is an or- 
ganization whose member- 
ship is composed of manu- 
facturers, agents, and hard- 
ware appliance wholesalers, 
electrical supply wholesalers, 
and retailers in the Los An- 
geles area. 


Cox & Co. Honored 


At the annual sales meet- 
ing of Geuder, Paeschke & 
Frey Co., held in the Union 
League Club in Chicago, Jan- 
uary 18th, officials of Reid H. 
Cox & Co., Inc., 88 Alexander 
St.. N. W., Atlanta 3, Ga., 
were guests of honor. 

Harry P. West and Reid 
H. Cox were particularly 
cited for their leadership in 
sales of Cream City galvan- 
ized ware. For the past 18 
months, their volume sales in 
the company’s territory of 
No. and So. Carolina, Tennes- 
see, Georgia, Florida and 
Alabama, have lead the en- 
tire country. 





Towne Joins Garaway 


Alexander Garaway Co., 
which has recently moved its 
office, showroom, and ware- 
house to new headquarters at 
2835 W. 9th St., Los Angeles 
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6, Calif., has announced the 
addition of W. B. Towne to 
the staff. Mr. Towne has had 
years of experience in selling 
and in the practical side of 
construction and servicing. 
Garaway has also added 
new lines for representation 
in the territory of Southern 
California and Arizona. These 
lines include Cordley & 
Hayes line of Cordley drink- 
ing water coolers. Hypro 
FlexRotor and _ FlexRoller 
pump, the Hypro portable 
pump, and the HyproMatic 
steady flow pump unit. 





Heater Distributors 


Locke Stove Co., Kansas 
City, Mo., has announced the 
appointment of several new 
wholesale distributors for 
Warm Morning coal and gas 
heaters. These new distrib- 
utors will represent the line 
in areas formerly served by 
Sinclair - Southern Co., Inc., 
whose business operations 
have been discontinued. 

Boetticher & Kellogg Co., 
1-15 Fulton Avenue, Evans- 
ville, Ind., has been appointed 
exclusive wholesale distrib- 
utor for the heaters in 
Southwestern Indiana and 
southeastern Illinois. 

Consolidated Sales, Inc., a 
division of Capital Paper Co., 
1201 West Washington St., 
Indianapolis, has been ap- 
pointed exclusive distributor 
for the heaters in the Indian- 
apolis trading area compris- 
ing most of the counties’ of 
central Indiana, and Ver- 
milion, Edgar, and Clark 
Counties along the eastern 
edge of Illinois. 

Mayflower Sales Co., 816 
North 11th Street, St. Louis, 
Mo., has been appointed the 
exclusive wholesale distrib- 
utor for the heaters in 
southwestern Illinois and the 
eastern half of Missouri. 
The Kansas City, Mo., and 
Wichita, Kan., branches of 
Mayflower, will also sell the 
heaters. 

Southern Distributing Co., 
700 Dale Avenue, Knoxville, 
Tenn., a firm organized by 
former members of Sinclair- 
Southern Co., Inc., will have 
the exclusive wholesale dis- 
tribution of the heaters in 
the Knoxville trading area. 


News Notes 


Edward C. Beasley Associ- 
ates, 1025 Santa Fe Building, 
Unit 2, Dallas 2, Tex., now 
represents Allegretti & Co., 
Los Angeles, and its Rota- 
Shear lawn edger; Foster 
Aluminum Alloy Products 
Corp., Forestville, N. Y., in 
Arkansas, Louisiana, Missis- 
sippi, western Tennessee, 
Oklahoma and Texas. 





Bauchman - LaPrelle, Inc., 
2016 Richardson St., Dallas, 
Tex., has been appointed an 
exclusive distributor for Ar- 
vin television receivers and 
radio sets by Arvin Indus- 
tries, Inc., Columbus, Ind. 
Bauchman-LaPrelle will han- 
dle Arvin distribution in Dal- 
las and several counties of 
northeastern Texas. 


Beacon Sales Co., 195 
Bowery, New York City 2, 
has been named to distribute 
the line of the Silex Co. 


W. C. Stress Co., 49 Park 
Blvd., Malverne, L. I., N. Y., 
now handles sales of the 
Jiffy saw horse brackets for 
the Grand Haven Metal 
Stamped Products Co., Grand 
Haven, Mich., in the terri- 
tory of New York, New Jer- 
sey, and New England. 





Purifoy Products Co., 3914 
E. Broadway, No. Little 
Rock, Ark., has opened offices 
at 2487 Penn. Ave., Box 3205 
Mallory Station 9, Memphis, 
Tenn., enabling it to serve 
territory east of the Missis- 
sippi river. Three salesmen 
will be added to its present 
staff. 





’ Joseph B. King, 166 Mon- 
roe Ave., Memphis, Tenn., 
was named representative of 
Whiting- Adams Co., Inc., 
Boston, Mass., in the follow- 
ing states: Louisiana, Ala- 
bama, Mississippi, Arkansas 
and central and western Ten- 
nessee. Mr. King handles 
the Whiting - Adams line of 
master painter tools and 
hardware brush assortments. 





Robert B. McKnight has 
been appointed to handle the 
Munising Wood Products 
Co., Ine., line of woodenware 


in the southern California 
territory. 





Ben-Hur Mfg. Co., Mil- 
waukee, Wis., has announced 
the addition of several new 
distributors, representing the 
Ben-Hur line of farm and 
home freezers. Pierce-Phelps, 
Inc., Philadelphia, distributes 
in eastern Pennsylvania, 
southern New Jersey and 
Delaware; Asssociated Dis- 
tributors, Inc., Indianapolis, 
covers the area of Indian- 
apolis and southern Indiana; 
and Southern Texas Appli- 
ance Corp., San Antonio, 
handles the San Antonio, 
trading area. 





Exact Level & Tool Mfg. 
Co., High Bridge, N. J., has 
appointed two new represen- 
tatives: A. EH. Hamer, 1103 
Sun Bldg., 500 Beatty St., 
Vancouver, will cover the 
territory of British Colum- 
bia, and Edward C. Swan, 
232 Dahlia St., Denver 7, 
Colo., will handle the states 
of Colorado, Montana, Idaho, 
Utah and New Mexico. 





Dorsey Endres & Co., Inc., 9 
So. Clinton St., Chicago, will 
handle rules for Evans & Co., 
Newark, N. J. Endres covers 
the states of Illinois, Michi- 
gan, Indiana, and Ohio. 





M. R. Hopkins & Co., 1158 
Division St., Green Bay, 
Wisc., was recently appointed 
representative in Wisconsin 
and the Michigan peninsula 
for U. S. Plywood Corp. They 
handle two specialties, Satin- 
lac and Firzite wood finishes. 





Walter A. Krisbell, 774 E. 
Wesley Rd., N. E., Atlanta, 
Ga., has been appointed to 
handle Aristo-Mat stove and 
utility mats, manufactured 
by Phoenix Table Mat Co. 
Chicago. Mr. Krisbell will 
cover the states of Alabama, 
Georgia, Florida, N. Caro 
lina, and S. Carolina. 





James F. Bond, 560 War- 
wick Rd., Haddonfield, N. J. 
has been appointed manu- 
facturer’s representative by 
Bostwick Laboratories, Inc., 
Bridgeport, Conn. Mr. 
Bond’s assistant is Harvey 
Restrick. They will cover 
southern New Jersey, Mary- 
land, Delaware, District of 
Columbia, Virginia, 4? 
eastern Pennsylvania, han- 
dling Bostwick’s line of aero- 
sol packaged products. 


HARDWARE AGE, MARCH 8, 1951 








W. H 
Wil 

founds 

ware 


dine C 





Mount 
week’s 

Mr. 
Englar 
the sh 
coming 
settled 
founde 
57 yea 
in mal 
cles fo’ 
sons a} 
vive hi 


A. W. 


A. \ 
founde: 
Marx ] 
2501 
Mo., di 
pital o 
and his 
compar 
becomi 
corpors 
also a } 
Louis | 
ation, 
Hardw: 
the Gri 
Hardw: 
widow, 
survive 


R. T. | 


Robe: 
87, di 
hospita 
after 
He mac 
Vincent 
Herrek, 


HARD" 





California 


Co., Mil- 
announced 
veral new 
enting the 
farm and 
rce-Phelps, 
distributes 
insylvania, 
arsey and 
lated Dis- 
dianapolis, 
of Indian- 
n Indiana; 
ras Appli- 

Antonio, 

Antonio, 


Tool Mfg. 
N. J., has 
- represen- 
umer, 1103 
seatty St., 
cover the 
sh Colum- 
C. Swan, 
Denver 17, 
the states 
una, Idaho, 
xico. 


Co., Inc., 9 
‘icago, will 
rans & Co., 
lres covers 
ois, Michi- 
Ohio. 


> Co., 1158 
reen Bay, 
r appointed 
Wisconsin 

peninsula 
Corp. They 
ties, Satin- 
od finishes. 


ell, 774 E. 
., Atlanta, 
pointed to 
. stove and 
nufactured 
1 Mat Co., 
risbell will 
f Alabama, 

N. Caro 
lina. 


, 560 War- 
field, N. oes 
ted manu- 
ntative by 
ories, Inc. 
‘onn. Mr. 
is Harvey 
will cover 
‘sey, Mary- 
District of 
inia, and 
ania, han- 
ine of aero- 
ucts. 


H 8, 1951 











OBITUARIES 








W. H. Mitchell 


William H. Mitchell, 89, 
founder of the Mitchell Hard- 
ware Co., died at the Gron- 
dine Convalescent home, Iron 





W. H. MITCHELL 


Mountain, Mich., 
week’s illness. 

Mr. Mitchell was born in 
England and there learned 
the sheet metal trade. Upon 
coming to this country, he 
settled in Iron Mountain and 
founded the hardware store 
57 years ago. He specialized 
in making sheet metal arti- 
cles for the retail trade. Four 
sons and four daughters sur- 
vive him. 


after a 





A. W. Marx 


A. W. Marx, one of the 
founders and operators of 
Marx Hardware & Paint Co., 
2501 N. 14th St., St. Louis, 
Mo., died at Park Lane Hos- 
pital of that city. Mr. Marx 
and his brothers founded the 
company in 1875, A. W. Marx 
becoming president of the 
corporation in 1917. He was 
also a member of the No. St. 
Louis Businessmer’s Associ- 
ation, the Missouri State 
Hardware Association, and 
the Greater St. Louis Retail 
Hardware Assn., Inc. His 
widow, a son, and a daughter 
survive him. 


R. T. Herrcke 


Robert Theodore Herrcke, 
87, died at St. Mary’s 
hospital, La, Salle, Mich, 
after an eight-week illness. 
He made his home at 2200 St. 
Vincent Ave., La Salle. Mr. 
Herrcke had operated a hard- 


ware business, 433 First St., 
since 1897. He is survived by 
one son and three daughters. 





Edward Anderson 


Edward Anderson, 62, 
vice-president of Knapp & 
Spencer Co., Sioux City, 
Iowa, wholesalers, died re- 
cently. Although in ill health 
for several years, he was at 
his desk two days before his 
death. 

Starting as a messenger 
at Knapp & Spencer Co. at 
the age of 14, Mr. Anderson 
worked his way up, and had 
just finished his 47th year 
with the company. 

Survivors include his 
widow, three sons, two 
daughters, and a brother and 
sister. 





Maurice Stone 


Maurice Stone, 50, of 209 
W. Grant, Caro, Mich., died 
recently. Mr. Stone traveled 
the northern part of the 
thumb in Michigan, repre- 


senting Buhl Sons Co., De- 
troit, Mich., in their whole- 
sale hardware division. He 
was also an associate mem- 
ber of the Michigan Retail 
Hardware Association. His 
widow and two children sur- 
vive him. 





A. J. Agranovitch 


A. J. Agranovitch, 62, 
partner and co-founder of 
Aben Hardware, 123 Bank 
St., New London, Conn., died 
suddenly at his home in 
Norwich, Conn. Mr, Agrano- 
vitch had been with the com- 
pany since 1912. 





B. S. Riffe 

Byron Scott Riffe, 64, 
proprietor of the Cedar 
Hardware Co., Franklin, 
Ind., died recently at his 


home, 8804 Amos Ave. He is 
survived by his widow and 
two brothers. 





S. F. Bigelow 


Sam F. Bigelow, 77, died 
suddenly at Pleasant Home 
Hospital, Cass City, Mich. He 
conducted a hardware busi- 
ness in that city. Three 
daughters, two sons and a 
sister survive him. 


Leo S. Black 


Leo S. Black, 55, director 
of Seattle Hardware Co., 
wholesalers, died at his Seat- 
tle apartment, 1105 Spring 
St. He was president and 
director of Seattle Cedar and 
Lumber Mfg. Co., and a di- 
rector of the National Bank 
of Commerce. ‘Civie activi- 
ties include a number of 
years’ service for the Com- 
munity Chest, as trustee and 
president, and Mr. Black be- 
longed to the Rainier Club, 
University Club and_ the 
Monday Club. He is survived 
by his widow a daughter, 
three sons, his mother, 
and two brothers. 








Sceyentific Sells Direct 


The Sceyentific Fish Lure 
Co., 618 Hippodrome Bldg., 
Cleveland 15, Ohio, has an- 
nounced that effective imme- 
diately it will sell all its 
products directly to the dealer 
at a 50 pct discount. A re- 
duction of price to 50c. per 
half-ounce bottle for daylight 
fluorescent fire lacquer in five 
colors was announced also at 
that time. 








Kalgren Heads Northwest Hardware Club 





a member of the board of directors. 
president and Art Cullen, editor, “Hardware Trade,” 
Other new directors are: Irving Dyer, Minneapolis, Stanley Tools; Carl Sim- 
Other directors are: S. C. Wright, 


treasurer. 


mons, Leitz Hardware & Paint Co., Minneapolis. 


At the annual meeting of the Northwest Hardware Club, Jan. 24, at the Curtis Hotel, 


Minneapolis, Minn., F. H. Kalgren, Minnesota Saw & Tool, Minneapolis, was elected 
president succeeding Cy. Jacobsen, Our Own Hardware Co., Minneapolis, who was elected 


F. D. Wilson, Raymer Hardware, is the new vice 
St. Paul, was re-elected secretary- 


Minneapolis, manufacturers’ agent; B. A. Quinn, Ideal Brass Works, St. Paul; L. H. 
Manke, Coast-to-Coast Stores, Minneapolis; Robert Phillips, St. Paul, H. L. Judd Mfg. 
Co. and J. Art Berry, Minneapolis, manufacturers’ agent. J. S. Crockett, sales training 
manager, Minnesota Mining & Mfg. Co., St. Paul, speaker of the evening, urged selling 
and selling hard, thinking in terms of a buyer's market. Salesmen should analyze, visual- 
ize and dramatize. In the photo, left to right are: Art Cullen, secretary-treasurer; F. D. 
Wilson, vice president; F. H. Kalgren, president; Irving Dyer, Cy Jacobsen and Carl 


Simmons, directors. 
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The Business Outlook—Markets and Price News 


(Continued from page 14) 


leston, W. Va., discussing means by 
which the wholesaler can best serve 
during the national emergency, 
urged care in distribution of scarce 
items so that the smaller stores and 
communities obtain a fair share. 
He also urged that adequate stocks 
be maintained and called for co- 
operation in every way with gov- 
ernment price and wage control of- 
fices. 


More Copper for Industry; 
Stockpiling Cut 50°, 


Industrial users of copper were 
heartened recently by the announce- 
ment that the Munitions Board has 
cut the rate of its stockpiling by 
50 pct. 

Rep. Patterson, who made the 
announcement, said he didn’t know 
when the reduction was put in ef- 
fect but said that he was informed 
by Munitions Board Chairman John 
Small that the reduced rate of 
stockpiling will continue for an in- 
definite period, subject to review at 
three week intervals. 

Mr. Patterson, who had earlier 
made a request for a temporary 
halt in copper stockpiling by the 
government expressed satisfaction 
with the reduction and said it 
would materially assist factories in 
his Connecticut district, which is 
one of the largest copper consum- 
ing areas in the country. 


Radio, Appliance Stores 
Sold $3!/, Billion in 1950 


Total sales of retail radio and ap- 
pliance dealers, last year, amounted 
to $38,493,000,000, estimated the 
Office of Business Economics, Dept. 
of Commerce. This set a new high 
and was $700 million, or 25 pet 
above the record which was set in 
1949. 

Sales in December were esti- 
mated at $358 million, a 33 pct 
gain over the November total of 
$269 million. It was 2 pct above 
the $352 million in December, 1949. 
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San Francisco Hardware 
Firm Had 75% Gain in Jan. 


Chanslor and Lyon-Palace Corp., 
San Francisco hardware concern, 
reported sales in January amount- 
ing to $1,041,044, the largest in the 
company’s history. This represented 
a 75 pet gain over sales of $595,- 
845 in January, 1950. Sales in the 
fiscal year ended January 31, 
amounted to $9,694,254, a 15 pct 
increase over the $8,444,184 re- 
ported for the previous year. 





January Retail Sales Were 
25% Above Last Year 


Sales of all retail stores in Janu- 
ary amounted to $11.8 billion or 
about 25 pct above a year ago, the 
Dept. of Commerce announced. 

Although sales usually decline 
from December to January, this 
year’s drop of about 20 pct in daily 
average sales was much less than 
normal. After adjusting for sea- 
sonal factors and trading day dif- 
ferences, sales in January were up 
9 pet from December. Part of this 
rise from December was a reflec- 
tion of continued price advances. 

All lines of trade reported in- 
creases in dollar volume of sales, 
after seasonal adjustment. Home 
furnishings stores and hardware 
and building material stores 
showed the greatest January ad- 
vances, of 22 and 17 pct respec- 
tively. The automotive group and 
jewelry stores registered 13 pet 
rises. Apparel stores led other 
trades in nondurable categories, 
with an 18 pct increase in adjusted 
sales from December to January. 


1.7 Cents of Every Dollar Were Spent 
In Hardware Stores in 4th Quarter of 1950 


The hardware trade in the last 
quarter of 1950 did 1.7 pct of all 
retail business, one-tenth of a point 
higher than in the second and third 
quarters, and two-tenths higher in 
the first quarter. 

The hardware trade’s percentage 
of total retail sales in recent years, 
according to the Dept. of Com- 
merce, were: 1941, 1.6 pet; 1944, 
1.5 pet; 1948, 1.8 pct, and 1949, 
1.6 pet. 

Nondurable ,goods stores in the 
fourth quarter did just twice as 
much business as the durable goods 
stores—66.2 pct as compared to 
33.8 pct. 

The share of the retail dollar 








going to durable goods stores has 
been steadily rising in recent years 
and, consequently, the _ portion 
going to the nondurable goods has 
declined. For the year 1950, the 
durable goods share went up to 35 
pet, the highest on record. 

The major factor operating to 
raise this proportion was the ad- 
vance in sales of motor vehicle 
dealers. 

It may be expected that the 
change to a defense economy will 
produce a marked effect upon the 
structure of retail distribution. In 
1944, the durables group accounted 
for only 15 pct of total sales, and 
autos for less than 5 pet. 


Less Metal for Consumer Durable Goods 


In Second Quarter, NPA Administrator Reveals 


The consumer durable goods in- 
dustries, such as automobiles, home 
appliances, furniture and the like, 
which generally have been operat- 
ing at the highest levels in history, 
will be affected by an order to be 
released soon, limiting the use of 
metals during the second quarter. 

Manly Fleischmann, NPA Ad- 
ministrator, announced that basic 
materials such as steel, copper and 
aluminum will not be available in 


sufficient amounts for direct de- 
fense and defense-supporting ac- 
tivities in the second quarter if 
consumption of these materials is 
permitted to continue at present 
levels for non-defense purposes. 
While details of the program 
for the second quarter will not be 
released before the order is issued, 
Mr. Fleischmann stated that his 
preliminary announcement was 
being made in order to permit early 
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"Best operators in the business!" 
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ricuaros-wicoxr Aulo-DoR 


Electric Operators 
open and close garage doors automatically 


Here you see the perfect answer for every home-owner who wants 
garage doors that open and close automatically—the R-W No. 1251 
AuT-o-DoR Electric Operator, especially designed for opening and 
closing sectional or one-piece type residential overhead garage doors. 
Easy fo Install—R-W No. 1251 Operators come completely assembled 
in a single carton, ready to install and hook to AC current. Especially 
recommended for R-W 999 Garage Doors. 

Easy to Service—Long life self-lubricating oilite bearings are used 
throughout. Roller chain is completely enclosed. Tension of chain is 
easily adjusted. V-belt drive has automatic adjustment. No special 
tools required to service any parts in this operator. 





Choice of Three Controls— Three different types of controls are avail- 
able, as shown above. Each type functions smoothly and efficiently. 
Send for catalog A-87 with detailed information about R-W No. 1251 
AuT-o-DoR Electric Operators—write our nearest office today. 





Richards-Wilcox Mfg. C. 


“A HANGER FOR ANY DOOR THAT SLIDES” 
AURORA, ILLINOIS, U.S.A. Branches in all principal cities OVER 71 YEARS 


LIDING BOO HANGERS & TRACK! «© FIRE DOORS & FIXTURES * GARAGE DOORS & EQUIPMENT 
NDUSTRIAL CONVEYORS & CRANES © SCHOOL WARDROBES & PARTITIONS 


ELEVATOR DOOR OPERATING EQUIPMENT 
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SCREWS, BOLTS, NUTS 
ARE TNE EASIER TO MOVE 


Easier to identify See how the label 
stands out? It’s easy to read—from the top-most 
shelf. Different colors identify different screws, 


bolts, nuts, metals, plating, etc. Saves time! 


* 
Easier to handle Pheoll products are 
packed in sturdy boxes that won’t “‘bow out” 
when opened or stacked. Covers slip on and off 
with just the right friction grip. Easy to handle, 
pack and ship. No tearing, spilling or loss. 


* 
Easier to get Prompt, reliable deliv- 
ery through convenient factory warehouses. 
Your Pheoll stocks cover most needs. Depend 
on this one source for a broad range of “in 
demand” fasteners. 


Easier to sell Pheoll products are 


money makers because they’re easy to sell. 
They’re fast movers. They repeat because they’re 
made to build your business. Our reputation is 
your guarantee. 

, a. ee 


Ball business builde 


SCREWS 
t*Machine Screws 
*Wood Screws 
fF Sheet Metal Screws 


BOLTS 
T*Stove Bolts 


Machine Bolts 


‘Cap Screws artiage B 
Square Head jae Lag Bells olts 
H ead set 2Crews Brass 

eadless Set Screws ass Washers 
Socket Set Screws NUTS 


Socket Head x 
*Thumb Screws” Screws *Machine Screw Nuts 


*Semi-Finish 
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; *Threaded Rods ade Brass 
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adjustment of production schedules 
with maximum lead time. 


Needs in the second quarter for 
defense and defense-supporting 
programs are over 5 million tons 
of finished steel products alone, or 
about 28 pct of the available sup- 
ply. 


plies) program to be established 
shortly will require about a million 
tons of steel products in the sec- 
ond quarter to insure that exist- 
ing machinery and production fa- 
cilities are kept in continuous 
operation. : 

Defense and related programs 
will take in some steel items, such 
as steel plate, as high as 50 pct 
of the total supply. 


Presently the consumer durable 
goods industries are consuming 
roughly one-fourth of the nation’s 
finished steel production. At the 
same time, many small industrial 
concerns, some of them producing 
highly essential items, have been 
unable to obtain their propor- 
tionate share of the materials. 


Mr. Fleischmann stated that the 
second quarter program is ex- 
pected to assure for the defense 
programs about a million tons of 
additional steel, and many thou- 
sands of tons of copper, aluminum, 
zine and other essential materials. 


The administrator said the new 
program will also be expected to 
(1) insure minimum loss of pro- 
duction and employment in affected 
industries during the transition 
into defense work, and (2) permit 
continued production of consumer 
durable goods at very high levels— 
in most instances, at levels never 
attained before 1949 and 1950. 





Record Months For 
New Home Starts 


A total of 87,000 non-farm 
dwelling units were started in 
January, reported the Dept. 
of Labor’s Bureau of Sta- 
tistics. This was an all-time 
high for January. Of the 
number of starts, 84,000 units 
were the work of private 
builders. There was an 8 pct 
drop in January from Decem- 
ber in the home starts total 

‘ which was attributed to a de- 
cline in public housing. Home 
starts will also set a high for 
February, advance reports in- 
dicate, the bureau said. 











Further, the MRO (mainte- | 
| nance, repair and operating sup- | 


ARMSTRONG BROS. 


Better PIPE_TOOLS 







Reversible Ratchet STOCKS 
and Adjustable DIES 


Exceptionally convenient where space is 
limited, this stock simplifies pipe threading 
close to walls, in corners and wherever oper- 
ating room is restricted. With adjustable dies 
(cut exact, over or under size threads) it is 
an ideal tool where valves and fittings are 
being installed or maintained. 

“ARMSTRONG BROS.” Adjustable Dies are 
of special Vanadium Tool Stcel, have “backed- 
off” teeth, correct cutting angle, ample chip 
clearance and correct throat 
angle. They start and cut easily, 
hold their sharpness and “spin” 
off pipe without jamming or 
tearing threads. 


RONG BROS. TOOL CO. 


“The Teel Holder People” 
8214 W. ARMSTRONG AVENUE + CHICAGO 30, ILL. 














TTMVCE CLD 
WIRE PRODUCTS 


BRASS, COPPER, DARK, / 
TINNED, GALVANIZED __/ 
\ COILS AND SPOOLS ; 
\ 10Z.TO 20 LB. / 
\ PACKAGES / 








\ 









STOVE PIPE WIRE BRAIDED 
COIL AND SPOOL PICTURE 
ASSORTMENT WIRE 





STRANDED AND SOLID 
CLOTHES LINE WIRE 
STRANDED AERIAL WIRE 








RADIO ACCESSORIES [ime 
SOLDER AND PASTE fie 
SOLD THROUGH ag 


JOBBERS ONLY 
ASK YOURS FOR PARTICULARS 
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Economy Is ‘Back to 1946’, 
Says Meade Johnson 


A shortage of locks and hard- 
ware for civilian use was predicted 
by Meade Johnson, general sales 
manager of the Stamford division 
of Yale & Towne Mfg. Co., in ad- 
dressing the convention of the Cali- 
fornia Retail Hardware Association 
in Los Angeles. He said “the na- 
tion is back to 1946” in terms of 
supply and demand. 

Military requirements for locks 
and hardware get. priority, he 
noted, and with shortages of metals 
causing some curtailment of pro- 
duction, the amount available for 
the civilian market necessarily will 
be reduced. However, he said that 
while supplies will be less than an- 
ticipated before Korea, they will be 
available in “fairly large volume.” 

Yale & Towne, said Mr. Meade, 
has cut the number of items in pro- 
duction in the belief that by con- 
centrating on fewer ones, the total 
quantity of each made will be 
larger. The company is also seek- 
ing metal substitutes for items 
utilizing zinc, brass, nickel and 
other materials in short supply. He 
said the company has _ relocated 
work so that its production of war 
materials will not hamper civilian 
output. 


Personal Consumption Total 
Rose $12 Billion Last Year 


Gross national product rose to 
$280 billion, last year, from $256 
billion in 1949, the Commerce Dept. 
reported. This resulted from a 74% 
pet rise in production and a 2 pct 
general price increase. 

National income, which is the ag- 
gregate of earnings of labor and 
property from current production, 
was $236 billion, against $217 bil- 
lion in 1949. Personal income, rep- 
resenting total individual earnings 
from all sources, reached $223 bil- 
lion last year, a $17 billion rise. 

Expenditures for personal con- 
sumption totaled $191 billion, a $12 
billion advance over 1949. Of the 
gain, 75 pct was due to higher vol- 
ume while price increases ac- 
counted for the balances. Pur- 
chases of durable goods took most 
of consumer outlays. 


December Paint Shipments 
Well Over a Year Ago 

Sales of paint, varnish, lacquer 
and fillers, reported by 680 manu- 


facturers to the Census Bureau, to- 
taled $82,419,570 in December. 
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Largest Manufacturer 
Highest Quality 
Aluminum and Wood Levels 


@ Most Complete Line in the 
Entire Level Industry 


@ Competitively Priced 


@ The Finest in Construction, 
Precision and Eye-Appeal 


@ Sold thru Leading Wholesalers 





AST LS. 


S08 SSR Reo 


Administration Building and Part of Plant Operation 


EXACT LEVEL & TOOL MFG. CO., INC. 
HIGH BRIDGE . NEW JERSEY 




















Pisto-Grip BLOW TORCHES 





7 
. 
. Features new, safe PistoGrip Handle. Drawn 
‘ steel tank has brazed inserts and electrically 
seamed bottom. Wall blow-proof pump adds 
% COMPOUND KETTLES © safety. Available in brass or steel. 
* FIRE POTS = 
* SOLDERS . ; 
a eaters emmes : Electric PAINT SCRAPER 
* OILERS ‘ The outstanding electric paint scraper on the 
* OIL CARRIERS market. Develops 225 watts, has razor sharp 
scraper blade, and replaceable elements. It 
oa oo . sells on sight. Write today for cém- 
* ACCESSORIES plete catalog. 





MANUFACTURING CO. 


Grove City, Pa. 
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New, Improved 10-N 


GARDEN GROWER 


A “Must” for the Home Gardener 





Zz 
Feature this highly useful, versatile tool in 
your Spring garden showing . . . it's a 
sure seller. 
10 in. revolving reel with saw-tooth carbon 
steel blades . . . double-edge weeding 
knife, adjustable for depth. 5-prong de- 
tachable cultivator. Shovel attachment. 
Lawn-mower handle, adjustable for height. 
Attractively finished. 


OTHER POPULAR NORCROSS PRODUCTS 


© Cultivators (1, 3, 4, 5 prong) © Weeders 
© Asparagus knife © Full line of forks 


C. S. NORCROSS & SONS CO. 
BUSHNELL, ILLINOIS 


Ask Your Independent 
Jobber 








This compares with November | 
sales of $87,384,371 and $57,340,- | 
259 in December, 1949. It was | 


stated that trade sales of paint, | 


varnish and lacquer alone amounit- 
ed to $39,496,248 and total indus- 
trial sales of these coatings totaled 
$35,274,779. 


Paint Containers May Again 
Be Made of Glass, Paper 


The paint industry is faced with 
the prospect of using glass or paper 
containers for its products due to 
the rapid disappearance of tin into 
the defense effort. Such containers 
were used for paint towards the 
end of World War II. The National 
Production Authority recently re- 
jected a plea for a modification of 
its tin conservation order which 
would permit paint manufacturers 
to obtain more tin for cans instead 
of blackplate, which was held un- 
suitable for some types of paints. 

The NPA was asked by an in- 
dustry group to examine the pros- 
pect of authorizing DO rated orders 
for marine paints on government 
and. privately owned merchant 
ships. 

It was stated that drying oils, 
widely used in paint manufacture, 
were in “reasonably sufficient sup- 
ply. However, a warning was given 
that the industry would be unable 
to meet all civilian and defense de- 
mands on account of raw material 
shortages. 

Meanwhile, the Lead Industries 
Association reported that produc- 
tion of dry white lead, lead content 
amounted to 2,438 short tons in 
November, compared with 2,655 
short tons in October and 1,037 
short tons in November, 1949. 
Stocks totaled 1,557 tons on Dec. 1, 
as compared with 1,191 tons on 
hand Nov. 1. 


More Plastics for Consumer 
Goods Is Most Unlikely 

Use of plastics as a substitute 
for metals in consumer goods is un- 
likely to any great extent because 
of a shortage of the former mate- 


rials, according to C. W. Blount, | 


vice-president of Bakelite Co., a di- 
vision of Union Carbide & Carbon 
Corp. The National Production 
Authority recently announced 
plans for reducing supplies of steel, 
copper and aluminum for automo- 
biles and stoves and other home 
appliances by 25 to 40 pct, April 1. 
An NPA official had stated that 
the reduction in the number of ar- 
ticles actually produced might be 








& Pequea uses the famous Mustads 
and snells them with Dupont Nylon 
Leader material by a patented ma- 
chine process. This makes every 
“Pequea Hook” uniformly stronger 
and absolutely dependable. You can 
get “Pequea’s” in every popular point 
and bend with Snells from 6 to 36 
inches long. 








Pequea also makes the famous & 
Quilby Minnow. Choice of 60 sizes 
for all fresh and saltwater fishing. 
Send for details of Pequea’s Popular 
localized assortment of Hooks and 
Quilby Minnows. 
The greater strength in Pequea 
Hooks is in the method of snell- 
ing. A hook that comes off the 
leader will not bring in fish. | 


Build up profits and hold cus- 
tomers with the world’s best. 





PEQUEA WORKS, INC. 


STRASBURG, PA. 























“THE ECONOMY MOWER” 


Engineered en- 
tirely for POWER 
mowing, with 
BLAIR’s 70 years 
of experience be- 
hind it. 
\ 1.1 HP Briggs & 
Stratton engine, 
18” cutting width. 
An economy 
mower for your 
customers — 
a profitable 
one for 
you. 











LAWN MOWERS 
BLAIR MANUFACTURING CO 


Telephone 2-7449 


SPRINGFIELD 7, MASSACHUSETTS 
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less if manufacturers utilized alter- | 
nate materials and_ substitutes, 
such as plastics, in place of metals. 

Mr. Blount said in a statement 
that the two most likely plastics for 
replacing metal in any type of con- 
struction are phenolic laminates 
and a type of glass laminate em- 
ploying a plastic resin known as 
styrene polyester and that both are 
in short supply. 

Many producers of refrigerators, 
stoves and other appliances have 
reported difficulty in securing ade- 
quate supplies of plastics as substi- 
tutes for metals. As one type of 
plastic has become unavailable it 








has been necessary to substitute 
another. 


New Solder Utilizes 
Silver and Has Less Tin | 


Development of a new group of | 
solders was announced by the 
metals conservations committee of 
Federated Metals Division, Ameri- 
can Smelting & Refining Co. It is 
said that this development will 
make possible a saving of 50 pct 
or more in tin normally used for 
solders. 

The tin-conserving solders are 
basically silver-tin-lead alloys in- | 
stead of usual tin-lead variety. It 
was said that the addition of a | 
small percentage of silver allows a 
marked reduction in the tin con- 
tent. The resulting joint is a 
ported to be as good as that given 
by the original alloy. 

According to Dr. A. J. Phillips, 
director of the company’s research | 
department and a member of the | 
committee, a typical application, 
such as the joining of sheet metal, 
the new ST-30 solder (30 pct tin) 
would perform as well as the com- 
monly used 50 pct tin-50 pct lead 
or 40 pct tin-60 pct lead solders. 





Ladder Makers Pressed 
For Proper Lumber Stock 


Don E. Mowry, executive secre- 
tary of the American Ladder Insti- 
tute, states that the ladder business | 
will benefit if jobbers of ladders 
will make a canvas of their require- 
ments and will order a supply suf- 
ficient for 90 days. 

Mr. Mowry states that with the 
strong demand for any kind of fir, 
spruce or hemlock, for governmen- 
tal purposes, and for temporary 
industrial building for war or 
armament purposes, ladder manu- 
facturers are required to plan far 
ahead, look high and low, to get the 
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Top Value— ALASKA 


America’s 
No. 1 


Freezer 






Smart styling, Modern design. 
Quality construction. Alaska's ex- 
clusive triple-action freezing and 
aerating spoon dasher for wonder- 
fully smooth ice cream. Alaska — 
the profitable, year around line 
that's built to your needs. Ask your 
jobber. 


Household Sizes 
Hotel Sizes 


2 to 10 Ots. 
12 to 20 Ots. 























For Fast Turn-Over 
And Extra Profits, 
Cash In on the 


Gold Gabel 


REG. TRADE MARK ’ 





Act now to increase your 
Garden Department sales 


and profits with these Sherman 
GOLD LABEL _values "GOLD LABEL" 
and other items in the igh 
Sherman Lawn Hose Fit- Sprinkler 


ting Line. 


Sherman not only offers you more value for your 
money but gives you the advantage of complete 
national acceptance. The name “Sherman” and the 
trade-marks such as the famous “Gold Label”, 
“Long-Grip”, “Diamond” are quickly recognized 
and preferred by millions of customers. 





H. B. SHERMAN MFG. CO., Battle Creek, Michigan 


Showman 


LAWN HOSE GOODS 


Sherman 
“GOLD LABEL" 
Hose Nozzle 





Write for 
1951 Catalog 
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VLCHEK 
Sou 


Du 


with Super 
Selling 
Features 





Just as serviceable 
as it is handsome, 
this screw driver 
offers superlative 
value—high quality 


and right price. Your cus- 


tomers will be delighted 
with the many appealing 
features such as: 


Clear amber extrud- 
ed plastic handle — 
tougher and more 
attractive than a 
molded handle. 


Rounded ends fit 
palm of hand. 


Flutes beveled to 
afford secure yet 
comfortable grip. 


High-carbon steel bit 
heat-treated accur- 
ately in automatic 
furnaces. 


Supplied in Three Types: 


S 


3. 


Regular, square 
shank, chrome 
plated.* 


Cross-point, round 
shank, chrome plated. 


Regular, round shank, 
nickel plated. * 


*Polished tapers 


Truly a masterpiece of 
design and construction 
—an item you will be 
proud. to show and sell 
your trade. 


THE VLCHEK TOOL COMPANY 


3001 East 87th Street, Cleveland 4, Ohio 


VLCHE K 


a a ee ee 
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selections which will comply with 
ladder code requirements. 

Some ladder manufacturers, the 
asociation secretary reported, are 
dependent upon lumber from the 
West Coast and have experienced 
difficulties in having cars allocated 
to bring lumber east, when the 
stocks have been available. This 
past year, there has been less pro- 
duced. 

The freight movements west with 
supplies have tied up cars on prac- 
tically all lines terminating on the 
Coast and empty cars have been 
rushed back for more supplies, not 
delaying long enough in any one 
spot to take on freight wanted in 
the East. 

In the manufacture of ladders, 
materials and lumber are _ pur- 
chased in advance and deliveries 
are made to manufacturers’ ware- 
houses, for storage for drying, 
about 90 days before production on 
the line. Prices are based on these 
costs. 


Civilian Knife Output 
Cut By Defense Needs 


Salesmen of the Camillus Cutlery 
Co., meeting recently at the com- 
pany’s home office in Camillus, 
N. Y. for a two-day sales con- 
ference, were informed of possible 
merchandise shortages due to in- 
creasing government orders for 
knives for the armed forces and 
government limitations on the use 
of raw materials for production of 
goods for civilian use. 

Ralph H. Tate, president, said: 
“Our entire line of cutlery will be 
available as long as we are per- 


| mitted to produce for civilian use. 





Although the government recog- 
nizes the need of cutlery for civilian 
use, supplies to the armed forces 
are requiring more and more of 
our production facilities.” 

A steady increase was reported 
in government orders, which 
started last fall. Pointing out 
that during World War II the com- 
pany had government orders for 
more than 15,000,000 knives, Mr. 
Tate added that “we may be re- 
quired to produce that much dur- 
ing the present emergency.” 

Merchandise for civilian use has 
already been allocated and further 
tightening of supplies to dealers is 
anticipated. Salesmen were ad- 
vised to asure distributors that all 
steps are being taken to distribute 
merchandise as fairly as possible. 

The company, which plans _ its 
most aggressive sales campaign for 
this spring, presented merchandis- 
ing and advertising plans. 








PROFIT 





PREPARE 
FOR 
SPRING 


Stocks of Screen Door Hinges and ma- 
terials to produce them are rapidly 
decreasing. We can, however, accept 
orders and make delivery of Shelby 
87 00 1 Loose Pin Screen Door Hinges, 
The 87 00 1 is a serviceable hinge for 
all screen and Hght doors and Spring 
weather will bring a hurried demand 
to fill the needs for new and replace. 
ment jobs. 

Order your stock from your Jobber 
now! 


Spring Hinge 
Company 
Shelby, Ohio 








Don't be caught short 
on HOOKS 


A good supply of Brooks’ Hooks 
is a business builder, attracting 
trade for building hardware. 
Check your stock now for re- 
placement needs. 


M. S. Brooks & Sons, Inc., Chester, Cont. 
Since 1848 


BROOKS HOOKS, 
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Cite ELECTRIC 


Calf Dehorner* 


$f.00 
DEVELOPED by a lead- LIST 
ing agricultural college. 
Farm-proven and ac- 
cepted by Farmers, 
Breeders and County 
Agents throughout the 
country. 

The cleanest, quick- 
est, most humane meth- 
od of dehorning cattle! 
No acid! No gouging! 
No bleeding! No infec- 
tion! Permanent results! 

We are proud to pre- 
sent another sales-prov- 
en LENK product. 

Order from your job- 
ber, or write to: 


MFG. CO. 


*Nationally adve:tised in lead- 
ing farm publications, includ- 
ing Farm Journal and Country 
Gentleman. 


Boston 15, Mass. 





35 Cummington St. 





EMBURY 


The Torch with the 
Camlock Hood 


No. 750 
Lick £ Lite 


.no threads to strip 


Wrele: EMBURY MANUFACTLRI 
Ww ARSAW N WV bf 


Fl ii 


E ™ 8 i. 
"HHT wut 


EMBURY - 


TORCHES & LANTERNS 
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Sulphur-less Pesticides 
Urged for Farm Use 


Farmers and growers were asked 
by the National] Agricultural 
Chemicals Association to aid the 
government in conserving sulphur 
supplies by accepting pesticide 
dusts without sulphur, whether 
they are used mainly as a dilutent 
or carrier. 


The Agriculture Dept., which is | 
also seeking the co-operation of | 


farmers in efforts to save sulphur, 
said that sulphur has sometimes 
been used as a carrier or dilutent 
in pesticidal dusts and often ap- 
plied to crops when not needed to 
kill insects. 

A congressional inquiry has been 
started into shortages of sulphur 
and sulphuric acid and their effect 
on fertilizer for 1951 crop produc- 
tion. Sulphur is utilized in mak- 
ing many types of fertilizer and is 
vital to defense production. 


Armstrong Suspends Price 
Rise in Asphalt Tile 


Suspension on Feb. 11 of the 
price advance on asphalt tile of 
about 5 pct which it adopted on 
Jan. 25, was announced by the 
Armstrong Cork Co. Effect of the 
suspension was to restore a 5 pct 
reduction announced last October. 
H. Dorn Stewart, who notified 
wholesalers and retailers of the 
move, explained: 

“Although some of our custom- 
ers qualified, many were not in a 
position, under the terms of the 
General Ceiling Price Regulation, 
to effectuate the increase. There- 
fore, to protect them we decided to 
suspend the increase pending clari- 
fication of the situation.” 


Tin Reaches New High; 
U. S. Ceiling Is $1.83 a Lb. 


New highs were set in the price 
of tin in London and Singapore on 
Feb. 13. The price was consider- 
ably above the United States ceil- 
ing prices at which importers and 
dealers in this country can sell the 
metal for shipment to American 
manufacturers. Straits tin at Sing- 
apore smelters was quoted at about 
$1.88 per Ib., a rise of about 7¢ a 
Ib. This was the equivalent of about 
$1.914%4 a lb. on the dock in New 
York. Standard tin on the London 
Metal Exchange closed at $1.94% 
a lb. bid for spot shipment. 

Top ceiling price in the United 
States is around $1.83 a lb. Effect 
of this is to leave the Reconstruc- 
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LAWN and GARDEN TOOLS 


HEDGE 
SHEAR 


Scalloped 
Blades cut 


clean... 
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Good Housekeeping 

SEE 105 cu. ft. BEN-HUR. Holds up to 625 Ibs 


Others—8.5, 16 and 20 cu 


“We've a supermarket at our finger- 
tips—better food at bargain prices” 
say happy BEN-HUR Freezer owners. 
And the savings in food costs save 
the freezer cost in months. 


BEN-HUR MFG. CO, 


BEN! 


HEALTHFUL 














ft 





Unique selling tools, the most effective 
in the industry, help BEN-HUR deal- 
ers to easy freezer sales records. Find 
out about this profit-opportunity! 


@ Dept. HA — 634 E. Keefe Avenue @ Milwaukee 12, Wisconsin 


‘Eran and HOME FREEZERS= 


LIVING THROUGH 


FROZEN FOODS 








DAISY 


BATH SPRAYS 





A QUALITY BATH SPRAY 
AT A POPULAR PRICE 


BIG Spring Sellers. Popularly priced for 
fast turnover. No-Splash Spray—all rubber 
heads—kink-proof corrugated and hexagon 
tubing. Attractive pastel colors. Beautifully 
packaged. Write at once for latest catalog 
and prices. 


SCHACHT RUBBER MF6. CO. 


DEPT. H HUNTINGTON, INDIANA 











FAMOUS ARTMOORE 
COLLAPSIBLE TRIPOD 
CLOTHES DRYER has 
everything you and 
your customers want: 
yt dh of ee space 
-24 
rustproof ‘oo for in- 
between washings, dia- 
pers, lingerie! Compact—closes completely 
to only a few inches of space! Lightweight 
—all select hardwood, weighs only 5 Ibs.! 
And it's priced right—retalls at only $2.95. 
Higher West of Rockies 


See your jobber or write 


ARTMOORE CoO. 


Dept. A-31, 1319 North 3rd Street 
Milwaukee 12, Wisconsin 





-——-AN ARTMOORE PropucT———; 


ORIGINAL TRIPOD DRYER 
STILL THE SALES LEADER 




















tion Finance Corp. as the only 
source for tin for industry in this 
country. 


Buying Stronger at 
Chicago Gift Markets 


Forward buying by stores seek- 
ing to protect themselves against 
likely shortages has resulted in 
sales about double those of a year 
ago at the gift shows held at the 
Merchandise Mart and at various 
Chicago hotels. 

Restrictions on the use of metals 
for many civilian items has made 
deep inroads into giftware inven- 
tories. 

Orders for porcelain dinnerware, 
glass stemware and other glass 
tables items are 10 to 12 pct ahead 
of a year ago, manufacturers re- 
ported. Prices are 10 to 12 pet 
above what they were six months 
ago. 

Wallace O. Ollman, general man- 
ager of the Merchandise Mart, 
stated that curtailment of the use 
of many materials, either on ac- 
count of government orders or be- 
cause of shortages due to the de- 
fense effort, has resulted in greater 
use of alternate materials. 


Coleman Will Concentrate 
On Civilian Essentials 


Sheldon Coleman, executive vice- 
president and general manager of 
The Coleman Co., Inc., Wichita, 
Kan., told his board of directors 
that he did not believe that the gov- 
ernment would apply such rigid 
metals restrictions that the civilian 
economy would be endangered. 

Mr. Coleman stated that the com- 
pany would emphasize production 
of what he termed essential goods 
—heating appliances applicable to 
defense and military housing and 
lanterns and utility stoves for 
emergency use. 

It was announced that the com- 
pany’s net sales of home heating 
equipment and appliances using 
liquid fuels, last year, amounted to 
approximately $33,800,000, a gain 
of $9,919,000 over 1949. 

Sales in January, 1951, were 
given as $2,700,000 against $1,849,- 
000 in the same period last year. 

All major product lines are cur- 
rently on an allocation basis. 

It was also reported that the 
company had recently completed a 
sizeable contract for a special mili- 
tary stove and shortly would begin 
production of two other units de- 
signed and developed for the Army 
Quartermaster Corps. 
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The McGill 


ALSTEEL 


mouse trap 





Best test of this proven ail-steel 
nickel-plated trap is its phe- 
nomenal repeat sales. Easy auto- 
matic set and sanitary release. 


McGILL METAL PRODUCTS CO. 


MARENGO, ILLINOIS 


Stronger Demand for 
| Hard Surface Flooring 


Higher prices of woolen carpets 


have served to stimulate sales of 
hard surface floor coverings re- 
cently, according to distributors and 
millmen. Many offices and hotels, 
which in the past have purchased 
soft surface contract goods, are re- 


| ported to have been in the market 


recently for hard surface coverings 


| and a further rise in demand is ex- 
pected. 























BRAND 


WEATHERCALK 
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- ele 










Available in quarts, one-gallon 
and five-gallon cans and in the 
handy one-tenth gallon spouted car- 
tridge for use with the PECORA QUICK- 
LOADING CAULKING GUN 6(lilustrated). 
PECORA ASBESTOS FURNACE CEMENT 
PECORA WEATHERTITE ROOF COATINGS 


PECORA SASH PUTTIES AND GLAZING COMPOUNDS 


For Building Materials of Superior Quality, it’s 


PECORA 


p C. 
4INT company: ™ 


Lawrence & Venango Sts., Phila. 40, Pa. 


Manufacturers of Mastics for Structural Glass or Tile installa- 
tions... Sealing Compounds...Glazing Compounds... Stove 
Putties. .. Roof Coatings... Industrial Paints and Finishes 
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Price increases on lineoleum have 
been comparatively few and have 
been moderate. Producers of car- 
peting on the other hand, have 
made seven advances in prices in 





the past year and a half and an- | 


other increase is in prospect. 

Makers of hard 
coverings claim that in addition to 
the price advantage, progress in 
new designs and colors has _ in- 
creased the popularity of their 
product with hotels, offices and 
others. 

The materials situation of the 
hard covering industry seems to be 
somewhat better than it is for wool 
floor coverings. While titanium, 
cobalt and tungsten supplies are re- 
stricted, none of these items con- 
trols the volume of finished goods. 
The raw material in shortest sup- 
ply is vinyl, an important item in 


shortage of asphalt has been re- 
ported thus far, although govern- 
ment requirements are expected to 
be boosted this year. 


January Copper Deliveries 
Lowest Since April 1950 


Refined copper deliveries to con- 
sumers 
January amounted to 108,128 short 
tons, or 3,488 tons daily. This was 
the lowest for any month since 
April, 1950, the Copper Institute 
noted. December deliveries amount- 
ed to 121,954, or 3,934 daily. 


New Storage Battery 
Separators Made of Plastic 


A new plastic battery separator 
which may replace wood and rub- 
ber in the making of batteries has 
been developed by the Electric 
Storage Battery Co., Philadelphia, 
maker of Exide batteries. The 
company seeks to prevent any fu- 
ture cut in battery output due to 
shortages of supplies of good wood 
and rubber. 

The new plastic separator, known 





in the United States in | 


surface floor | 
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The sweefesf name 


in Bath Scales is 


Health-o-Meter 


MODEL 161 
Magnifying Lens 





@eeeeeeeeeeeees ~ — 


MODEL 187 
Magnifying Lens 





MODEL 134 
Airplane Dial 





“«...arose 
by any other 
name would 


smell as sweet,” 


...wrote Shakespeare. And he was 
right—about roses—but if Will 
were a housewares buyer, he’d 
know that there’s no sweeter name 
in bath scales than Health-o- Meter. 

Yes, since 1919, when Health-o- 
Meter introduced the original bath 
scale, no other make has been so 
well known, so universally 
accepted. It’s the first choice 
from coast to coast because, for 
more than 30 years, Health-o-Meter 
has been Number One in accura- 
cy, dependability and design. 

Make Health-o-Meter your first 
choice, too, and get your share of 
steady profits from the ‘‘sweetest”’ 
name in bath scales. Ask your job- 
ber or write direct for details. 


Built Right Priced Right 
Always Right 


CONTINENTAL SCALE CORPORATION 
5701 S. Claremont Avenue « 


Chicago 36, Illinois 
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SPANDY 
the cenrie killer 

IS 
COMING! 


YES! THE MOST 
POPULAR! 
—hbecause the RED DEVIL 
line of Putty Knives, Wall 
Scrapers, Linoleum Knives, 
Burn-off Knives, Putty 
Chisels, etc., represent the 
most complete range in 
size, shape and flexibility 


to fit every use and purse. 














as Pormax, is a polyvinyl chloride 
synthetic and is made from raw 
materials of which supplies are 
abundant. 


Glidden Sales 55% 
Ahead in Ist Quarter 


Sales of the Glidden Co. in the 
first quarter of the 1951 fiscal year 
rose to $57,198,425, an increase of 
$20,200,142 or 54.6 pct over those 
for the same period of last year, 
Dwight P. Joyce, president, an- 
nounced, 

Sales in January were reported 
as the highest for any single month 
in the company’s history and to- 
taled $22,469,800. 

Mr. Joyce stated that the demand 
for its new synthetic rubber emul- 
sion product, “Spred-Satin” is tax- 
ing production facilities. He also 
told of other new products of the 
firm’s research program, which in- 
clude silicone enamelg improved 
poultry feeds, edible oils, brazing 


| paste. 


| Rust-inhibiting Paint 


Primer is Introduced 
James B. Sipe & Co., Pittsburgh 


| paint manufacturers and engineers, 


announced a new rust inhibiting 


| primer, known as Multi-Use 


Primer, which can be used for 
spraying or dipping applications. 
Basically a rust inhibiting primer, 
the company said it can be used on 
most any clean ferrous or alumi- 
num surface. It was stated that 
tests indicated that the primer will 
withstand severe exposure well 
over a year without showing any 
appreciable signs of corrosion. It 
is available in gray, red, yellow and 
black. 


Hadacol Promoter 
Orders 36,000 Toy Rifles 


Parris- Dunn Corp., Clarinda, 
Iowa, has received an order for 36,- 


| 000 target rifles and pistols from 
| Senator Dudley J. LeBlanc, de- 


veloper of Hadacol. The 36,000 
rifles are to be given away at 
theatres in the South by Senator 
La Blane and Hopalong Cassidy. 

Cecil Parris, president of Parris- 
Dunn Co., said that the company 
would have no difficulty in meeting 
the order, which required shipment 
in a week. The company has been 
producing about 5000 a day all fall. 

Parris-Dunn manufactures Pla- 
Guns, Traine Rifles, Rol-Back Golf 
games and cowboy and_ police 
pistols. 








LIGHT COLORED ‘id : 
Lubricating Stick, for 





Office Files Window Slides 

Drawer Slides Bicycle Chains 

Sliding Doors Automobile Squeaks 

Door Jambs and Latches 

CLEAN. No messy fluids. No messy hands. Will 
not mar or stain wood, plastic or metal surfaces. 
EASY TO USE - just rub it on. Prevents wear 
from friction. 
Bright colored Display Case, holding 12 sticks, 
for either counter display or hanging dispenser 


SOLD THROUGH JOBBERS 


| DYcYou om Co aele bbc Ge) 


SALEM 5 MASS 


Makers also of DECTO-STICK, which Fills and 
Colors NICKS, DENTS and GOUGES in natural 
finished or stained woodwork, leather or plastics. 























Buy Savings 
Bonds 


Now 
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New Plasticizer Claimed 
To Prolong Life of Rubber 


A rubber plasticizer which pro- 
longs the useful life of rubber parts 
and surfaces which have hardened, 
cracked and become inelastic with 
age, has been developed by the 
Schwartz Chemical Co. It is ap- 
plied by cloth or brush to an old 
rubber surface. This, according to 
the company, imparts the feel, grip, 
resilience and performance of new 
rubber. 

It is said to be a non-flammable 
and non-volatile liquid which does 
not evaporate but is absorbed by 
the rubber. 


Research Under Way on 
Porcelain Enamelling 


Development of new protective 
ceramic coatings from  non-stra- 
tegi@materials is the object of a 
research project started at Battelle 
Memorial Institute by 17 manufac- 
turers of porcelain-enameled steel 
products. New and improved por- 
celain enamels will be sought for 
refrigerators, stoves, kitchen cab- 
inets, etc. The project will also 
study the functions of cobalt, man- 
ganese, nickel and other metallic 
oxides for the adherence of por- 
celain enamel to steel. 


7!/, Million TV Sets 
Produced Last Year 


Production of television receiv- 
ers in 1950 amounted to 7,463,800 
sets, compared with 3,000,000 in 
1949, according to revised industry 
estimates made public by the Radio- 
Television Manufacturers Associa- 
tion. Production in December, which 
was a five-week period, amounted 
to 858,500 receivers, which exceeded 
any similar period. 

Radio output last year totaled 
14,589,900 receivers, of which 
8,174,600 were home radios. 


Frigidaire Introduces 
Six New Refrigerators 


The 1951 dollar volume sales goal 
of the Frigidaire Sales Corp., the 
New York Metropolitan area fac- 
tory distributing “branch of the 
Frigidaire division of General Mo- 
tors Corp., has been set at 80 pct of 
the 1950 level, H. Michael Cline, 
general branch sales manager, told 
dealers at a showing of 1951 re- 
frigerators and electric ranges. 

He said that 1950 branch volume 
was 65 pct greater than 1949. Vol- 


HARDWARE AGE, MARCH 8, 1951 








NOW ... More Self-Service Sales 


with Brand 


WIRE NAILS & BRADS 


ame 


in these new, eye-catching packages 


Set up a counter display of Cortland Brand Wire Nails and Brads. 
Then watch how your customers reach for them in these colorful, 
new, eye-catching packages. 

Cortland Nails and Brads now come in green packages for nails, 
yellow for brads, with both clearly marked for weight, size and 
gauge. You'll be amazed at how little space a complete stock 
of sizes requires, including Ys Ib., 4 lb. and | lb. boxes. 


These nails and brads are tough, rust-resistant and accurately 
drawn in Wickwire Brothers own mills. They feature true-formed 
heads, clean-cut barbs, sharp points and uniform finish. 


Make more self-service sales by displaying Cortland Brand Wire 
Nails and Brads — order them from your jobber now. 


WB) 


BRAND 
POULTRY NETTING * HARDWARE CLOTH * WIRE SCREENING 


WICKWIRE BROTHERS, INC., Cortland N. Y. 
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DIETZ COMET 


— 


~ 
sy 





The Little Lantem 
with Instant Sales Appeal 


Every home a prospect—and with the 
wife’s OK. The kids will want their 
own, too. 

For fun, utility or civilian defense, few 


items offer the multiple sales ‘‘umph”’ 
of the all purpose COMET LANTERN. 





| 
| 


| 





Handsome Display and Sales Helps Free | 


|R.E. DIETZ COMPANY 





In “Sy 
Trouble *\ 


> 
@ You Should Stock 
CHICAGO “Safety Plus” Screw Products 
CAP AND SET SCREWS + SOCKET SCREWS 
TAPER PINS « NUTS «+ STUDS 
They’re Quality Made to Be Trouble Free 





@ They’re better packaged for easier stock 
room service. 

@ They're a greater profit line for you to 
feature for replacement in ALL fields of 
manufacture. 


Remember to ask for CHICAGO “Safety Plus” 
products from your hardware distributor. 





THE CHICAGO SCREW COMPANY 





| 


| 





ume in 1950, he said, was 38 pct 
above the 1948 level, the previous 
peak year. The goal set for this 
year applies only if there is no fur- 
ther cut in strategic materials, he 
stressed. 

Six new refrigerators were in- 
troduced by Frigidaire, ranging in 
capacity from 7.1 to 10.7 cubic feet 
with suggested list prices 
$234.75 to $495.75. 


Servel Bucks the Trend, 
Lowers Refrigeration Prices 


from | 
| 








WITHOUT taking it apart 





Prices are being reduced on most | 
of its 1951 line of refrigerators by | 


Servel, Inc., W. Paul Jones, presi- 
dent, informed a dealer meeting in 
Los Angeles. One new eight-foot 
model, he said, will be priced about 
$32 less than a comparable 1950 
model. Another will be $22.50 under 
the 1950 price. A 10-foot model in 
the new line will sell for only $10 
more than an eight-foot model in 
the 1950 line. Prices are also 
slightly lower on the six-foot model. 

“While other manufacturers have 
announced price increases for their 
1950 models, we feel we can best 
strengthen the position of the gas 
refrigerator and insure increased 
sales volume when normal times re- 


turn by passing on to the public | 


savings effected by stepped up ef- | 


ficiency in operation,’ Mr. Jones 
said. “Last year we increased our 
sales volume 50 pct over 1949.” 


Majestic Introduces 
Its ‘Duration’ Line of TV 


A new line of television receivers 
which, it was stated, will represent 
the company’s output for the dura- 
tion of the present emergency, was 
introduced by Majestic Radio & 
Television division of the Wilcox- 
Gay Corp. The sets range in price 
from $239.95 to $629.95. Leonard 
Ashbach, president, said that 1951 
prices include the recently enacted 
10 pet federal excise tax levy “and 


| yet they are still at a par with 


| 





January, 1950, price levels.” 


Montgomery Ward Sales 
Rose 44°% in January 


Montgomery Ward & Co. re- 
ported sales amounted to $1,258,- 
125,266 in the fiscal year ended 
Jan. 31, compared with $1,168,877,- 
256 in the previous 12 months, a 
7.6 pet gain. January sales totaled 
$88,571,539, as against $61,457,737 
in January, 1950, a rise of 44.1 pct. 


(Resume reading on page 15) 









Tightens loose furniture 





HAIR-LOC 


he <q WOOD JOINTS TIGHT 


THE CHAIR-LOC COMPANY, Freeport, N.Y. 





istered U. S. Pat. Offes 


Gripper Clips 


Small and large 
sizes for holding 


large and 1 
small.) Retails a! 
10¢ each. Cirou- 
lars on request. 


@ GIBSON GOOD TOOLS, INC. 
Boz 268 Orenge, Mess., U.S.A. J 

















Electrify Your Hand Elevator 
with this Power Unit 
Saves operator time 
and labor. "Lifts 


from 1,000 to 2,000 
Ibs. with ease." 


Elevator Power 
Units. Electric Elevators. 





Dumb Waiters. 
Write for information and prices. 


DAVIS & NEWCOMER 
Electric Elevator Co., Fostoria, O. 








2 DOUBLE DUTY 


w EASIER TO USE 
# LASTS LONGER 
* CLEANS BETTER 


ase 


REG. U.S. PAT. OFF. 


FRENCH PROCESS | ask vour sosser 
CHAMOIS DOUBLE a anal 
mace musa | DOUBLE VALUE TO THE 








CONSUMER 





HOYT & WORTHEN TANNING CORP. HAVERHILL, MASS. 








WATER HEATER 
REPAIR COILS 


For old, new and 
obsolete heaters. 

90 DIFFERENT MAKES 
Single, Double, Triple, 
Instantaneous, Multi-Coil 

Send for Catalog 
DORMONT MFG. CO. 
1314 High Street Pittsburgh, Pa. 


type U 














Buy 
Savings Bonds 
Now 
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SHARON HAS SHIPPED ITS 














No. C-1458 
Chrome plated. 
With square 
nuts. For 
later model 








Sharou 
LICENSE 
PLATE 
FASTENERS 





No. 012558 
Rust-proof. 
With wing 
nuts, For 
older 
model 
cars 


















At your 
favorite jobber 
or write direct 


Sheanore B00 aud Scrat Co. 
YS Pas 


BOSTON 10, MASS. 











SALES INTO PROFITS 


% 4} 
Shavon Bott and Screu! Co. 





BOSTON 10, MASS. 
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Washington News 
and Views 


(Continued from page 10) 


the signature of a proper official of 
the business firm or establishment. 


| Consequently it would be best for 


hardware dealers and wholesalers to 
appoint some responsible person in 
their organizations to handle such 
rated orders. 

It is entirely up to a business 
whether or not it uses such a rat- 
ing. But once an establishment 


| uses the rating, even in a single 





instance, that concern is’ then 
bound by the restrictions laid down 
in Reg. 4. 

This means that its maintenance, 


repair and operating purchases in | 


any one quarter may not exceed a 


fourth of the total of such quar- | 


terly dollar purchases during 1950 
(exceptions are allowed for sea- 
sonal businesses). But hardship ap- 
plications may be filed if the al- 
lowed quota is too small. Small 
businesses are permitted to extend 
DO-97 ratings for MRO purchases 


up to $1,000 a quarter without re- | 


gard to quota restrictions. 
In issuing this long-awaited 


MRO order, NPA said that while | 


defense production is still of first 
importance, “it is vital that we 
maintain a strong civilian econ- 
omy.” Postponement of needeed re- 
pairs, the agency said, results only 
in greater needs at a later date 
with possible loss of production. 
For this reason, the order is vir- 
tually all-inclusive in scope, apply- 
ing also to service and other busi- 


ness establishments, farms, hospi- | 


tals and institutions, schools, 
churches and to federal, state, and 
local government agencies. 


OUTLOOK: Though this is the 
first permitted use of DO ratings 


for other than strictly defense and | 


supporting programs, it is in effect 
merely a “hunting license’ and no 
guarantee for securing MRO items. 
NPA says the order will not affect 


the defense program “in any man- | 


ner,” holding that such certifica- 
tion will take only a negligible per- 
centage of total production. Some 
sources, however, see the order as 
starting a possible breakdown of 
the priority systems, possibly fore- 
ing establishment of CMP before 
the scheduled July 1 date. 


(Resume reading on page 11) 
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You Never Make 

a Mistake — but 

ALWAYS A PROFIT 
When you Sell 
OUTING 


MARBLES EQUIPMENT 





No. 45 Ideal $3.75 and $4.25 


THREE 
MARBLES COMPASSES (rHnt 
— = Wrist, Pin-on 
=~ and Pocket 
Models. 
Guaranteed 
dependable. 


ee 










Waterproof 
Match Box §5¢ 
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Sheard Gold . 
Front $1.75 oer Front 
& Flat Top Rear $2.00 
Flexible pis Top 
Rez q vorting 
—— Leaf $2 
a a Semi-Buckhorn Rear $2 
Shot G 
Sights Ivory. - lpg 
ront . > “4 
075 Nitro-Solvent Folding Leaf $2.00 
ae |} oS Oe 
|. = —_ a 














Jointed Brass or Steel Rifle Rod $1.50 
c ) 





= 
One Piece Rod $1.25 For Revolver 75¢ 
Order from your Wholesaler 
Catalog on Request 


MARBLE ARMS & MFG. CO. 
540 Deita Avenue Gladstone, Michigan 


(A-244 
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| & H. TATE co. 1872 


IF IT'S 


/BULL DOG 





IT WILL HOLD! 


PICTURE HANGERS 
PICTURE WIRE 

CUP HOOKS 

PUSH PINS 

DRAPERY HOOKS 
KITCHEN HOOKS ° 
CLOSET ROD BRACKETS 
WARDROBE LOOPS 
FRICTION CATCHES 
SASH LOCKS 

COIL WIRE 


MASSACHUSETTS —U.S.A. 





FEATURING: 


Attractive assortment of pictures lithographed on 
metal blanks permanently clenched into the face 
of the flue stoppers. Folding wire fasteners at- 
tached to slots raised from the metal of the blank. 


Blank Shipping Weight 
Diameter Fasteners Per Doz. Per Gross 
#3 Ivory 8-17/64" 6” or7” 31bs.70z. 43 ibs. 
#8 Ivory 9-3/4” 7” or 8” 5 Ibs. 62 Ibs. 
Order from Packing — | dozen per carton, | gross per case 
Your Wholesaler, 
or Write Us 


for Reference 


J. L. CLARK MFG. CO., Rockford, Il. 
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Built for sales... priced for protits / 


Once your customers see a Kimble Glass 
Bar and compare, they buy! 

For Kimble Glass Bars have rounded 
ends and spun-on chrome fittings. Their 
smooth, clear glass and chrome fittings 
protect the sheerest stockings or finest 
towels. 


Better yet, Kimble Glass Bars are 


priced to stimulate sales . . . 
generous profit margin. 


give you a 


Decide today to display Kimble Glass 
Bars on your counters and in windows. 
Order the quality line, made by one of 
the world’s foremost producers of pre- 
cision glassware, from your wholesaler 
or write us direct. 


A GLASS BAR FOR EVERY PURPOSE= AVAILABLE NOW! 





\ ss 





ae <= 


Kimble Bent-End Glass Bars—'/4" crystal 
or opal glass with strong, modernistic metal 
fittings. 18" and 24" lengths. 











Kimble Double-Purpose Glass Bars —crys- 
tal glass with adjustable fittings for partial 
or full-length use. 24" long. 

Kimble Button-End Glass Bars—crystal or 
opal glass with adjustable metal fittings. 
18" long. 


KIMBLE GLASS tercoe :, omg 


Division of Owens-Illinois Glass Company 


t 
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NEW PUSH BROOMS 
MAKE 


dh H silat 


id A NAN 


MODGLIN PERMA-PUSH 
No. 800 Series 


Heavy duty garage broom of unbelievable 
durability and sweeping qualities. Amber 
Permene plastic bristles wear “‘like iron” 
: and retain their spring action for the life 
W. N. Modglin of the broom. Available in 14, 18 and 24 
inch widths. 


ALL OTHERS OBSOLETE 

























Three years ago our Industrial 
Products Division started a research 
project...to develop a new type of 
pushbroom with synthetic fibres 
which would be free from all defects 
of ordinary pushbrooms. Our effort 
has been successful. These Modglin 
Perma-push brooms are unques- 
tionably the most efficient and 
long-wearing pushbrooms ever 
made. They offer you better sweep- 


Se © dad 
AN 


ing performance and greater main- MODGLIN PERMA-PUSH 





No. 900 Series 
For office and general use. Three sizes (14 
ever known. in., 18 in. and 24 in.) are available to meet 
all maintenance requirements. Bristles are 
golden-amber colored long-wearing Per- 
mene fibre. Will sweep effectively long 
after old style pushbrooms are completely 
worn out. 


tenance economy than you have 








MODGLIN PERMA-PUSH 
No. 1024 
For extra heavy duty industrial and street 
use. Works equally well on concrete, as- 
phalt, brick, stone and macadam. Resistant 
to acids, alkalis, petroleum. Will notabsorb 
water. Never becomes soggy, water-logged 
or matted. Retains “flicking action” at all 
times. Comes in 14in., 16in., 24 in. widths. 


MR. HARDWARE DEALER 


learn what these r 
new Modglin pro 
10 pay you faster 
from smaller floor 
for details includin 
sheets, 









evolutionary 
ducts can do 
larger profits 
space. Write 
9 Catalogue 









MODGLIN CO., INC. 
Los Angeles 65 + New York 1 
Chicago 9 + New Orleans 13 











ELLER’ \igbeorobonod 








* EASY TO INSTALL 


* COMPLETELY 
ADJUSTABLE 
* HEAVY DUTY 


EDLUND = 
JUNIOR = 
CAN OPENER 


TI anol 








Edlund View 


r- 
| 
! 
| 
fort 8051 N. CENTRAL PARK AYE. 1 S%y.se"sqiceea 
' 
| 
{ 
1 


BETTER KITCHEN igele) a SKOKIE, ILLINOIS 


Chicago Phone: 
EDLUND COMPANY BURLINGTON, VT. COrnelia 7-4140 
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be sure to use. 


HIRSH-STANDARD UPRIGHTS 


CONSTRUCTION 













ae 





om 


* Write us for complete information 
* DO IT NOW! 
* No obligation of course. 


ITS SO EASY...YOU CAN DO IT YOURSELF 
S. A. HIRSH MFG CO. HA 
8051 N. Central Park Ave., Skokie, Illinois 
Chicago Phone: COrnelia 7-4140 
Gentlemen: — Please send me complete information about 
low Cost Store Modernization with Hirsh-Stondard 


Nome 
Address 


City Zone State 
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STEEL FENCE POSTS 


"U" flanged posts with self-fastening 
lugs. No Staples Required. 


DEALERS! If your jobber cannot supply, 
write us. Attractive prices and 
delivery dates. 














Manufactured by 


RUDOLPH POULTRY EQUIPMENT CO. 
Vineland, N. J. 








LOOK TO THE LEADER 
FOR ALL THAT'S NEW! 


Shakespeare Howald Process 
Fiber Glass Wonderods! Hun- 
dreds of thousands of parallel 
glass fibers strung under tension and DOU- 
BLE BONDED make the big difference 
between Wonderods 1nd ordinary glass rods. 


Shakespeare leads again! New 

2-gear Direct Drive Reels with 

lighter, quieter, tougher NY- 
LON GEARS! Complete line from the 
economy ‘‘Deuce’’ to the world’s finest, 
““President’’ Reel — including America’s 
favorite Wondoreels. 


Now you can get famous 

Shakespeare Wexford Wonder 

Line in “Invisible” as well as 
black. TWO independent laboratory tests 
prove Wexford wears up to 3 times longer 
than 10 other leading lines tested. 


just say ‘‘Wiggle Diver, 
BAIT Mouse, Pup or Dopey,” to 

any old-timer and he'll tel) 
you about some great catches! 


FREE! tackie Book and Sales Informa. 
tion on all Shakespeare Fishing Tackle. 
Write to Shakespeare Co., Export Dept., 
HA-3, Kalamazoo 2, Michigan, U. 8. A 


Stahaspeare 


FINE FISHING TACKLE 


2 Michigor 








The way to increase your average margin is to promote the sale of extra 
RAISE PROFIT MARGINS profit items, That’s A-B-C! But it’s just as important to select profit 
items which turn over fast, require a modest investment in inventory and 


WITH FAST-SELLING require minimum shelf, counter or floor space. This Modglin line of 


household necessities gets top rating on every count. It is to your interest as 


4 e @) F I T | T t M S well as our# to let us tell you how we can help you make more profits faster. 





MODGLIN Perma-scrub MODGLIN 


Leader of the Modglin Line P. b 
Revolutionary new pot and WIME-SEOSM 
pan scrubber. Removes 
grease, burned food in a 
jiffy. Keeps hands out of 
dishwater. Outmodes all 
other scouring implements, 
Available in many lovely » bi 
colors, Pays wide profit /yypytipi 
margin. Write for details, Ma ~/ 






dirt like a magnet as you 
sweep. Comesin many gay 
colors. Washable, durable, economical. 
Makes ordinary brooms obsolete. Over 
4,000,000 in use. A completely new 
kind of broom. Pays extra wide profit 
margin, Write for details. 











Sez‘) CIGARETTE CASE 


4 Beautifully designed case holds 
|) all standard cigarette packs. 
Light but sturdy. Comes in 
many gay colors. One of the 
best values ever on the market. 


Smokers buy it on sight. Pays extra 
wide profit margin. Write for details, 











MODGLIN 
WHISK- OFF 


MODGLIN Combs 
and Brushes 


Known around the world for 
quality. Beautifully designed, 
expertly made of finest mate- 
rials. All popular colors includ- 
ing fashionable new pastel 
shades introduced by Modglin. 
Priced for maximum turnover. 
Pay wide profit margins. Write 
for details. 


Over 
§,000,000 
Whisk - Offs 
purchased by 
consumers in 
two years. 
Replaces old-fashioned whiskbrooms. 
Comes in many beautiful colors. 
Customers want it the minute they 
see it. It sells itself! Pays extra wide 
profit margin. Write for details, 










UTILITY SOAP BOXe=—| 
Built for long wear and [J 
attractive appearance... (== 


Available in many beau- 1, S 




















tiful colors. Holds any 
standard bar of toilet 
soap. Useful in every home and a 
necessity for every traveler. Pays extra 
wide profit margin. Write for details, 











TOOTHBRUSH HOLDER 
Newest and finest toothbrush holder. 
Made of strong, durable 
polystyrene plastic. Comes in 
wide assortment of gay colors. 
Ventilated to permit drying 
of brush. Makes all other 
toothbrush holders obsolete. 
Pays extra wide profit mare 
gin. Write for details, 




































Vy Vie TY Ae 





store for free store plan and estimate. Ask for catalog No. 50. 


W.C.HELLER CO. (oY eee mee |: 


MONTPELIER, OHIO 
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You’ll find increased trade, sales and profits when you modern- 
ize with smart, new Heller Fixtures, Added attractiveness is im- 
parted to your store and merchandise. The finest in construction 
and materials, the widest choice of designs, the sectional, inter- 
changeable, sturdy, durable and warp proof qualities assure 
you of outstanding service and styling in Heller Fixtures. The 
quality found in Heller Fixtures is the trade mark of Heller’s 
59 years of experience in the industry. Send sketch of your 


DRAW TRADE ~- INCREASE PROFITS 

















MODGLIN Perma-broomette 
and Dust-ette 
Child-size toy Perma- 
broom... ‘‘just like 
Mother's” Dust-ette is Yes— 
a beautiful small : accure 
plastic dust pan, L thing 
Both available Labels 
in many colors. 
Pays extra wide — 
profit margin. that m 
Write for details, the p 
hardw: 
MODGLIN Pick-ette glazed 
Newest and finest toothpick of flexible Recas 
plastic. Approximately 72 picks to the aati 
box... Assorted ies 
colors. Outmodes 
wooden picks. Pays ‘iets 
wide profit margins. ets, ta: 
Write for details, all yo 
DO THIS NOW! _ 
Learn how Modglin products pay faster, larger 
profits. Write for sales representative to call. M 
MODGLIN COMPANY, INC. end 
Los Angeles 65, California, U. S. A. iene 
ss light | 
wi easily 
ever | 
availal 
drive. 
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Metals... Ceramics... Plastics... Wood... 
Rubber... Glass... Leather... 


ALL EASY To PRICE-MARK 


WITH Monarch 


SENSO LABELS 


RESOURCE 
STORE NAME 
A6 7116 


SEASON 
NO. PIECES 
RECEIVED 

IN SHIPMENT 


$2.95 —— 


ACTUAL SIZE 


Tun 48 


COST IN 
CODED 
SYMBOLS 








Yes—now there's easy, speedy, 
accurate price-marking for every- 
thing you sell! Monarch Senso 
Labels—a new improved type of 


price-marking machine. Each la- 
bel or tag can be priced-marked 
with coded information for easy, 
inexpensive visual stock control. 


pressure sensitive gummed label 
that needs no moistening—solve 
the problem of price-marking 












hardware merchandise. Metals, 
glazed and non-porous hardware 
items are no longer “hard-to- 
mark" merchandise. 

Senso is one of 8 kinds of in- 
expensive Monarch quality tick- 
ets, tags and labels—in sizes for 
all your merchandise—price- 
marked on the Monarch “Junior” 





Monarch ‘‘Junior'’ 
price-marking ma- 
chines are sturdy, yet 
light enough to be 
easily carried wher- 
ever needed. Also 
available with motor 
drive. Write for illustrated folders. 





tHe Monarch 
MARKING SYSTEM COMPANY 








«+ RIGHT CONNECTION 


| for volume sales 


Se See ee ey 
ROYAb 


(upoal 
the Grigimal 
GLASS-TOP FUSE 


and LEADER 


ever since! 









{=a eee eee ~__HEMRICWIRE ».*, 


i - ———_—_ 
"ROYAL WIREE 4% 

engineered for § 
DEPENDABILITY 8 
merchandised for 
VOLUME SALES g 
Ask for details of the ‘ 
No. 1 deal — 1250 feet 
of ROYAL quality wire 
plus a steel counter 
display rack. 























Since 1890 — the World's Largest Manufacturers and Distrib- 
utors of Merchandise Price-Marking Equipment and Supplies 


Toronto, Canada DAYTON, OHIO Los Angeles, Calif. 


OTHER OFFICES IN: ATLANTA, BOSTON, CHICAGO, DALLAS, DETROIT, NEW 
YORK, PITTSBURGH, SAN FRANCISCO AND SEATTLE, 
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F ROYAL 
CORD SETS , 
§ 
t 
i 


See display-pack- 
my aged for quick 
; turn-over and 
greater volume i 






thru your wholesaler 






ELECTRIC WIRES 
CORD SETS © TROUBLE LITES 
FUSES ¢ CHRISTMAS LIGHTING 


ROYAL ELECTRIC €O., INC. * PAWTUCKET, R. I. 
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- , =| , 
CARPENTERS ree . , QA V F 5 L e VEL Mi: — BASON'S 
eee 5 woonmaa i 


eee a ORIGINATED 1896 


AND ALUMINUM “a / 
J 


MAYES GUARANTEES ACCURACY, SERVICE 


ASK YOUR DEALER 





*AND DURABILITY» 


mavestoos MAYES BROS.TOOL MANUFACTURING CO..Inc. Port Austin. MicH. 


CATALOG FOR 
ASKING 








DRILL PRESS VISE 


¢ Milling Machine 
¢ Bench Work 


Versatile: Use it on the | 
top, bottom, side or end. | 











Jaws machined parallel 
and heat treated. Acme 
thread feed screw. ‘V’ 
groove in front jaw for 
holding round work 
rigid. Width of jaws 3”; 
jaws open 3”. No. 183. 





Manufacturers of Clamps—Vises—Hand Tools for 


See your jobber 
Production — Maintenance — Service, since 1925. i 


or write 














‘tHe BRINK & COTTON mec. co. 


33 POLAND STREET © BRIDGEPORT, CONN 














DEALERS WANTED 


New Bait Holder Brings Extra Profits 


The ANGLER'Z FREND is making a hit 
with fishermen all over the country. 
This all metal unit is quickly attached 
to an, 9%'' round minnow bucket. Its 
four individual compartments make it 
a handy place to keep cut bait, plugs, 
hooks, etc. Better plan now to meet 
the demand when the fishing season 
opens. Priced to you at $11.40 per 
doz., F.O.B. Tulsa. You sell for $1.50. 


WRITE TODAY 
ANGLER’Z FREND 
Manufactured Exclusively by 


B&B INDUSTRIES 
P. O. Box 4134 Tulsa, Okla. 








PATENT PENDING 














“BEST BY TEST’’ say professional men! 


ODELL 


PUTTY KNIVES and SCRAPERS 


| ; fy f 
le 


} bie 
] ze | 

CALL YOUR 
JOBBER and 
ORDER NOW! 






y 


/ 
/ 
j 






~ 
j 
/ 





j 
/ 


fess: 


- and that's why dealers order and re- 
order these finest quality knives and scrapers 


backed by 74 years of know-how. 
GOODELL COMPANY aatcin 


8est hel ror 


[GROOR ”) 
THINGS 

» 

| 

P 

















USH-PINS e PICTURE 
HANGERS 


These two Moore products have been standouts in their field 
for 50 years. You can sell them to your customers with 
COMPLETE CONFIDENCE. Nationally advertised. 


MOORE PUSH-PIN CO. Since /900 


113-25 BERKLEY ST PHILADELPHIA 44, PA 














TE D by customers 
@ everywhere 
KRO MEX PMavbeobbehvbeolseleyvect-i,i4 


S 4 5 4 -? 
carry their reward in volume sales and profits. | 


Kromex ENDURINGLY BEAUTIFUL * CLEVELAND 3, OHIO 











When You Know 
The Trade-Name— 


of a certain product and want to know “Who Makes [#?” 
look in the General Directory Section of the "Who Makes It?” 
Number of HARDWARE AGE for the trade-name. You'll find 
it listed alphabetically under the product heading of the item 
in question. Alongside the trade-name you will find the name 
of the manufacturer, also the address of the maker arranged 
alphabetically in the same list. Keep your “Who Makes It?" 
Number close at hand where it will serve your wants quickly. 


HARDWARE AGE 


100 East 42nd Si. New York 17, N. “— 
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* MARSHALLTOWN TROWELS * 


MARSHALLTOWN TROWEL COMPANY 


MARSHALLTOWN 






* MARSHALLTOWN, IOWA 
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PRICE 


‘77 


CRYSTALMISI 
REMOTE CONTROL 
LAWN SPRINKLER 


The Feucst Sprinkler-Wert lo Rain 
Saves 
e LAWNS 
e STEPS 
e HOSE 


SUBJECT TO 
CHANGE 








REGULATES SPRAY or SHUTS OFF WATER 


NO WALKING BACK AND FORTH TO WATER TAP 
Home Owners everywhere are demanding the Crystal Mist Remote 
Control Lawn Sprinkler. The only Sprinkler with REMOTE CON- 
TROL—a« slight tug of the hose shuts off or regulates rain-like spray 
5 ft. to 45 ft. It saves time—steps—lawns and hose. Precision made 
and GUARANTEED. Nationally Advertised to over 5,000,000 Homes. 
FREE WINDOW STREAMER! COUNTER DISPLAY! MATS! 


Tie-in with BETTER HOMES & GARDENS, HOUSE & GARDEN, 
HOUSE BEAUTIFUL, FLOWER GROWER and SUNSET Ads appear- 
ing in April, Mav, June and July. Be sure to stock—don’t disappoint 
your customers. Write for FREE DEALER HELPS. 


Order from Jobber or Write Us. Today! Dealer price $4.75—6 to carton. 
CHICAGO ROLLER SKATE CO. 


Sprinkler Division 
4471 W. LAKE STREET CHICAGO 24, ILL. 




















ES Number 1 Wader! 

DriClad 
formfoot 
waders 


’ . 
Poarswt® 





Fisherman’s favorite for stream 
duty! Famous DriClad Waders 
with the exclusive Formfoot fea- 
ture—available in small, medium 
and large foot sizes. Made for 
wear under tennis shoes, wader 
boots or old shoes. . They’re 
tough, durable, mildew-proof. 
Weigh only 28 oz. 

Retail Price: $7.95. 


Formfoot feature — 3 sizes for foot-fitting comfort! > 





} Sold exclusively through jobbers — Order teday! j 


orvision W. SHANHOUSE SONS, INC. “Tinos” 


ERS [OF QUAurysponrewEan rox Ove 20 vat 
ne a ee Se Re pes fe OR et 
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For making carpenter saw horse, 
picnic table and bench sets, folding 
saw horse, display stands, 






now has the original 


SAW HORSE 
BRACKETS 


in 3 useful sizes 


Yo" Daof 


5 Each of 
= Own” 
> aged in two-color attractive boxes, 





the three “‘Make Your 


Construction Sets are pack- 


' with illustrated contents and sug- 
SAW Let the 
HORSE Larson Sets help sell more tools, 

SET paints, lumber, etc. —_ 

(1 horse , - ei 
per set) 
#1 for 1” 
Lumber, 
Shipping 

*\ weight per ! ee 

dozen sets - } 
21 Ibs. 
Lumber, Ship- 


~ gested uses on each box. 





#2 for 2” 
ping weight per dozen sets \ 
- 30 Ibs. 3 UU 

| | ieee ee Oe : 


THE NO. 24 BRACKET 


(1 horse per set) 
Shipping weight per dozen sets — 32 Ibs. 


For 1” or 2” Lumber 


gym sets, 
etc. 





2 ACTUAL COUNTER 
MODELS »« @ 


Mee Bee Fang 





\ 





WITH LARSON No. 24 Model 
SAW HORSE 
BRACKET ASSORTMENT 
No. T-2412 






Containing: 


1 Dozen No. 1 Brackets 
Ym Dozen No. 2 Brackets 
4 Dozen No. 24 Brackets 


No.1 _, 
Weight 55 Pounds all in one carton 


See Your Jobber or Write Direct To 


CHAS. 0. LARSON CO. 


STERLING. ILLINOIS 




















































BETTER HARDWARE DEALERS FROM COAST TO COAST 


REPORT ARISTO-MATS VOLUME SALES 


WORLD’S FINEST STOVE & ALL-PURPOSE UTILITY MATS 





See Your Jobber or Write for Your Nearest Distributor 


PHOENIX TABLE MAT €O., 1315 W. Congress $t., Chicago 7 











It’s worth remembering 


ational ) 
BUILDERS’ HARDWARE 


The buying The diversified line that comprises 
preference for practically every requirement of the 
BELITTLE building trade. Each product is designed and manufac- 
tured with care and precision to assure your trade the 
ultimate in service conveniences. 


* 
‘ 






Portable Electric Drills 
Electric Drill Kits 
Portable Electric Saws 
Portable Paint Sprayers 
Portable Polishers & Sanders 
Fractional H.P. Motors 





TONG WEAR] Profit from the fine prestige created for this hardware 


line during its 50 years of service to the trade. 


| See your jobber or write direct 
PORTABLE ELECTRIC TOOLS, Inc. 


332 West 83rd Street, Chicago 20, Ill. 
In Canada: 369 Danforth Ave., Toronto 13 


Sterling, 


Illinois 

















ENGINEERED QUALITY TOOLS SINCE 1919 — at popular prices 


Nationally Advertised Products eynole saws * 


* 
hack Saws %& Panel sq 
w 


block Planes & hand 
Mitre Saws : 


GREAT NECK SAW MFRS., inc. 


MINEOLA, NEW YORK 


STEVENS LEVELS 
sell themselves! 


,EVEN. 
5 


Qws 





coping “_ 
scraten ows ... for the stars in our line 


see your jobber 




















eae wa: On ‘ pC aap | 


AYel (e! by 


leading jobbers 


eee, STEVENS. LEVEL cvanon- aren 





“ever? 








The most beautiful line of 


i ee ae io 
Auger bits | Midway Mirbrite Bits 








Household Brushes Ever! for every \ “greferred by alt 
purpose | whe want the Geot! 





my psa es Ba) 
aw “S S Ss Standard auger bits 


Auger bits for 17 sizes (4/4 6” to 24/16”) 
electric drills 
4he” to 12/46” 


Tnidwag 
THE MIOWAY TOOL*’CO., INC. 


FOLLOW THE LEADER IN "'Want Ad'' ADVERTISING— 


Heras 


KELLOGG BRUSH MFG. CO., Westfield, Mass. 


*Mirror Bright 


Sales Office and Factory 
Melvin, Ohio 





























Year after year HARDWARE AGE has led its field in 
the volume of CLASSIFIED as well as DISPLAY adver- 
tising. Its classified columns bring together buyer and 
seller, employer and employee. 


HARDWARE AGE 





Classified Opportunities Dept. 


Those who contact the hardware trade know from ex- 
perience that HARDWARE AGE is the logical medium 
to use to secure RESULTS trom their classified adver- 
tising. Follow the leader. 


100 East 42nd Street, New York 17, N. Y. 


—— 
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MARVEL SCREEN RACKS... 


For Stores Where Screen Sales Demand a Large Variety of Sizes 






It represents the most up-to-date, efficient method of displaying and selling Screen Wire. It Saves 
Time of both dealer and customer; avoids mistakes in cutting, and prominently displays 
your Complete Stock of Screen-wire cloth. It is especially indicated where screen sales demand 
a large variety of sizes, and where Two Kinds of 12 sizes of wire ‘cloth are sold by the dealer. 























The model shown is equipped with a cutter, winder and automatic measuring device on 
BOTH SIDES. The rack is mounted on casters so that it can be moved easily to the front of the 
store during the active selling season. Wire can be measured and cut from any roll in the rack 
without removing roll from rack. 


8 MODELS TO CHOOSE FROM. WRITE FOR CATALOG TODAY, SHOWING ALL MODELS FROM ONE ROLL TO 24 ROLLS. 
MARVEL RACK MFG. CO., 24 North First St., Minneapolis, Minn., U.S.A. 










































CONSISTENTLY 
ADVERTISED TO 


YOUR a , 


cusTOMERS| JYIN CHESTER 


TRADE - MARK 
Saves time and storage space... for home use IN THEIR } 


or by workmen in building trades. FAVORITE ea | Fe L - S i 


EACH PACKAGE A COLORFUL COUNTER DISPLAY 
Nationally advertised to builders MAGAZINES 







SAWHORSE BRACKETS 


SET UP OR TAKE DOWN 
WITHOUT NAILS OR BOLTS 


2” x 4” FOR LEGS 





























and home mechanics. Order from A COMPLETE LINE 
your hardware jobber, or direct, if 
he cannot supply you. « « «e BRINGING THEM INTO YOUR STORE FOR HIGHEST QUALITY , 






GRAND HAVEN STAMPED PRODUCTS CO. 
GRAND HAVEN, MICHIGAN 






IN ARMS, AMMUNITION, AND ALL PRODUCTS 
















EXTRA SALES 































Be ae 
to Garden Lovers | } \iy ON GUALTT 4 
‘ , L z | HAND TOOLS 

This popular, fast-selling device provides p Sharp culling edges, 

an easy, economical way to apply soluble Y accurate sizing, smooth 
fertilizers and chemicals wherever the | action 4 that's what 

arden hose reaches. No danger of burning. dan, A 
ste in and dilutes as you sprinkle. SELL f lived GREENLEE tools. if 
A HOZON to each purchaser of fertilizers Le ’ ay 

o other garden supplies. Indi- o oe rR BN. oe 









vidually packaged. $1.75 list. 
Carton of 12 ry 5 pounds, 
costs $12.60.F O. B. 


HOZON CO., BOX 703A, CLEVELAND 22, OHIO 
This is Hozon's Sixteenth Year 


% GREENLEE 


\y ast GREENLEE 














GREENLEE TOOL CO., 1813 HERBERT AVE., ROCKFORD, ILL. 


oncivat DOMES OF SILENCE &%::* 


SELL ON SIGHT when these attention-compelling con- aa aoe %" 


tainers, box or card are displayed on counters. Genuine DOMES %” %” %” %” 
One set on « Card. OF SILENCE glide softly, silently, smoothly 



























= j 
€5 OF SILENCE 
ape 1s U.S.A 


= 





— over all flooring; saves floors and furniture For 
4” Wa" Wag" years the favorite with houseowners and furtdture 
wm" h” manufacturers. 








ry oe sinuwes Ask your jobber or write 


DOMES OF SILENCE, Division of 


ROBERT E. MILLER & CO. INC. 
35 PEARL STREET NEW YORK CITY 





















HARDWARE AGE, MARCH 8, 1951 


Classified Opportunities Section 





Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Set solid, maximum, 50 words........ 00 
Each additional word.......... - 
Positions Wanted 
(Special Rate) set solid, maximum, 
tae et os cee od $2.00 
Each additional word .......... 05 


Allow Seven Words for Keyed Address 
or Your Address 





CLASSIFIED ADVERTISING RATES 


BOXED DISPLAY AD RATES 
$8.00 per column inch 
5% discount allowed for 4 or more con- 
secutive insertions of Boxed Display Ads. 
Cuts or special borders not accepted. 
Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St., New York 17, N. Y. 


NOTE: Samples of merchandise, literature, 
catalogs, etc., will not be forwarded te box 
number advertisers unless accompanied by 
sufficient postage for remailing. 


No agency commission allowed. 


HARDWARE AGE is published every other 
Thursday. Classified forms close 15 days 
prior to publication date. 


Remittance must accompany order la form 
of check or money order, not curreacy or 
stamps. 











Help Wanted 


Representatives Wanted 


Accounts Wanted 





OPPORTUNITY IN TEXAS. ESTAB. 
LISHED WHOLESALER offers job with fu- 
ture. Requires: ten to fifteen years experience 
in contract hardware, Administrative talent, abil- 
ity and ideas. Address replies with full details 
of experience, education, character, references, 
etc. Address Box A-51, care of HARDWARE AGE, 
100 East 42nd Street. New York 7, me 2 





Representatives Wanted 


SALES REPRESENTATIVES WANTED 


Calling on the wholesale and retail hardware and 
plumbing trade to handle our ‘‘Fitz-It’’ and ‘Bull 
Deg Grip’’ replacement plumbing handles on an ex- 
clusive commission basis. Several territories open. 
State fully details in your reply regarding your ac- 
tivities and clientele. 


THE STURGIS PLATING & MFG. CO. 
400 Norwood Ave. Sturgis, Michigan 

















THIS LONG ESTABLISHED HIGHLY RATED 


PLUMBING SPECIALTIES — SALESMAN 
WITH FOLLOWING for established New York 
Firm. Sell to Hardware Stores and Plumbing Con- 
tractors. Choice (protected) Territories open, 
Commission. Replies confidential. Address Box 
A-46, care of Harpware Ace, 100 East 42nd St., 
New York 17, N. Y 


SIDE LINE COMMISSION SALESMAN 
WANTED by nationally advertised package lawn 
grass seed dealer. Address Box A-33, care of 
a he a Aceg, 100 E. New York 
17 


42nd Street, 





SALES REPRESENTATIVE WANTED 
WITH FOLLOWING among retail hardware, 
department and house furnishing stores, to sell 
the new ‘‘Weatherman” Thermometer. Advise 
lines now carried and exact territory covered, Ad- 
dress Box A-61, care of Harpware AGE, 100 East 
42nd Street, New York v7, Rn. Y. 


SALESMAN TO REPRESENT MANUFAC- 
TURER of Nationally Advertised line of Garden 
Supplies. 6 Products, commission basis. FRAIM 
MANUFACTURING COMPANY, Granby St. at 
39th, Norfolk, Vi irginia. 





COMPANY offers 25 factory lines to 
——, retail stores outside of the larger 
cities ere are complete factory lines, and 
salesmen earn a good living handling them. It 
would take you years to assemble so varied an 
assortment of lines. Write Sales Manager, Box 
N-696, care of Hardware Age, 100 East 42nd 
St., New York 17, N.Y. 








SALESMEN WANTED CALLING ON 
HARDWARE JOBBERS, Lumber Yards and 


Industrial Users for a line of Imported Wood 
Screws, Shelf Brackets, door butts. strap and _ tee 
hinges, auger bits, chisels and stove bolts. Very 
attractive prices: Liberal commission. State ter 


ritories now covered and lines now carrying in 
first letter. Address Box A-57, care of Harpwarr 
Ace, 100 East 42nd Street, New York 17, N 





SIDELINE SALESMEN 


wire Bo fe sag 2 re cowrne near G 
HARDWARE RETAILERS TO CARR TION- 
ALLY ‘ADVER TISED AND PUBLICIZED NSWIRL. 
O-MATIC (THE REVOLVING BRUSH). LIB- 
ERAL COMMISSION. PReTeCTED TERRITORY. 
ADVISE TERRITORY DESIRE 


MELAIRE cmieaahion COMPANY 
420 Lexington Avenue New York 17, N. Y. 











REPRESENTATIVES AND _DISTRIB- 
UTORS FOR CHEVRONS, amazing new 
hardened steel Wood Fasteners. Now stocked by 
many leading Wholesalers. Nationally advertised. 
Attractively packaged for display with actual 
wood model. Several choice territories still open. 
Write E. B. Packard Co., Inc., manufacturers, 
139 Cedar Street, New York 6, N. Y. 


SALES REPRESENTATIVE WANTED 
WITH FOLLOWING among retail hardware 
and paint stores, to represent long established 
coated abrasive manufacturer on well-known line 
of floor sanding paper on commission basis. 
Choice, protected territories now open. Advise 
lines now carried and exact territory covered. Ad- 
dress Box R-95, care of Harpware AGE, 100 
East 42nd St., New York 17, N. Y. 








By SELLING RETAIL DEALERS 
rtunity to join sales staff of established 
Pe ware, Housewares and Garden Supply whole- 
saler now reorganizing sales organization. Terri- 
tories still open, all Long Island and New York 
State from Tarrytown north to Albany. All re- 
lies confidential. Address Box A-49, care of 
ny Ace, 100 East 42nd Street, New York 

17, : 9 
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Accounts Wanted 








NATIONAL DISTRIBUTORS 
Established— Reliable Aggressive 
ANCO CORPORATION Pittsburgh 22, Pa. 
Branch Offices 
New York @ Philadelphia @ Detroit 
Cleveland @ Louisville 
Covering all classes of jobbers. We will carry 

the accounts or you can bill direct. 
Write for further information and references. 





MANUFACTURERS REPRESENTATIVE 


15 YEARS' EXPERIENCE ON ROAD, COULD 
USE ADDITIONAL EXCLUSIVE HARDWARE 
LINE IN EASTERN PENNA., METROPOLITAN 
NORTH JERSEY AND HUDSON RIVER AREA 
OF NEW YORK. 
Address Box A-62, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 














TO THE MANUFACTURER WISHING TO 
SELL to the wholesale hardware and plumbing 
supply houses. We have an excellent selling or- 
ganization of fifteen salesmen, covering most of 
the states. Warehouse connections on the west 
coast for non-conflicting lines. Some of our own 
patented products will have to be discontinued 
because of shortage of copper and brass, there 
fore we can use some good, worthwhile items. 
Others not considered. Can handle as distribu- 
tor or on straight commission basis. Address 
Box A-11, care of Harpware AGe, 100 East 42nd 
Street, New York 17, N. Y 





N. Y.—NEW ENGLAND—WASH., D. C.,, 
FIRM ESTABLISHED 1945 seeking additional 
exclusive representations. Volume sales to Job 
bers and Department stores. Government con- 
tracts. Leroco Associates, Inc., 16 Beaver Streei, 
New York 4, ; A 





ONE MAN SALES ORGANIZATION ES. 
TABLISHED in Northern Ohio and Michigan. 
Guaranteed volume sales to department stores, 
hardware, paint retailers and jobbers. Inquiries 
invited from responsible manufacturers. Address 
Box A-60, care of Harpware AGE, 100 East 42nd 
Street, New York 17, N. Y. 


LINES WANTED. CHAIN STORE ITEMS. 
Sales Representative covering all big syndicates 
in East and Midwest, desires to contact Manufac- 
turers of Hardware Specialties, Housewares, Nov- 
elty and Sporting Goods Items, Automotive and 
Electrical Gadgets suitable for any type Chain 
Stores, Extensive following and can market your 
products in volume. Quick action assured. Com- 
mission basis. Address Box A-55, care of Harp- 
WARE AGE, 100 East 42nd Street, New York 17, 
| a e 


WANTED BY MANUFACTURERS’ REP- 
RESENTATIVE: Hardware, Houseware, Plumb- 
ing, and Electrical lines for sales to jobbers. Ter- 
ritory comprises Louisiana, Mississippi, Alabama, 
Southern Tenn., and Eastern Texas. Limited 


warehouse space available. Address: J. Preston 
Perilloux, Jr., 529 Iberville Street, New Orleans 
16, La. 

MANUFACTURERS’ REPRESENTATIVE 


WANTS ITEMS FOR Metropolitan Area, New 
York, New Jersey. Large diversified accounts, 
established 45 years in business. Screen cloth, 


fence posts—to go with Northwestern Stee! & 
Wire products now handling and Philadelphia 
Chain Block Hoists & Trolleys. Contact W. H 
Lavac & Son, 45 Warren Street, New York City, 
New York, 

HAVE TEN YEARS’ EXPERIENCE REP- 


RESENTING AAAI rated manufacturers selling 
tools and kindred products direct to retail hard 
ware trade in eastern Tennessee. Age 38. (Good 
sales record. Would like conneetion with rep stable 
manufacturer covering eastern Tennessee on com- 
mission basis. Write for details and references 
Address Box A-53, care of Harpware Ace, 100 
East 42nd Street, New York 17, N. 





Positions Wanted _ 


MANAGER—DO YOU NEED A MAN with 
twenty five years’ retail sales and management ¢x 
perience? Fifteen years with the most progressive 
retail hardware store in New England. Past ten 
years head of own business, also handling building 
materials, Interested in New England location. 
Fifty, married and can furnish A-1 references. For 
interview address Box A-47, care of Harpwast 
AGE, 100 East 42nd St., New York 17, N. Y. 
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Classified Opportunities Section 








Positions Wanted 


Business Opportunities 


Business Opportunities 





GENERAL MANAGER OR ASSISTANT TO 
PRESIDENT, Retail Hardware, Age 41, with 
21 years management experience, A-1 record. 
Presently employed similar position firm doing 
volume in excess of 3 million dollars annually. 
Details upon request. Midwest preferred. Salary 
requirements $7,500 plus bonus. Address Box 
A-50, care of Harpware AGE, 100 East 42nd 
Street, New York 17, N. Y. 





EXPERIENCE IN ALL 
HARDWARE business, retail and wholesale, 
window and interior display work, Hardware store 
remode ling and departmentizing, show card and 
sign work, capable as store or Dept. manager. 
Prefer position in California. Address Box A-59, 
care of HarDWarE AcE, 100 East 42nd Street, 
New York 17, N. Y. 





POSITION WANTED BY EXPERIENCED 
RETIRED hardware man. Have had over thirty 
years’ experience as salesman and owner of suc- 
cessful retail store. Desires position as buyer with 
wholesale house or department. Southwest part of 
country preferred. Best of references. Address 


Street, New York 57. Bs. Ss 


SALESMAN AVAILABLE, WELL at. 
QUAINTED WITH LUMBER dealers in Con- 
necticut and western Massachusetts, desires con- 
nection with manufacturer. Building material 
background, 37, married, excellent references. 
Address Box A-54, care of Harpware AGE, 100 
East 42nd Street, New York 17, N. Y. 


BRANCHES OF | 


Box A-56, care of Harpware AGE, 100 East 42nd | Street, 





HIGHEST CASH 
PRICES PAID 


We need $2,000,000 worth of promotional 
sporting goods. This can be closeouts, 
discontinued numbers, seconds or dis- 
tressed items in Guns, Hunting Equip., 
Golf, Fishing Tackle, etc. We buy com- 
plete retail stocks and manufacturers’ 
surplus. Write or wire us about the items 
you have, 


SAM MAGES 
MAGES SPORTING GOODS CO. 


227 W. MADISON ST. CHICAGO, ILL. 














HARDWARE FOR SALE. WELL _LO- 

| CATED in good Arkansas town on major U. S. 

| Highway, Near $70,000.00 sales in 1950. Mer. 

|chandise inventory approximately $20,000.00. 

Other business reason for selling. 

A-31, care of HarRDWaRE AGE, 
New York 17, N. Y. 


100,000 PIECES OF KD MAPLE which can 
be reworked into small blocks or handles and 
panels, Pure Ice & Coal Co., 
Falls, New York. 


HARDWARE, PLUMBING AND HEATING 
BUSINESS for sale. Top location in upstate New 
York industrial town. Good bottled gas franchise 
and electrical appliance business doing a profitable | 
business, Selling because of age and health. Ad- | 
dress Box A-52, care of Harpware AGeg, 100 East 
42nd Street, New York } a ee A 


100 E. 








Address Box | 
42nd | 


Box 396, Seneca | 


WANTED BY MANUFACTURER 


A few accounts to buy putties, glazing compounds and 
caulking compounds, aluminum paints, penetrating 
wood sealers, Pliolite S-5* Rubber Based Enamels 
(“By ee ag for masonry surfaces, direct from 

est allowed to prompt paying 
accounts. Beautifully packaged in our lithographed 
cans or privately labeled for quick sales and large prof- 
its. Every product unconditionally guaranteed. Write 


PAINTMASTER PRODUCTS Box 844, Holyoke, Mass. 














FOR SALE—HARDWARE, /P!-UMBING, 
HEATING, also appliances, roofing; busy Ohio 
town; no competition; franchise for top lines; 
$14,000 inventory; store 25x75; fully equipped; 
also warehouses; sales $45,000 year, can increase; 
fine for partners; sell with property; price rea 
sonable. THE APPLE COMPANY. Brokers, 


1836 Euclid Avenue, Cleveland 15, Ohio 


FOR SALE, NORTHERN ILLINOIS, HARD 
WARE, Appliance, Paint Store. At inventory, 
wholesale cost. Good, clean, up to date stock. Lo 
cated in heart of ‘downtown business district, 
population 125,000, approximately 50,000 to han- 
dle; new truck, Established over 40 years. Rea 
son for selling, other interests. No brokers, please. 
Address Box A-58, care of Harpware Ace, 100 
East 42nd Street, New York 17, N. Y. 








FOR SALE—HARDWARE STORE—APPLI- 
ANCES, sales $5,200 month; busy Indiana town; 
no competition; new building, cement block, 36x50; 
modern equipped; $15,000 stock; franchise for 
well known lines; one truck; health compels sale; 
price includes property, $26, 250. THE APPLE 
COMPANY, Brokers, 1836 Euclid Avenue, Cleve- 
land 15, Ohio. 








AND $30,000.00 


ANNUALLY 
HOUSES 








16,533 MAJOR RETAIL HARDWARE DEALERS 
WHOSE SALES EXCEED $30,000.00 ANNUALLY 


4,494 INTERMEDIATE RETAIL HARDWARE DEAL- 
ERS WHOSE SALES ARE BETWEEN $20,000.00 


541 GENERAL WHOLESALE HARDWARE 


the Following Lists: 


CANADA 


2,084 DISTRIBUTORS OF MILL SUPPLIES’ 
151 DISTRIBUTORS OF MILL SUPPLIES IN 


20,673 MINOR RETAIL HARDWARE DEALERS 
WHOSE SALES ARE LESS THAN $20,000.00 
6,500 OUTSTANDING MAJOR HARDWARE 
DEALERS WHOSE SALES EXCEED $50,000.00 


CANADA 


WRITE FOR DETAILS 


FOR 1951—USE THE 
HARDWARE AGE DIRECT MAIL 


ADDRESSING & MAILING SERVICE 


lt Will Assure You Maximum Success at Minimum Cost Contacting by Mail 


134 WHOLESALE HEAVY HARDWARE HOUSES 
111 WHOLESALE HARDWARE HOUSES 


11,460 LUMBER YARDS 


882 DEPARTMENT STORES HANDLING HARD- 
WARE AND HOUSE FURNISHINGS 


THESE LISTS ARE CORRECTED RIGHT UP TO THE MINUTE WE ADDRESS YOUR MAILING. 
OBVIOUSLY AN ADVANTAGE OF OUTSTANDING VALUE TO YOUR DIRECT MAIL SALES PROMOTION 


HARDWARE AGE 


DIRECT MAIL ADDRESSING DEPARTMENT 


100 EAST 42nd STREET NEW YORK 17, N. Y. 


IN 
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The only water system with LIFE-LOK 
—most effective selling feature in water 
system business. 


BURKS EDUCER converts Shallow 
Well System into Deep Well 
System. Same pumping unit for 

both. These powerful money makers 
deserve investigating. Write— 











Lhe Cleveland Chain & Mfg Co. 
Cleveland 5, Ohio 





{CHAIN FOR EVERY NEED 











FAST-SELLERS for Homes 


Hobby Shops, Forms, Carpentry, 
pon Hits 





Index to Advertisers 





A 
Accurate Mfg. Co. 
Ace Products Co. 


| Acme Shear Co 





DRILLS ae ce 
SANDER- P 

POLISHERS TOOL KITS 
BENCH STANDS 
GRINDERS ACCESSORIES 





Products of HOME-UTILITY Div., 
The BLACK & DECKER Mfg. Co. / 
Towson 4, Maryland 


Order from your HOME-UTILITY Distributor 











ACE HOMEMAKER GIFT SET 


Stainless Steel 

Ivory or Black 

Catalin Handles 
Lifetime Guarantee 





Outstanding seller for 
Weddings, Showers, 
Birthdays and Holidays 
7-Pieces beautifully 
packaged in Gift Box 

Order from your Whole- 


saler. $ 
1233 List. 


Set 5005 


ACE PRODUCTS CO., CHALFONT, PA. 


Manufacturers of the famous Ace Knife Sharpener and ServespooN 
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Active Equipment Supply 

Ajax Hardware Mfg. Corp. 

Alaska Freezer Co. 

Allen Mfg. Co 

Allen & Co., Inc., S. L. 

Aluminum Goods Mfg. Co. 

American Mfg. Co. . 

American Pad & Textile Co. 

American Sliding Door Hdwe. 
Corp 

American Stcel & Wire 

Anchor Wire Corp. 

Archer-Daniels-Midland Co. 

Armstrong Bros. Tool Co. . 

Artmoore Co. 

Arvey Corp. 

Arvin Industries, Inc. 

Atkins & Co., E. C. 

Autoyre Co 


B & B Industries 

Baker Brush Co. 

Barr & Co., W. W. 

Ben Hur Mfg. Co. 
Bethlehem Steel Co. *, 
Better Homes & Gardens 
Bissell Carpet Sweeper Co. 
Black & Decker Mfg. Co. 
Blair Mfg. Co. 

Boker & Co., H. 

Borden's Chemical Div. 
Boston Varnish Co. 

Boston Woven Hose & Rubber Co. 
Briddell, Inc., Chas. D. 
Bridgeport Hdwe. Mfg. Corp. 
Briggs & Stratton Corp. 

Brink & Cotton Mfg. Co. 

Britten Co., E. °F. 

Brooks & Sons, M. S. 

Brown Corp., W. R. 

Bruce Co., E. L. 

Buffalo Bolt Co. 


Cc 
Campbell Chain Co. 
Campbell-Hausfeld Co. 
Cedarberg Mfg. Co., Inc. 
Chair-Loc Co. 
Champion Lamp Wks. 
Chicago Die Casting Mfg. Co. 
Chicago-Latrobe Twist Drill Works 
Chicago Roller Skate Co. ..... 
Chicago Screw Co. ; 
Clark Mfg. Co., J. L. . 
Clemson Brothers, Inc. site 
Cleveland Chain & Mfg. Co. . 
Cleveland Twist Drill Co. 
Coburn Products 
Coleman Co., Inc. 
Colorado Fuel & Iron Corp. 
Columbian Rope Co. 
Continental Scale Co. 
Continental Screw Co. 
Corbin, P. & F. 
Coughlan Co., G. N. 
Cyclone Fence 


132, 


Davis & Newcomer Elec. Elevator 
Decatur Pomp Co. ; 
Decto Products Co. ......... 
Devoe & Raynolds Co., Inc 


82 
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151 
43 
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Dietz Co., R. E. 
Domes of Silence 
Dormont Mfg. Co. 
Draper-Maynard Co. 
Dri-Clad Div 


Eagle Lock Co 
Edlund Co. 
Embree Mfg. Co 
Embury Mfg. Co. 
Everedy Co 


Exact Level & Too! Mfg. Co., 


F 
Fairchild Industries, 
Fasco Industries Co. 
Faucet-Queens, Inc. 
Fawsco Mfg. Div. . 
Federated Metals Div. 


Inc. 


Ferry Cap & Set Screw Co. 


Fletcher-Terry Co. 

Frantz Mfg. Co. 
Frick-Gallagher Mfg. Co. 
Fuller Tool Co., Inc. 


SG 
Gibson Good Tools, 
Goldblatt Too! Co. 
Goodall Mfg. Company 


Goodrich Company, 8. F 
Industrial Prod. Div. 


Chemical Co. .. 
Goulds Pumps, Inc. 


Inc 


Inc. 


Grand Haven Stpd. Products Co. 


Great Neck Saw Mfrs., 
Greenlee Tool Co 
Griffin Mfg. Co. 
Grumbacher, Inc 
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Hager & Sons Hinge Mfg. Co., C. 4 


Stewart 
Hawkins Iron Co., Inc. 
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Hemp & Co. 

Higgins, Inc. 

Hillerich & Bradsby Co. 
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Loitner Brush Co. . 
Lamson & Goodnow Mfg. Co. 
Landen Putty Works 
Londers, Frary & Clark 
Langley Corp. 
Larson Co., Chas. O. 
Lavelle Rubber Co 
Lenk Mfg. Co. 
Leonard Co. ; 
Lewis Engineering & Mfg. Co. 
Libbey Glass Div. 
Libbey-Owens-Ford Glass Co. 
Lockwood Hdwe. Mfg. Co. 


lubriplate Div., Fiske Bros. Ref. 
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Lufkin Rule Co 
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Magneto Sales Co. 
Marble Arms & Mfg. Co. 
Marshalltown Trowel Co. 
Marvel Rack Mfg. Co. 
Master Lock Co. 


Mayes Bros. Tool Mfg. Co., Inc... 


McGill Metal Prod. Co. 
McKay Co. .. ; 
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Midway Tool Co., Inc. 
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Millers Falls Co. 
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North Bros. Mfg. Co. 
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Ohio Products Co. 
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Oster Mfg. Co., John .... | 
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Ox Fibre Brush Co. 


Pp 
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| Roebling's Sons Co, John A. 
Rogers Isinglass & Glue Co. 


Royal Electric Co., Inc. 
Rudolph Pltry Equip. Co. 
Rugg Co., E. T. 


Russell & Erwin Div. 
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S & W Moulding Co 
St. Louis Cordage Mills 
Samson Cordage Works 
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Smith Mfg. Co., 
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Soodhalter Plastic Products 
South Bend Toy Mfg. Co. 
Southern Screw Co. 
Speed Products Co., Inc. 
Standard Horsenail Corp. 
Standard Tool Co. 
Stanley Tools 
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| Stevens Level Co., E. A. ... 
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Thomas Products Co. 


Tobacco By-Products & Chemical 


es. Kesanaes p 
Torrington Mfg. Co. 


| Tremco Mfg. Co. 


U 


46 | United States Plywood Corp. 
| United States Rubber Co. 


64 
135 
79 
201 
6 
196 
194 


iia a 
Pittsburgh Plate Glass Co., Brush 
| Se ° 


109 
50 
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| 
| 
| 





United States Steel Corp. 


v 
Vaco Products Co. 
Vaughan Mfg. Co. 
Vichek Tool Co. .. 


Ww 
Wall Mfg. Co. ...... 


Waterbury Tool Div. 


Waterloo Valve Spring Compresser 


°. ° 


130 
134 
209 
208 

78 
179 


134 


169 


. 127 


24 
200 
42 
146 
208 


. 205 


218 
157 
150 
198 


. 217 


197 
32 
131 


. 182 


135 


158 
31 
78 
45 


76 
72 


198 


; — 
Warren Dado Sawing Washers Co. 152 


Western Home Products Co. ..... 


Western Tool & Stpg. Co. .. 


White Studios 
Whitney Seed Co., Inc. 
Wickwire Brothers, Inc. 


Winsted Co. 
Wissota Mfg. Co. 
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Winchester Repeating Arms Co. .. 213 


‘oa 
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PLAS-T-CAP 


AMERICA’S OUTSTANDING 


THUMB TACK VALUE 


TACK LIFTER IW EVERY Packace 
21 DECORATOR COLORS 
SAFE pin wut wor PRess THRU MEAD 
vaw ONE DOZEN PACKAGE 
FOUR DOZEN DISPLAY UNIT 
NATIONALLY ADVERTISED 


3 FAST SELLING STYLES 


AMERICA’S LARGEST THUMB TACK MFG 


SHELTON co. 


SINCE 1836 SHELTON, CONN 












Boxed & Carded 
¢ popular-priced > 
for LACQUERING, 
VARNISHING 
ENAMELING 
MARKING and 
TOUCH-UP 


Order From Your Jobber 





M. GRUMBACHER. xc. 
460 West 34th St., New York 1, N. Y. 











Dog Combs 


retail price 


49* each 





ADVERTISED 






ATTRACTIVE COUNTER 
DISPLAY PACKAGE 


TWINCO 
QUALITY 
FEATURES 


Strong, Spring 
Steel Teeth 


Attractive Red or 
Green Handles 


Rounded Points 
Chrome ‘Plated 
Rustiess 

12 to « box 
Order now from 


jobber or write 
direct. 


THE 
WANSTED CO. 


WINSTED, CONN 














ARTHUR Il. 


Fairfield, Conn. 





FINGER GRIP ADJUSTABLE CLIPS 


... for parking things where you use them. 





PLATT CO. 


% Fasten to any 


woodwork 

% Can be adjusted 
in a jiffy 

% Packed in at- 
tractive display 
boxes 


Popular Retail Prices 
Small — 3 for 10¢ 
Med.—8c, 2 for 15¢ 
Large — 10¢ 


Favorite with home 
workshop fans. 


ASK YOUR JOBBER 
—OR WRITE. 
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build 


extra sales 


with 
GlARTSHORN 
for that SHADE of difference 


Make extra new profits from nationally advertised 
Hartshorn shades. Every paint and wallpaper customer is 
a potential shade customer. Average turnover in 
shade stocks is 800%, with a full 40% mark-up on 
every sale. And Hartshorn shades come in a full range of 
colors and qualities from 79¢ to $2.98, with the new 
“Lifetime Lubricated” roller. Dealer inquiries invited. 


srewant HART SHORN co. 


EMPIRE STATE BUILDING, NEW YORK 1, N.Y. + STEWART HARTSHORN LTD., TORONTO, CANADA 














ie 
“=, 


yer 
PROVED!— 
© i 


ONE OF THE FASTEST-SELLING NEW ITEMS 
OF THE YEAR! 








ELECTRIC “VACUUM ACTION” 
LAWN TRIMMER A SENSATION 
IN 1950 TEST CAMPAIGN! 


We used our entire 1950 production to test and 
prove that Trim Master, Jr. is made right, per- 
forms right, and is priced right to sell fast! Hard- 
ware dealers across the country sold out 1950's 
limited test quotas in record time and hollered 
for more! NOW...we're set for an all-out 
national campaign—we’re telling the world that 
Trim Master, Jr. “does every trimming job” 
quickly, effortlessly—an hour's trimming in 5 
minutes...and how its amazing “vacuum 
action” pulls the grass into the blade from even 
the most hard-to-get-at places! Weighs only 7 
pounds. Nationally advertised to sell at $44.95 
Fully Guaranteed 
WRITE FOR COMPLETE DETAILS—TODAY ! 





E. F. BRITTEN & CO. 


22-26 South Avenue W., Cranford, N. J. 
Pat. Pending 








COMPLETELY 





PORTABLE... 
OULess... 
PAINT SPRAY 
UNIT FOR... 
FASTER, EASIER 
AND BETTER... 
PAINTING . . 

FOR HOME, IN- 
DUSTRIAL CON- 
TRACTOR OR 
PRODUCTION 











SHARPE’S NEW UNIT OUTPERFORMS THEM ALL! 


FEATURES: Oilless New Departure Sealed Ball Bear- 
ings . . More Air Volume per Horse-power . . Smooth 
air flow . . Clean cool air . . Choice of Internal mix 
pressure, External suction or combination Paint Spray 
Guns . . Nozzles precision machined of stainless steel 
. Ground finish and self-centering principle, for qual- 

ity work. 
PERFORMANCE with 3 H.P. motor is 3.1 C.F.M. de- 
livered air at 40 ibs. working pressure. Slightly iess 
with Y% H.P. motor. 
This moderate running of the highly efficient com- 
pressor doubles the life and performance of the unit. 
This unit is available WITH or WITHOUT motor. 
SHARPE cffers this NEW LOW COST unit of compact 
streamlined design for real sales appeal. 

Write TODAY for 

information and prices. 


MANUFACTURING | COMPANY 


1224 WALL ST. LOS ANGELES 15 CALIFORNIA 




















~ DON'T MISS THE BOAT... 
Let WHITNEY 


aise MAKE YOU MONEY 
ZigoS Ww \\) 


th 
iF yn 


SS /; ce y 
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S es. 
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WHITNEY’S Ste 


Super- Refined LAWN SEED 


@ WHITNEY’S Excelsior Lawn Seed in the new 
transparent plastic package lets your customers see 
quality seed before they buy it. This means more 
sales, more profits for you. All kinds of mixtures for 
all kinds of lawns, including Sylvan mixture for 
shady lawns. Tie in your sales with WHITNEY’S 
national advertising. Ask for prices, advertising plans, 
FREE Dealer Helps. Write today. 


SS 


WHITNEY SEED CO., INC. Buffalo 5, New York 
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